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e Builders, decorators, architects and hundreds of dealers stand behind Barclite...the high-profit 


fiberglass panel! 

Barclite Decorative Panels are lightweight, translucent, and so flexible they install with ordinary 
hand tools. Unbelievably low in cost, Barclite is used hundreds of ways...room dividers, sliding 
doors, dropped ceilings, skylights...in homes, offices, restaurants, stores, beauty shops —every- 
where! Hundreds of reasons why Barclite will be your big money-maker twelve months out of the 


year! 

Contact your distributor for free color literature and samples of this unique new product as well as 
information on our dynamic sales aids. 

BARCLITE CORPORATION OF caecetopaigl a $84, Barclay Building, New York 51, N.Y. 


AN AFFILIATE OF BARCLAY MANUFACTURING CO., 


BARCLITE 








pitch. The original patented 
adjustable triangular louver. 


line of ventilating louvers . .§ =" 


oa ~ a ‘i = : 
f LoManCo jUMBO STATIONARY LOUVERS 
15 models ...in 6, 8 and 10 foot base 
lengths from 2” to 6” pitch. Other 
sizes on request. In heavy gauge 
aluminum or galvanized. 


LoManCo TWIN-SECTION JUMBO LOUVERS 
9 models ...in 6, 8 and 10 foot base 


e ent lengths from 3” to 5” pitch. Other 
ff ‘A sizes on request. Available in 
aluminum or galvanized. 


° 
glZes / 
; LoManCo MuLti- 
7 shapes an 
abl sections can moke up 25 triangula 


The world’s most complete PPR ere 











and odd sized louvers. In J 
aluminum only - 


IN ALUMINUM 
AND GALVANIZED 


Suilder & 


LoManCo Louvers meet the new FHA 
revised minimum property requirements. 
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LoManCo CIRCULAR CORNICE LoManCo RECTANGULAR LoManCo I 
VENTS CORNICE VENTS FOUNDATION VE? TOR 


New design in cornice vents ... eight One-piece cornice ventilator with 8 x 8 Die cast aluminum alloy ventilator grate e ; 
inches in diameter, 8 x 8 mesh screen mesh screen installed. Available in three with optional 8 x 8 mesh screen and ri e . . « for illustrated catalog 


installed . . . fast, easy to install. In standard sizes. In heavy gauge alumi- shutters with lever for opening and with specifications on the complete line of 





heavy gouge aluminum only. num or galvanized. closing. 4 models. : 
aluminum and galvanized LoManCo louvers. 





\- ( e@. i) MANUFACTURING COMPANY 
> 3603-SB 
> 4 
WOODDALE 

AVENUE 

LoManCo Cis 
LoManCo : Model L-38 louver : MINNEAPOLIS, 
SERIES 100 FLUSH and LoManCo Model C-25 open end louver... 

ERIES 200 RECESSED LOUVERS ROOF-LINE LOUVERS z pies" a MINNESOTA 
12 models and sizes in both flush series 3 models and sizes ... three sides open e 1? die - oe See our ad in Sweets Architectural 
100 and recessed series 200. Complete for more ventilation... 8 x 8 mesh ee ¥ Catal Fil 
with 8 x 8 mesh screen. In aluminum screen on the outside. In aluminum @ Model D-16 rain dr 7 oe er 

LoManCo Louvers meet the new FHA 


or galvanized. or galvanized. 
revised minimum property requirements. 
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THIS DEALER NEEDED 


Problem: A SPECIAL ALUMINUM 


SCREEN DOOR GRILLE 


Solution: 


SOUTHERN LUMBER AND MILLWORK CO., 
Charleston, S. C. is a large building materials dealer. In 
the assembly of a line of screen doors which they build 
themselves, they needed a special kind of grille. Standard 
types of grilles rust, lose their shape easily and don’t stand 
up to normal wear and tear. A satisfactory grille has 
to meet three basic requirements: it has to be right in 
price, decorative enough to have consumer eye appeal, 


and durable. 


JOHN A. HEINE, (far right) our representative from 
the Savannah Branch, was confronted with this problem. 
He contacted the Savannah Branch and got samples of 
expanded aluminum cut to size from 4’ x 8’ sheets. He sub- 
mitted these samples to Mr. Reike at the Southern Lumber 
and Millwork office. In addition to being decorative, dura- 
ble and right in price the cut-to-size expanded aluminum 
was offered on a delivery-as-needed basis. An order was 
placed immediately for a sufficient quantity of 114” x .081 
Flattened Expanded Aluminum. 


THE INITIAL ORDER of 185 pieces was quickly de- 
livered via our truck. The rest of the 510 pieces will be 
shipped to Mr. Reike as required from our Savannah 
warehouse stocks. 

The sizes of expanded aluminum sheets are easily 
stored and easily installed in the Southern Lumber & 
Millwork Company plant, as shown by the assembly 
line picture. Too, this one-piece, lightweight metal 
has amazing strength to completely protect the full-frame 
aluminum screen. 


HERE AGAIN is another example of the excellent serv- 
ice and complete cooperation offered building materials 
dealers by our ten warehouses and 140 service representa- 
tives. The proper material for the grilles, the right price 
and a stocking arrangement were worked out to the satis- 
faction and profit of this customer. When dealers are faced 
with building materials problems, we make it our concern 
to help solve them. Why not call us in on your problems, 
large or small? There is no obligation and we think that 
you'll like the outcome. Try us and see. 


REYNOLDS ALUMINUM SUPPLY CO. 


Established 1914 
GENERAL OFFICES: ATLANTA, GEORGIA 
Atlanta, Georgia * Birmingham, Alabama « Jacksonville, Florida 
Louisville, Kentucky * Memphis, Tennessee * Miami, Florida *« Nashville, Tennessee 
Raleigh, North Carolina * Richmond, Virginia * Savannah, Georgia 
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OR INDUSTRIAL PLANTS 


ALUMINUM 
Roofing Nails 


WITH NEOPRENE WASHER ATTACHED 


Actually there seems to be no end of uses for this wonderful Aluminum 
Nail that is impervious to any kind of weather. It never rusts or streaks 
and the magical Neoprene Washer seals the nail hole completely. Use 
it wherever weather is a problem and absolute sealing is a necessity 
Economical to begin with, this Phifer miracle Nail can save ten times 
its cost in worry-free maintenance. Non-corrosive when used with 
Aluminum Roofing or Siding 


FOR ALUMINUM OR GALVANIZED 
ROOFING AND TRANSLUCENT PLASTIC PANELS 


PHIFER WIRE PRODUCTS 


TELEPHONE PLAZA 2-5594 TUSCALOOSA, ALABAMA 











PHIFER WIRE PRODUCTS 
P. O. Box 9007, Tuscaloosa, Alab 


PASTE ON 

POSTCARD 

AND MAIL 
TODAY! 





Send sample of Aluminum Roofing Nails with 
Neoprene Washer Attached and price list to 


NAME 


ADDRESS 
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‘BETTER WAY’ 





Highway Billboard with Sales-Wallop 


On broad, heavily-traversed U. S. Highway 27, north 
of Chattanooga, Tenn., potential building supply cus- 
tomers once tended to speed by the Economy Lumber 
Co. and its yards — too often unaware about the un- 
countable supplies inside. 

Not so today, however, since this attractive high- 
way billboard has been erected to proclaim, in read- 
able detail, the building wares conveniently available 
within, out of metropolitan traffic snarls in Chat- 
tanooga. 


Where Travelers Vacate to Builders 


This old railroad passenger station has been taken 
over by Kelly-McNaron Co., Anniston, Ala., building 
supply dealer, for office and display rooms. It was 
leased from the Louisville and Nashville Railroad 
Co., recently out of the passenger business on that 
division. This idea holds possibilities for other dealers 
where railroads may be foregoing passenger business. 


A Jalousie Door Becomes ‘Hot Cake Seller’ 


A wood jalousie door brought Barber and Ross Inc., 
Washington, D. C. a sales volume exceeding 700 units 
during the past year. Placing an aluminum jalousie 
into a wood door, B & R emphasizes that the jalousie 
door, used in kitchens, costs a builder less and earns 
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him more profit. Likewise, it is more satisfactory to 
the home-owner. One door, instead of two, holds 
down labor and material costs; and a door, adjustable 
to varying weather conditions, replaces two doors 
and takes less space in the kitchen. 

Displayed along with awning windows, jalousie 
windows, patio doors, and sliding and double hung 


windows, the unit has even been drawing traffic via 

direct-mail. A 10’ x 20’ structure, set up in the sales- 

room, serves as an enclosed office of new department 

where interviews with contractors and home im- wd 


provement men take place. 
“Windows and doors lend themselves readily to 


installed displays. An enclosure of this kind suggests 
the atmosphere of a home, gives a customer an idea ‘ 
of what the item looks like installed and how it . all 


operates as an installed piece,” said Hubert T. Plaster 2 
Jr., department manager. “The set-up can be readily : ' ed 
disassembled and new items replace those in now. i. 


This is our way of keeping new products on the . q ' > 
market before our customers.” ™ ~ 
About 50 letters are sent out weekly to general “ae 2 
contractors, architects, home remodelers and home- : oe Model A40 
owners about to build. . ~~ VP 
: with Vinyl 
Inserts 


Concrete Wall Reduces Cooling Costs 


This modern 

, sweep-over type of 

, Ww “¢ threshold is completely 

veruyuyy ; ier water proof, protected at 

ue yuvey Built ~ all floor contact points with long 
Ruvevvsy | By for long- lasting vinyl inserts. 

lasting We manufacture 45 threshold 


: ‘ types. Send for new catalogq— 
satisfaction STA. ’ 


This shadow wall which fronts the Sarasota Concrete 
Co., Sarasota, Fla., is said to serve three distinct 
purposes. It adds a decided decorative effect; it 
advertises the firm’s chief stock in trade; and it knocks 
off sun exposure, thereby cutting down the air con- 
ditioning load in both office and show room. 

Use of the decorative concrete wall, firm officials 
report, has made possible the reduction of its air 
conditioning system by two tons, over what would A750 Aluminum 5” xy 4” B750—Brass 5” x 14” 
have been required without the wall. Sarasota Con- te , 
crete aeecantaees and distributes concrete blocks new, effective latch track that will 
and ready-mix. 


wing school building demand. 





Got A Good Idea? 


will be paid for every better way, 
% time-saver or shop short-cut accept- 

ed for publication in this section. A 

photo or rough sketch will make your 
idea more valuable. Only original items, not 
previously published, offered for our exclusive 
use, can be considered. Send them to: South- 
ern Building Supplies, 806 Peachtree St., N. E., 
Atlanta 8, Ga. 











1775 AIRWAYS PHONE FA 7-8431 © MEMPHIS, TENN 
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No. 346 
BALL CATCH 


Face Plate 2'% 
Depth of Bore 1'4” 


x] 


maximum jaw openings, across flats 


1% ; Ne. 17, 2 ; No. 25,.3'% 


3 sizes 


No. 11 





Fast-Selling Master of Nuts & Bolts | 
Hex Wrench 


No. 345 
BALL CATCH 
Face Plate 12" x 34” 

Depth of Bore 7¢’ 


BALL CATCHES 


No. 346 — for louvered, bi-fold- 
ing, accordian, wardrobe and 
service doors. The perfect catch 
to use with dummy trim. 


Wide-open fast-action multi-sided grip 


on every hex, square and flathead! 
No. 345 — for cupboards and 


@@ Adjustable threaded barrel 
small interior doors. 


compensates for various clear 
ances of doors 


Quick adjustment—stays to size . . . this new 
Hex Wrench goes on easily, won’t slip off— 
harder you pull, the tighter it grips . . . no 
more skinned knuckles or rounded nut shoul- 
ders! Narrow jaw for close quarters. Famous 
RIEAID heavy-duty design, guaranteed 
housing, comfort-grip handle. Three sizes 
for *"’ to 2”’ nuts. The better tool your 
customers have long been wanting ...Show 
it and you sell it fast — order new RIFAID 
Hex Wrenches from your Wholesaler today! 


No. 345-346 made in wrought 
brass, hand polished in standard 
finishes. 


Adjustable spring tension — 


No. 346 only 
Free rolling ball insures 


smooth, positive, trouble-free 
operation 


ROLLER CATCH 





. 


Heavy duty Roller Catch for wardrobe 


“Got theRIFaID 
name on it?... 
Okay, I'll be right 


in for a couple!” 


and interior doors. 

® Easily installed on thin doors — nar- 
row 7%" face plate. 

© Quick mortising of strike because of 
new strike design. 


® Smooth positive latching action insured 


by powerful conical spring. 
® Nylon Roller — durable, 
action. 





Face Plate 2%" x 7%” 
Bore %” diam. x 15%” 


Strike 24%” x 158” 





uniform 


® Quiet operation — special rubber 
washer cushions return of Nylon roller. 


Made in wrought steel, burnished — also wrought brass face plate and 
strike, hand polished in standard finishes. 


THE H. B. IVES COMPANY 
NEW HAVEN, CONN. 


\W\AAAdy 


The Ridge Tool Company Elyria, Ohio, U.S.A. )))))))) | 
| 


THREADED PIPE... It’s Tight...It’s Best... Costs Less! 
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Requires no painting, either prime or finish coat. . 
a finished sidewall job right as it comes from the bundle 


Autoclaved to prevent shrinking and warping 
Duroc finish seals colors in, dirt out 




















48" 





Long, 48” design means faster appli- 
cation... only 39 pieces to the square. 


AVAILABLE IN 














FOR VOLUME SALES 
WITH PROFIT! 


New Trend Colors, Duroc* finish, traditional And there’s more to this story! Ruberoid 
sidewall design all combine to make Auto- gives you a complete line of products for 
claved Clapboard the big volume seller in every roofing and siding need. National ad- 
siding today. Ruberoid Clapboard is another vertising support builds brand recognition 
important part of a complete roofing and sid- and preference. Every merchandising aid you 
ing line that has been serving the industry need. Find out why it pays to be a Ruberoid 
since 1886... another reason why more and dealer. Contact your Ruberoid representa- 


more progressive dealers join the Ruberoid tive today. Or write: 


team every year. The RUBEROID Co. 


RUBEROID 500 FIFTH AVENUE, NEW YORK 36, N. Y. 


2 
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SIGNIFICANT TRENDS 





April, 1959 


Uncle Sam's surging steel industry portends a healthy '59 economic picture. That, 
at least, is the opinion of numerous economists in-the-know, who point out 
that, so far this year, the industry has been rolling along toward a poten- 
tial record, even though operations are pegged at about 80 per cent 
capacity. 





Situation is even more amazing, they opine, considering that steel's 
greatest customers, the automobile producers, have yet to reach their 
record-breaking pace prophesied for '59. Booming industrial construction 
has likewise contributed its share in taking up slack in steel production 
schedules. 





But look out for roadblocks ahead. Ever-present possibility of union labor- 
pains and increasing demand for pay increases. Since steel has tended to 
give in to labor's demands, threat of higher=-pay grants could mean more 
hikes in steel-prices, which, in turn, would lead to another go-'round with 
inflationary price hikes. 


watch that figure grow. U. S. Department of Commerce has reported that 

lumber and other building supply sales, for January '59, ran a whopping 7 per 
cent ahead of previous record-setting January '58 (that, prior to recession- 
inroad development). 





Builders started homes at a rate of 1,320,000 per year in February, down a 
bit for the second straight month from the peak rate of December. February 
rate, nevertheless, was up almost one-half from a year ago. Plans of build- 
ers, indicated by applications for mortgages insured by the Government, call 
for continued building at a fast rate in future months. 





Home building this year is expected to see 1.3-million dwelling units started, 
against about 1.2-million begun in 1958. 





Nation's present financial trends keep everyone guessing. For instance, the Fed- 
eral Reserve System has revealed intentions of tightening the nation's money 
and credit supply. Four more Reserve Banks — in Cleveland, Richmond, St. 
Louis, and Kansas City — have raised to 3 per cent from 2-1/2 per cent, the 
discount rate they charge on loans to banks. 





Pressed for funds to meet their loan demands, banks have been borrowing more 

lending reserves from the Reserve System. By mid-March, these borrowings ex- 

ceeded excess lending reserves by $228-million, against $177-million on March 
1, and $100-million or so in February 











It would appear that Americans have caught the savings-bug. Last year, 

they put more money — $18.3-billion — into savings institutions, U. S. sav- 
ing bonds, and life insurance than in any year since 1944. Federal Home Loan 
Bank Board estimates that people put nearly 6-cents out of each dollar of 
after-tax income into these forms of savings, against 4-1/2 cents in 1957. 


Recently=released statistics would indicate that the 1959 home will be financed in 
the following manner: 720,000 units through conventional loans; 300,000 units 
through FHA; and 120,000 through VA. 
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~ Southern 
Building 
Supplies: 


Striving to serve these Associations 
which serve building supply 
dealers throughout the South 


Alabama Building Material Exchange — 519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. ALpine 2-3195. President: Emanuel J. Vakakes, Birming- 
ham, Ala. 


Arkansas Association of Lumber Dealers — 727 Pyramid Build- 
ing, Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel 
FRanklin 5-8283. President: L. A. Hardman, Helena, Ark. 


Building Material Merchants of Georgia — 610 Glenn Building, 
120 Marietta Street, N. W., Atlanta 3, Ga. Tel. JA 3-7349. 
Executive Secretary: Herbert G. Drews. Président: Harrell C. 
Murray, Savannah, Ga. 


Carolina Lumber and Building Supply Association — | 14 Builders 
Building, Charlotte, N. C. Secretary-Manager: E. M. Garner. Tel. 
FRankiin 6-1503. President: M. R. Bagnal Jr., Columbia, S. C. 


Florida Lumber and Millwork Association — 2218 Edgewater 
Drive, P. O. Box 7125, Orlando, Fla. Secretary-Treasurer: Mrs. 
Marie M. Bennett. Tel. GArden 2-3761. President: Arthur C 
Bivins Jr., Miami, Fla. 

Kansas Lumbermen’s Association — Room 212, Farmers Na- 
tional Bank Building, Salina, Kan. Secretary: Maryin Van Fange 
Tel. 4607. President: A. E. Nicketson, Emporia, Kan. 


Kentucky Retail Lumber Dealers Association — Marion Na- 
tional Bank Building, Lebanon, Ky, Executive Vice-President: 
Donald A. Campbell. Tel. 72. President: Robert B. Congleton, 
Lexington, Ky. 

Louisiana Building Material Dealers Association — 528 Florida 
Street, Baton Rouge, La. Executive Vice-President: R. Needham 
Ball. Tel. 2-4080. President: Arthur W. Foss Jr., Lafayette, La 


Lumbermen’s Association of Texas — 304 First Federal Savings 
Bldg., Austin 1, Tex, Execytive Vice-President: Gene Ebersole. 
Tel. GReenwood 2-119%4. President: Ralph G. Campbell, Fort 
Worth, Tex. 

Middle Atlantic Lumbermen’s Association — 1528 Walnut 
Street, Room 1123, Philadeiphia 2, Pa. Executive Director: 
Robert A. Jones. Tel. PEnnypacker 5-5377. 


Mississippi Retail Lumber Dealers Association — 607 North 
State Street, P. O. Box 1968, Jackson 5, Miss. Secretary 
Treasurer: E. B. Lemmons. Tel. 3-2077. Presidént: Wilson 
Virden, Rolling Fork, Miss. 


National Retail Lumber Dealers Association — 302 Ring Build- 
ing, 18th and M Streets, N.W., Washington 6, D. C. Executive 
Vice-President: H. R. Northup. Tel. NAtional 8-6757. President: 
Herbert W. Blackstock, Seattle, Wash. 


Okichoma Lumbermen’s Association — 815 Leonhardt Build 
ing, Oklahoma City, Okla. Secretary-Manager: W. M. Morgan 
Tel. 7-0338. President: Fred Templeman, Enid, Okla 


Southwestern Lumbermen’s Association — 5]2 City National 
Bank Building, Kansas City 6, Mo. Secretary-Manager: G. 
Kenneth Milliken. Tel. Victor 2-2265. President: D. J. Fair, 
Sterling, Kans. 

Tennessee Building Material Association — 711 Broadway, 
N. E., Knoxville 17, Tenn. Secretary-Manager: R. O. Brownlee 
Tel.: 2-0185. President: H. Alpha Doak, Greeneville, Tenn. 


Virginia Building Material Association —- 3305 Monument Ave- 
nue, Richmond 21, Va. Secretary-Manager: Harris Mitchell 
Tel.: EL 8-1749. President: Milton M. Maddux, Marshall, Va 


West Virginia Lumber and Builders Supply Deaters Association 
— P. O. Box 15892, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: D. G. Ogden, Dunbar, W. Va 
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| YOUR CUSTOMERS LIKE IT! 





BETTER SERVICE 

Both standard and special 
size TENSION-tites are 
immediately available from 
nearby jobbers 


EASIER TO STOCK 
Neatly cartoned, sizes plain- 
ly marked, screens protected 
against damage and dust. 
Easily shipped 


6,000,000 IN USE 
This is the Number 1 screen 
among homeowners and 
contractors throughout the 
South and West. 


LOWER COST 

Both first cost and annual 
cost make TENSION-tite 
the choice for double-hung 
wood windows 


gh 


MORE PROFITABLE 
You make a much better 
profit by offering TEN- 
SION-tite rather than wood 
or metal frame screens. 


STEADY TURNOVER 
The steady turnover, good 
dollar volume, and excellent 
profit make TENSION-tite 
the screen to handle. 


BETTER LOOKING 

Inconspicuous TENSION- 
tite screens stay trim and 
taut for years and years. 
They never need painting. 


NO MAINTENANCE - 
All-aluminum TENSION- 
tite screens heve simple, 
foolproof hardware that 
does not attract children. 


For additional information please write 


RUDIGER-LANG CO. 


Factories in Toccoa, Ga. and Berkeley, Calif. 


International Trade Mart «+ New Orleans 10, La. 
TUlane 7186 
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EVERYTHING HINGES ON HAGER...U.S.A.! 


Hager Nation-Wide Warehouse Network 
SUPPLIES FAST SERVICE TO 918 CITIES OVERNIGHT! 


Se, 
se ST. LOUIS 
139 Victor Street 
PRospect 3-1312 


GEOGRAPHIC Hager Factory’s Central 

CENTER U. S. A. r | ae ; 
Location in St. Louis, 
Missouri, enables restocking 
all warehouses faster than 
any other manufacturer 


. 7 ATLANTA 
LOS ANGELES ab (ee sai 518 Western Ave. N.W. 


818 Santa Fe Avenue gas ie ee , oe JAckson 5-2281 
MAdison 9-2653 eh : F 2727 Taylor Street : 
Riverside 7-4508 


Just tell us What... where ... and how you want it! 


If you’re on the spot for fine hinges 
and other builders’ hardware, tell your 
jobber to phone or wire HAGER! He can 
pick up or obtain delivery direct from 
the Hager warehouse nearest him . 


often overnight! 


Seven Modern Warehouses— 
coast-to-coast—each fully stocked 
with the complete Hager line 
Each warehouse is strategically 
located near rail and motor 
terminals and airports 

Think Hager first TO GET IT THERE, FIRST! If the situation requires, drop 
shipments to fill an unusually hot 
order can also be made from 
other Hager warehouses 


Most emergencies—to cities of 
25,000 population or more—can 
be met with overnight delivery 


EVERYTHING HINGES ON C. HAGER & SONS HINGE MANUFACTURING COMPANY, ST. LOUIS 4, MO. 
«@ IN CANADA + HAGER HINGE CANADA LIMITED, KITCHENER, ONTARIO 
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BARRETT 


STORM KING' SELF-SEALING SHINGLES 


... application advantages plus strong customer selling points 


POWERFUL BANDS OF ADHESIVE PACKED IN STANDARD MANNER, 


provide greater gripping area—for stronger “Storm King” Shingles have Anti-Stick Strip 
bonding between shingles. Bands are more on the back that means no rearranging on 
effective than spots or dabs manually applied. the job. They are applied like any strip shingle. 


DEFIES HURRICANE WINDS because BACKED BY THE BARRETT NAME, 


of its self-sealing feature. Those bands of ad- the greatest in roofing with a 100-year-old reputa- 
hesive are a compelling sales point—for cus- tion for delivering quality. Stock Barrett shingles 
tomers can actually see how they work. vit application advantages plus name prestige. 


A self-sealing shingle packed and applied in the standard way. For samples or further infor- 
mation, call your Barrett representative or write us direct. Merchandise Mart, Chicago 54, IIll.; 36th and Grays Ferry Ave. 
Philadelphia 46, Pa.; 1327 Erie St., Birmingham 8, Ala.; 323 South 67th St., Houston 11, Texas. 


tTrade Mark of Allied Chemical Corp. 


llied: 
BARRETT DIVISION ff hemical 


40 Rector St., New York 6, N. Y. RE SEMBLE Bere 
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INDUSTRY NEWS 


Manufacturers, Wholesalers, Associations 





Mason fo Forecast Housing Trends 
At Florida Lumber Dealers Meeting 


“What’s Ahead for Housing”’ is 
partly what’s ahead for dealer- 
members attending the 39th an- 
nual convention of the Florida 
Lumber and Millwork Assn., April 
23-25, at the Deauville Hotel in 
Miami Beach, Fla. 

This look into the future of 
housing will comprise a speech by 
Administrator Norman P. Mason 
of the Housing and Home Finance 
Agency, Washington, D. C. 

“Credit and Collections” will be 
the topic of a panel discussion, 
moderated by J. W. Parshall, vice- 
president and exccutive editor of 
Building Supply News. 

“The Case of the Employer’s 
Dilemma,” a play depicting a spe- 
cial court hearing, with local lum- 
ber dealers as actors in the court 
proceedings, will be presented. 

Since the Florida Legislature 
will be in session at the time, a 
dealers’ breakfast has been ar- 
ranged for consideration of many 
legislative matters directly affect- 
ing the building materials indus- 
try. 

Meetings of the board of direc- 
tors and millwork manufacturers; 
a Hoo-Hoo dinner and concatena- 
tion; Old Timers’ breakfast; a visit 


Norman P. Mason 


to Architects’ Bureau at the Du- 
Pont Plaza Center; a golf tourna- 
ment, banquet, and dance are also 
activities scheduled for the three- 
day meeting. 

Convention committee is headed 
by Chairman Adhemar Renuart 
and Co-Chairman Bob Cameron. 





PROTECTIVE HOUSE DESIGN — This new brick house design concept, born out of atomic 
blast research, is said to offer protection against natural disasters such as tornadoes, hurri- 


canes and earthquakes. 


Designed for the Structural Clay Products Research Foundation by Wesley R. King, AIA, 
this plan incorporates the brick and tile industry's most advanced structural data, developed 
as a result of its participation in the “Operation Plumbbob” nuclear blast tests in Las Vegas, 


Ney., last year. 
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Harbor Plywood Opens 
Warehouse in Memphis 


New products, a new Memphis, 
Tenn., warehouse, and an expand- 
ed sales program are keynoting 
the current year for Harbor Ply- 
wood Corp., of Aberdeen, Wash. 

The company’s new Memphis 
warehouse brings the total of com- 
pany-operated facilities to 13. 
Others will follow. 

To implement the program is 
R. L. Stelzer, appointed as direc- 
tor of sales. Robert Goodrich, 
transferred from the Timber Di- 
vision, will be assistant in charge 
of all mill plywood sales. Lou 
Bishara, formerly of the Los 
Angeles office, has become an 
assistant in charge of warehouse 
sales and operations. 

Don Rothenberg, associated with 
Harbor in advertising and promo- 
tion for two years, has been pro- 
moted to advertising and public 
relations director. 

The Memphis warehouse is lo- 
cated at 705 Corrine Ave., and is 
under the management of J. D. 
Prince. 

Harbor Plywood is currently 
looking for facilities in other ma- 
jor market areas. It expects to open 
several more warehouses this year. 

Other Harbor facilities are in 
Atlanta, Chicago, Cincinnati, Dal- 
las, Aberdeen, Houston, Indiana- 
polis, Jacksonville, Los Angeles, 
San Francisco, Seattle, and Tampa. 

The company manufactures soft- 
wood and hardwood plywood items, 
doors, moldings, hardboard and 
prefinished hardwood lines, and 
millwork items. 


Wm. Cameron Official Dies 


Frank F. Stevens, 71, former 
vice-president of William Cameron 
& Co., died recently at his home 
in Waco, Texas. Since his retire- 
ment from Cameron in 1951, he 
had operated the Stevens Sash and 
Door Co. with his son in Waco. 
He served as president of the Tex- 
as Manufacturers’ Association in 
1952. 
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29,422 PEOPLE RESPOND 


to a new paneling idea 


NATURE MAKES NEWS.. 





Flere’e lumber merchandising that can increase 
your sales. It’s a nationally advertised paneling pro- 
motion gaining immediate acceptance . . . Western 
Pine Region woods finished in bright new colors... 
for all rooms... . for all architectural styles. 

In less than 214 months 25,422 potential customers 
(including builders and architects) have responded to 
Western Pine Association magazine advertising. They 
have written for “Nature Makes News.” It gives com- 
plete details and how-to-do-it instructions. 

Step up your sales of genuine wood paneling by 
taking advantage of this appealing trend. Suggest 
Western Pine Region woods to remodelers and new 
home builders when they ask for ideas. It’s the mod- 
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“Color is the Brigh 


+ New {dea i" Wood Paneling 


ern way to achieve intriguing, contemporary color 

and natural beauty. 

nformation on this totally new color panel- 

write to: WESTERN PINE ASSOCIATION, 
Portland 4, Oregon. 


For more 
ing program 
Yeon Build 


Western Pine Association 


nills manufacture these woods to high standards 
Jing and measurement... grade stamped lumber is 


ble in these species 
Idaho White Pine + Ponderosa Pine + Sugar Pine 


White Fir * Incense Cedar + Douglas Fir + Larch 
Red Cedar + Lodgepole Pine + Engelmann Spruce 


Today's We Tree Farming Guarantees Lumber Tomorrow 


For more details on above items, use Coupon on Page 83 13 





The ageless beauty of two 
ancient Chinese symbols 


inspires two new Schlage 


escutcheon designs, the Ming 
and the Shou. They are 
crafted to complement the 
increasingly popular 

Oli Tiirelmuulere(-aime(-recleehilire 
trends of today — 

another contribution to 

lock beauty from 





MING DESIGN 
SHOWN ABOVE 


These two additions to the Schlage 
SHOU DESIGN 


beauty-line gi i 
AT RIGHT y-line give you something 


new for discriminating buyers —a 


new sales opportunity. 


AS MOST DISTINGUISHED tocK BRAND 
For more details on above items, use Coupon on Page 83 SOUTHERN BUILDING SUPPLIES for APRIL, 1959 





INDUSTRY NEWS 


OERTELL COLLINS of Savannah, Ga., has 
been appointed general chairman for the 6th 
annual Building Products Exposition of the 
National Retail Lumber. Dealers Assn., sched- 
uled for November 14-17 in Cleveland, Ohio. 

Collins, president of Forest City Lumber 
Co. of Savannah, is a former member of 
the NRLDA Executive Committee. He served 
in 1957 and 1958 as NRLDA exposition at- 
tendance chairman. 


Louisianians Elect Foss 
As 1959 LBMDA President 


Arthur W. Foss Jr. of Lafayette 
was elected president of the Loui- 
siana Building Material Dealers 
Assn., at its annual convention in 
New Orleans in March. 

Other officers elected were F. C. 
(Jack) Terzia, Monroe, vice-presi- 
dent; Robert L. Hamilton, treasur- 
er; and R. Needham Ball, execu- 
tive vice-president, both of Baton 
Rouge. 

New directors for 1959 are 
F. Lisle Peters Jr., Lake Charles; 
Joe Gueydan, New Orleans; Victor 
Barrouse, Opelousas; Leo Terzia, 
Basttrop; and C. B. Wheeler, 
Shreveport. Directors-at-large are 
Carl Cline, DeQuincy; and A. C. 
Coorpender, Homer. 

Guest speakers at the three-day 
meeting included Dr. Frank Good- 
win, Gainesville, Fla.; Paul B. 
Shoemaker, Masonite Corp., Chi- 
cago; H. S. Mercereau, Crossett 
Lumber Co., Crossett, Ark.; David 
P. Whiteside, Triangle Distribu- 
tors, Inc., Tupelo, Miss.; Thomas 
Birchfield, Southern Sash & Door 
Jobbers Assn., Memphis, Tenn.; 
and Robert A. Jones, Middle At- 
lantic Lumbermen’s Assn., Phila- 
delphi, Pa. 





(Continued from page 12) 


NLMA President Urges 10-Year Plan 
For Dealer Market Profits in ‘60's 


To take advantage of the “tre- 
mendous market opportunities’ 
promised by the 1960’s, lumber: 
manufacturers recently were urg 
ed to begin work immediately on 
a “comprehensive, carefully-con- 
sidered 10-year plan” of product 
and industry improvement. 

The plan was proposed by Rob 
ert M. Ingram, president of the 
National Lumber Manufacturers 
Assn., in an address to the Ala 
bama Forest Products Assn. 

Ingram suggested as the “hard 
core” of lumber’s 10-year plan 

1. Expanded research to find 
new and improved uses for wood 
and cut production costs. 

2. Better channeling of lumbe: 
and wood products to the end-use! 
through development of a moré 
effective sales and distribution 
pattern and closer relationships 
between producers and distribu 
tors. 

3. Measures to prevent “impro} 
er use” of lumber and wood prod 
ucts in construction work. 

4. Stepped-up merchandising 
and promotional activity by all 
segments of the lumber industry 

“A rapidly expanding popula- 
tion, the trend toward large 
families, and the constant upgrad- 
ing in American living standard 
will present the lumber indust1 
— and its competitors — with tre- 


January Construction Tops 
‘58 Contracts 12 Per Cent 


Contracts for future construc- 
tion in the United States in Janu 


ary totalled $2,319,167,000, up 12 


per cent compared to Janua! 
1958, according to the F. W. Dodges 
Corp. 

Dollar volume of contracts fo! 
residential building in January 
totalled $1,021,516,000, an increas« 
of 31 per cent over the simila 
1958 month. The number of dwell 
ing units represented by the 
contracts totalled 84,166, up 33 ps 
cent compared to January, 1958 

January non-residential con 
tracts amounted to $818,225,000 
gain of 8 per cent over the | 
1958 month. 
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mendous market opportunities,” 
Ingram asserted. 

~ Ingram predicted that the 1960's, 
in particular, will see a sharp in- 
crease in the rate of family forma- 
tions as the ‘war babies’ of the 
early ‘40’s begin to marry and buy 
homes and furniture. 


H. W. Blackstock Appoints 
NRLDA Exec. Committee 


H. W. Blackstock of Seattle, 
Wash., president of the National 
Retail Lumber Dealers Assn., has 
appointed his 1959 NRLDA Execu- 
tive Committee, with the approval 
of the association’s board of di- 
rectors. 

Included in appointments are 
Craige Ruffin, Ruffin & Payne, Inc., 
Richmond, Va., for District No. 2; 
J. R. Grobmyer, J. R. Grobmyer 
Lumber Co., Little Rock, Ark., 
District No. 4; and P. J. Goodnight, 
Buell and Co., Dallas, Texas, Dis- 
trict No. 9. 


E. J. O'LEARY, president and chief executive 
officer of the Ruberoid Co., has been elect- 
ed chairman of the board. He will continue 
to serve as president and chief executive in 
addition to his new position. W. N. Funk- 
houser of Hagerstown, Md., also was elected 
to the board. He was co-founder and former 
president of the Funkhouser Co., whose assets 
and business Ruberoid acquired last year. 
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NOW IN NEW 
LEAK-PROOF PACKAGES 


Your customers will welcome these new leak-proof packages, which 
end forever the pesky problem of nails or brads slipping through 
the bottom flap. And you'll find the bright, new two-tone blue color 
scheme a real eye-catcher—plus a quick way to distinguish brads 
from nails. 

Display a few colorful cartons of DixistEEL Wire Nails and 
Brads on your counter, where customers can see them, and watch 
how sales climb on these profitable products. 

Order DrxistEEL Wire Nails and Brads from your wholesaler 
—in the bright, new leak-proof packages. 


LEAK-PROOF BOTTOM 
The bottom of this new style 
package is double-flapped to 
prevent leakage of nails or brads. 


Manutactured only by Alflantic Steel Company 


P. O. Box 1714 ¢ Atlanta 1, Georgia e¢ TRinity 5-3441 
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Here's plywood with a big selli 
for do-it-yourselfers. Georgia-—Pac 
is exterior plywood with a sm 

sake Kot -mm ole) eXe K-10 Maeno): = (ob ammolonael 

to work, easier t@ paint than 


Medium Density Super. smooth surface means 
PLASTIC-FACED PLYWOOD no priming. Paint Looks better 
for patio fences, outdoor furniture, work- No grain raise, MO Surface checking 
bench tops, indoor paneling, cabinet work cuts clean, edges won't splinter 


All standard sizes, thicknesses 
Georgia-Pacific SOurce or write 


SEND FOR SAMPLE TODAY! 


Georgia-Pacific, De BS459, Equitable Bidg., Portland, Oregon 


Please send sample and complete information on GPX medium 
density plastic-face ywood. 


Name 

Firm 

Address 

City__ a 


GEORGIA — PACIFIC 


Plywood & wood + Lumber & Hardboard + Pulp & Paper 


SEE GEORGIA-PACIFIC BOOTH NO. 221 AT LUMBERMAN’S ASSOCIATION OF TEXAS CONVENTION 





INDUSTRY NEWS 





LSe 


AWARD-WINNING MARQUEE — The redwood marquee of the Causeway Lumber Co., Fort 
Lauderdale, Fla., at top, was one of 12 craftsmanship feats which recently rated a 1958 
Craftsmanship award from the Broward County Builders Exchange, and its local American 
Institute of Architects and Florida Engineering Society chapters. These awards annually 
recognize building workmanship and seek to encourage interest and ingenuity among local 
workmen. The marquee contains 4,000-square-feet of clear heart vertical-grain redwood in 


1,500 individual pieces. 


Above, at extreme left, Robert H. Hansen, Fort Lauderdale architect and craftsmanship 
award committee chairman, presents official certificate to Jack W. Maloney, Causeway 
Lumber employee and craftsman, who is flanked by O. R. Whiddon, firm president. 


FNMA Market Purchases 
Pass $2-Billion in 52 Months 


Federal National Mortgage Assn. 
purchases of FHA-insured and VA- 
guaranteed residential mortgages, 
acquired under the corporation’s 
Secondary Market Operations pro- 
gram, recently passed the $2-bil- 
lion mark 

This was revealed in a report 
released by FNMA President J. 
Stanley Baughman, which showed 
that 176,705 home mortgages - 
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totalling $2,000,579,000 — have 
been bought by the agency since 
the inception of its Secondary Mar- 
ket Operations program. 
Purchases of GI mortgages were 
more than double FHA mortgages, 
with 118,610 VA-guaranteed valu- 
ed at $1,387,959,000 acquired, com- 
pared with 58,095 FHA-insured 
valued at $612,620,000 bought. 
The transactions involved 1,029 
different companies, and covered 


properties located in 44 states, the 


District of Columbia, Puerto Rico 
and Hawaii. 


(Continued from page 15) 


Multiple ‘Live’ Displays 
Set for SPA Exposition 


Boasting “live action’ displays 
of the latest equipment for felling, 
skidding, and loading logs, the ’59 
machinery exposition and conven- 
tion of the Southern Pine Assn. in 
New Orleans, April 11-15, would 
show promise of. being the most 
comprehensive show of its kind in 
SPA history. 

To avoid conflicts, the machin- 
ery exposition will take place 
April 11-13 at New Orleans’ muni- 
cipal auditorium. The convention 
sessions, from April 13-15, will be 
held at the Roosevelt Hotel. 

Other items scheduled for dis- 
play at SPA’s fifth exposition in- 
clude planing, forestry, logging, 
and electrical mill supplies. New 
gluing processes will be demon- 
strated, along with chemical treat- 
ments for stain and decay, and 
waste handling and _ utilization. 

Merchandising and_ research 
plans will be the dominant topics, 
with leading officials of the lumber 
and construction industries partic- 
ipating in discussions. The annual 
meeting of the Southern Pine In- 
spection Bureau; a session on cost 
accounting; reports on trade pro- 
motion, transportation, forestry, 
research, housing specifications, 
economics and statistics; and elec- 
tion of officers are activities slated 
for the three-day meeting. 


Southern Retailers to Help 
Revise SPIB Grading Rules 


The National Retail Lumber 
Dealers Assn. has appointed a 
small committee of Southern re- 
tailers to help the Southern Pine 
Inspection Bureau Committee and 
staff in the current revision of 
Southern pine grading rules. 

The advisory committee consists 
of Clary Anthony, Webster Build- 
ing Supply Co., Springhill, La.; 
Lionel Campbell, Bruce Campbell 
& Sons, Temple, Texas; John B. 
Lowe, Hope Builders Supply Co., 
Inc., Hope, Ark.; E. B. O’Neal, 
Cheely Lumber Corp., Miami, Fla.; 
Wyman L. Scarborough, Scarbor- 
ough Building Supply Co., Lum- 
berton, N. C.; and Joe Wallace Jr., 
Norvell & Wallace, Nashville, 
Tenn. 
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SuilouIFlOAaIN BUILT-IN RANGES 


GAS OR ELECTRIC—BEST VALUE AT EVERY PRICE LEVEL 


Regardless of the price home, you can include the sales Fine Golor Litevatacet 
power of Suburban and offer prospects all 36 of the features ne see eee tn See 
most women want in a built-in range. Here's real quality at a are formation and prices on 
price you can't beat! P/us — models available in both gas and Suburban | Ranges [|Gas_ /_] Electric 
electric to fit same size cabinet opening — interchangeable. 

Get your value-packed price from your local distributor. 


Send coupon today! 
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Announcing 2 new ceiling tile by CELOTEX 
.. first name in sound conditioning! 
New Fissured... preferred 2 to 1 over other 
leading brands in a nation-wide survey! 
New Lyric... overall pattern of miniature 
“sound traps” for softly-swirled ceiling effect. 


CELOTEX 


HUSH-TONE CEILING TILE 
A NT 


Featured in a great new 1959 National 
Advertising Campaign in leading 
magazines...reaching all your markets! 


LIVING PROG 
Bes Hones meme Ee 


wach Ti 0 


American =< : 
Builder =o" _4 


... new Suspended Ceiling Displays... Mobiles... Pennants... Signs 
... Samples... Folders... promotional aids for your contractor customers. 


Free basic room-planning guide book, ‘Five Keys to Home Decorating” 
by famous interior decorating authority RUTH LEE. 
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New Fissured HUSH-TONE TILE 


ENDORSED 
BY 
AMERICA’S LEADING " 
DECORATORS! #'” IN STOCK ‘ 

‘ CALL YOUR CELOTEX 
% PRODUCTS WHOLESALER } 
~~ TODAY! 


“eee” 


2 BEM am 
- ~e 
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One of the beautiful rooms featured in Celotex 


New Lyric HUSH-TONE TILE 
— —_— 


. Se 





National Advertising Campalgn: 


Interior by Marion Hever, American Institute of Designers. 


.) CELOTEX 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION + CHICAGO 3, ILLINOIS 


For more details on above items, use Coupon on Page 83 21 





INDUSTRY NEWS 


Georgia Shows 74% Gain 
In Dec. Building Contracts 


Georgia led 18 other Southern 
states in future construction con- 
tracts in December with an in- 
crease of 74 per cent from Decem- 
ber, 1957, according to the F. W. 
Dodge Corp. 

North Carolina and Maryland 
followed close behind, with in- 
creases over the like ’57 period 
of 65 per cent and 55 per cent, 
respectively. The District of Co- 
lumbia showed the greatest de- 
crease in December, with a drop 
of 53 per cent. 

Other states topping the ’57 mark 
were Kentucky, up 38%; Missouri, 
34%; Florida, 26%; South Caro- 
lina, 27%; Arkansas, 21%; Vir- 
ginia, 7%; and Oklahoma, 3%. 
Alabama was reported as showing 
substantial gains. 

States falling below the Decem- 
ber, 1957 level were West Virginia, 
down 33%; Louisiana, 31%; Ten- 
nessee, 22%; Delaware, 14%; 
Texas, 13%; Mississippi, 5%; and 
Kansas, 2%. 


Home Improvements May 
Hit $20-Billion Mark in ‘59 


The outlook for cashing in on 
the home-improvement field in 
1959 looks good, as six out of ten 
* America’s homes reportedly are 
in «a of rehabilitation — and a 
minimu::: of $20-billion should be 
spent this ; ‘ar to repair them. 

Such was the :.vort from Ken- 
tile, Inc., leading ,-oducers of 
resilient tile flooring, foliowing a 
nation-wide survey of the situa- 
tion. 

Results revealed that five out 
of every ten homes — or 25-mil- 
lion units — are in need of es- 
sential repair and improvements, 
and one out of every ten, or five- 
million homes, is substandard. 

The company reported two oth- 
er factors which should step up 
home-improvement: 

1. The increasing number of 
married couples in the under-25 
age-bracket who now favor the 
purchase of older homes, because 
such dwellings afford them great- 
er living space. 

2. The current movement to 
liberalize down-payment terms for 
old homes. 
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Howard Elected to Head 
Southeastern Lumbermen 


James W. Howard, Howard 
Lumber Co., Atlanta, Ga., was 
elected president of the South- 
eastern Lumbermen’s Club at its 
29th annual meeting, February 
23-24, at the Dinkler Plaza Hotel 
in Atlanta. 

F. B. (Pete) Bruce, Greensboro, 
N. C., was elected vice-president. 
Ethalind McCarthy, Jacksonville, 
Fla., was _ re-elected’ secretary- 
treasurer. 

Directors for 1959 are Walter W. 
Pearson, retiring president, Tus- 
caloosa, Ala.; Sam E. Houston, 
Atlanta, Ga.; William H. Harrison, 
Troy, S. C.; L. A. Galyon, Knox- 
ville, Tenn.; Gordon Love, Gar- 
land, N. C.; Jack Humphrey, Mont- 
gomery, Ala.; and John Rudesal, 
Atlanta. 

The association decided that only 
social lumber clubs would be eli- 
gible for associate membership. 


Nickey Elected President 
Of Hardwood Plywood Inst. 


Newly-elected president of the 
Hardwood Plywood Institute is 
S. M. (Sam) Nickey Jr., executive 
vice-president of Nickey Brothers, 
Inc., Memphis, Tenn. He was nam- 
ed head of the national association 
of hardwood plywood manufactur- 
ers at the Institute’s annual meet- 
ing, held in Washington, D. C., 
recently. 

Nickey is also vice-president of 
the Southern Hardwood Producers 


Sam Nickey Jr. 


(Continued from page 18) 





CONVENTION 
CALENDAR 





APRIL 11-15: Southern Pine Assn., 
Municipal Auditorium, New Orleans, 
La. Exhibits. 

APRIL 16-17: Mississippi Retail 
Lumber Dealers Assn., Buena Vista 
Hotel, Biloxi. Exhibits. 

APRIL 19-21: Lumbermen’s As- 
sociation of Texas, Will Rogers Coli- 
seum, Fort Worth. Exhibits. 

APRIL 20-22: Building Material 
Merchants of Georgia, General Ogle- 
thorpe Hotel, Savannah. 

APRIL 23-25: Florida Lumber and 
Millwork Assn., Deauville Hotel, 
Miami Beach. 

MAY 11-13: National Building Ma- 
terial Distributors Assn., Cosmopoli- 
tan Hotel, Denver, Colo. 

JUNE 4-5: Southern Sash & Door 
Jobbers Assn., Peabody Hotel, Mem- 
phis, Tenn. 

JUNE 14-17: National Plywood 
Distributors Assn., Traymore Hotel, 
Atlantic City. 

NOVEMBER 14-17: National Re- 
tail Lumber Dealers Assn., Cleve- 
land, Ohio. Exhibits. 

NOVEMBER 16 - 18: National 
Building Material Distributors Assn., 
Edgewater Beach Hotel, Chicago, II] 





and chairman of the Tennessee 
Forest Industries Committee. 

New vice-president of the In- 
stitute is Carl D. Wheeler, man- 
ager of the Hardwood Plywood 
Division of the Georgia-Pacific 
Corp., of Savannah, Ga. 

Among those elected to the In- 
stitute’s board of directors was 
Norman McInnis Jr., Stockton, 
Ala. 

Dedication of anew $70,000 head- 
quarters building highlighted the 
meeting. Located in Arlington, Va., 
the building houses the Institute’s 
administrative offices and its com- 
pletely equipped, modern wood- 
technology laboratory. The struc- 
ture, which covers 4,000 square- 
feet, was specifically designed as 
a showplace for the many decora- 
tive and functional uses of ply- 
wood and plywood products in 
modern architecture. 

(More INDUSTRY NEWS on page 95) 
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WHAT adds the extra quality and 


value to complete window units? 


<<“, 
TLL TUTTI 


How would you decide which quality-built window units to 
use in your home since all exceed Department of Commerce 
standards for construction, grade of wood, toxic treatment 
and water repellency? 

If your choice would wisely be the window units that guaran- 
tee the highest degree of protection against the weather, they 
would probably be equipped with Monarch Metal Weather- 
strip. By choosing these best of all windows you would in- 
sure against excessive infiltration of dirt, wind and weather, 
and thereby be rewarded with more economical heating, air- 
conditioning, redecoration and cleaning costs, in addition to 
greater comfort and a cleaner home. 

MetaLane® weatherstrip makes even the best windows better. 
It will never lose its resilient weather-tightness; will never 
wear, corrode, stain masonry and woodwork; will never cause 
windows to stick and bind. 

Insist on MetaLane weatherstripped Complete Window and 
Door Units from your Sash & Door Jobber—the kind you 


would buy for your own home. 


weatherstrip is made from » ) | 7ED 
>. ALUMINUM 


weatherstrip 


MONARCH METAL WEATHERSTRIP CORP. + 6343 ETZEL AVENUE « ST. LOUIS 14, MISSOURI 
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TWO NEW UNIQUE 
SALES AND PROFIT 


THE 6 = FABRIC DOOR 


THE DOOR THAT CAN BE HUNG 
IN LESS THAN SIXTY SECONDS 


This new type of folding fabric door, engineered by Walter Dorwin Teague 
Associates, leading industrial designers, is unique in many ways. No other 
door can be installed as quickly and easily as Columbia-matics. No over- 
head track is used, no tools needed, no screws or nails required. An 
inexperienced person can hang this door in less than one minute. This 
feature alone makes builders go for it. Their installation costs are in 
pennies not dollars needed for ordinary doors. 


THE DOOR THAT NEVER JAMS 


Unlike conventional folding doors, Columbia-matics are not suspended by 
carriers from overhead track which can jam and stick. An entirely new 
principle* is employed in this door. A single vertical pantograph operates 
the door and its entire weight is carried by the steel jamb-rail. A top-rail 
serves ‘only to guide the door. Both top-rail and jamb-rail are anchored 
securely in place by powerful spring tension. 


THE DOOR THAT NEVER CREEPS 


Columbia-matics are engineered to stay where they are stopped. Open, 
closed or anywhere in between, they will not creep, always stationary. 
This means minimum stack space, maximum doorway opening. 


THE DOOR THAT CAN TAKE IT 


Columbia-matics tough vinyl coated cotton covering is manufactured by 
Columbia in its Minetto, N. Y. plant. It is scuff-proof, fire-resistant. Behind 
this handsome, durable covering are composition panels which give the 
door rigidity and prevent ballooning and swaying. The metal pantograph 
is made of cold-roll-formed steel, light in weight but of great structural 
strength. Exposed parts have baked enamel finish. 


THE DOOR THAT SELLS ON SIGHT 


Sixteen decorator-approved colors in handsome Crush Grain vinyl will 


satisfy the most fastidious. Attractive molded plastic handles are placed 
where handles ought to be, not near the top where track suspended doors 
must place them. Soft plastic seal on lead-rail insures perfect closure. 


Columbia-matics come in three stock heights and from 2’2” to 4’0” in . ? : . : 
width, Stock doors will fit openings from 2” less to 1/2” more than listed Design, materials and craft workmanship make Columbia-matics the best 


widths, and 2” more or less than listed heights. For openings from 4/0” Ms . - 
to 8’0”, doors are used in pairs. Custom sizes are available. buy in the whole folding door field. *Pat. appid. for 
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DOORS THAT WILL OPEN GREAT 
OPPORTUNITIES FOR YOU 


€) THE = <<. ALUMINUM SCREEN DOOR 


THE DOOR THAT SETS THE STANDARD 
OTHERS TRY TO FOLLOW 


This door has so many unique features it sells itself. Designed and engineered 
to be only a screen door, not an adaptation or a makeshift, this Columbia 
door makes a really handsome addition to any home be it mansion or bunga- 
low. It is equally at home with modern or traditional architecture. 


STRONG AS A GIRDER, BUT LIGHT 


The sections are made of cold-roll-formed aluminum, not the cheaper, brittle 
extrusions used in ordinary doors. Roll forming makes for greater strength 
per pound and gives the sections a resiliency which reacts favorably to stress 
and strain. This gives Columbia doors high fesistance to spring and warp. 


COLD-WELDED CORNERS 


The critical factors in all aluminum screen doors are the corners. Here is 
where ordinary doors cause trouble, but not Columbia doors. Their corner 
posts are unique. Press-formed of extra heavy gauge aluminum in a shape 
engineered to withstand all kinds of pressure, they are cold-we'ded in the 
sections, making lock-sealed corners. It is almost impossible to spring or pull 
a corner apart. Columbia doors are built for life-time, trouble-free service. 


HARDWARE INCLUDED WITH EVERY DOOR 


Here is another pius for Columbia doors. Guaranteed door closer, knob latch 
set, 10%” kick-plate, push-bar, oil-lite hinges and all necessary screws are 
packed with the door. No extra stocks to carry. No extras to buy. Doors are 
packed six of a size to a carton. Individual shipping cartons available at 


nominal surcharge. 


ADJUSTABLE FEATURE 


The secret lies in Columbia's unique Expander Bars, one on side of the door 
and one on the bottom. This allows doors to fit openings as much as an inch 
wider or higher than listed door sizes. The Expander Bars will also compen- 
sate for doorways out of true and insure a satisfactory installation. Oil-lite, 
self-lubricating hinges are riveted to side Expander Bar and may be installed 
for either right or left hand opening. Only six stock sizes will cover 92% 
of the market. 


Ornamental Aluminum Grilles are available in three neat, attractive 
designs. Columbia doors may be ordered with grille attached, or they 
may be easily and quickly applied in the warehouse or on the job. 
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HOLIDAY HOMES 


gives Flintkote 
a build-up... 


Big southwest builder sold on Flintkote’s service, 
support and the quality of Flintkote’s building products. 


Charles R. Swain, Vice-President of 
‘“*Holiday Homes’’, Houston, Texas 
puts it this way: ““The people in the 
Flintkote organization are very eager 
to assist the builder in the many 
problems of production and sales. 
Never in my experience have I dealt 
with a company that afforded me 
such consumer educational assist- 
ance.” 


Flintkote’s “‘plus services’’ are 
only one reason why Mr. Swain 
is writing complimentary letters. 
The Flintkote product sets well with 
his subcontractors too: ‘Our roofing 
contractor, who is not prone to praise 
any material, has stated a preference 
for Flintkote Felt and REXTAB* 


*Registered Trademark of The Flintkote Company 


Shingles. He tells us the “REX- 
TAB” Shingles give complaint free 
performance, resulting in no “call 
back”’ expense, a distinct advantage 
to him and us. The subcontractor 
who installs our Flintkote FLINT- 
ROCK? gypsum wallboard also 
prefers FLINTROCK to our previ- 
ous wallboard.” 


Looking for an “‘extra’”’ in service 
... in quality of product? Follow the 
lead of Charles Swain of ‘Holiday 
Homes’”’ and scores of builders like 
him. Switch to Flintkote. Complete 
particulars available by writing to 
THE FLINTKOTE COMPANY, 
Flintrock Gypsum Products, Sales 
Office, P. O. Box 376, Ennis, Texas. 


+A Trademark of The Flintkote Company 








An Eye for Quality — Shipment of Flintkote FLINTROC 


FLINTKOTE America’s broadest line of buil 
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at “Holiday Homes” Building site. Photo by Stan Begam. 
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...Wall chart on new 
Western Moulding Patterns...FREE! 


This new, big (25”x38”) chart shows profiles of WP 
mouldings, along with brief where-to-use sugges- 
tions. Save time, and increase sales, by displaying this 
colorful chart in a prominent place. Order your free 


copy today! Use coupon below. 


WEST COAST LUMBER 


Douglas Fir, West Coast Hemlock, Western Red Cedar, Sitka Spruce 


USE WP NUMBERS ON 
YOUR MOULDING ORDERS West Coast Lumbermen's Association 
1410 S. W. Morrison ¢ Portland 5, Oregon 
If you do not have a copy of the WP Please send me my free copy of the big wall chart on Western Moulding Patterns 
Western Moulding Patterns’’ booklet, Please send me a copy of the new booklet ‘Western Moulding Patterns”. 
check coupon on right and it will be sent | enclose 25c. 
promptly. This new booklet is the result 
of moulding standardization by the West Name 
Coast Lumbermen's Association and 
Address 


Western Pine Association. 
City Zone State 
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In the past 21 years, the manufacturers of 
DFPA trademarked plywood have invested 


$27,465,580 to 


...and another $4,500,000 will be spent in 1959 


The market for fir plywood that you enjoy today is a direct result of these 
continuing quality, research and promotion programs established and paid for 
by manufacturers of Douglas fir plywood whose product bears this DF PA tested 


’ 


DF Ph 


quality trademark. 


| TESTED 


‘QUAL. mY 


_, ae 


This is what the trademark means to you 


QUALITY CONTROL including FIELD PROMOTION by 60-man 
both factory inspection and labor- force. 
atory testing. 


F SALES AIDS for dealers. 
NATIONAL ADVERTISING intrade 


and consumer publications. FHA and BUILDING CODE work to 


PUBLICITY in newspapers, maga- _2SSure plywood acceptance. 


zines and TV. 
RESEARCH and ENGINEERING, 


DIRECT MAIL ADVERTISING to including technical assistance to 
your best prospects. architects and designers. 


The results speak for themselves—since 1938 fir plywood sales by dealers have 
increased ten-fold. They have more than doubled in the past five years, and even 
in last year’s “recession” sales actually increased 16.1 per cent. 


STOCK AND SELL ONLY DFPA TRADEMARKED PLYWOOD 
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build markets for you 








HERE’S PROOF DFPA PROMOTION PACES YOUR SALES 





1959: $4,500,000 _——® 1959: 7,000,000,000 sq. ft. —__—-® 


DFPA 
SALES PROMOTION FIR PLYWOOD SALES 

















t means quality you and your customers can trust; and Is backed by f » that assures profitable turnover. 
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LESLIE expands with the growing SOUTH 


..-- A NEW FACTORY 
and SALES OFFICE 


10 SERVE . in ATLANTA 


YOU: 








NORTH CAROLINA 
TENNESSEE 





ARKANSAS 





ATLANTA 
~ 


a 


BILL WALKER 
Georgia, Florida, Alabama s 


Fi 
o ALABAMA GEORGIA 
@ 





A COMPLETE LINE 
LeROY MASHBURN OF LOUVERS AND 
N. & S. Carolina, East Tenn. VENTILATORS FOR 
EVERY REQUIREMENT 


PT cs . - 
- el Vertical Wall 
Types Fiush and 
Adjust-A- Pitch Fixed pitch Sanand Flange 
Louvers 2/12 to 12/12. Heavy gauge alu- Aluminum or gal- 
3/12 thru 10/12 pitch. minum or galvanized vanized 


LEON FULLER All heavy gauge aluminum 


Louisiana, Miss, W. Tenn. 








Series 50 ‘ i as 
Slant roof type x Slant Roof For any | Under-Eave Ventilator 
Rotary Turbine d Aluminum or galvanized ; slope roof. Aluminum, galva- Aluminum or galvanized 

3 nized, or copper 


Aluminum or galvanized | 
Cn at het aa OMT PE EL EI NOE ’ 
All LESLIE LOUVERS. are aanehoneal to aan the NEW FHA Minimum ieccame Specifications 


ESLIE 325 ELIZABETH ST., N.E., ATLANTA, GA. 
EL DING CoO., Inc. 


2935 W. CARROLL AVE., CHICAGO 12, ILL. 
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SEE YOUR NEAREST FRY DISTRIBUTOR 
FOR ALL YOUR ROOFING NEEDS 
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COME SEE US! 


Annual Convention and Exhibition 
LUMBERMEN’S ASSOCIATION 


OF TEXAS 
FT. WORTH APRIL 19-21 


LLOYD A. FRY ROOFING COMPANY 


World's largest manufacturer of asphalt roofing and allied products— 
19 roofing plants strategically located coast to coast 


GENERAL OFFICES: 5818 Archer Road, Summit (Argo P.O.), Illinois 
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SMALL ms. FAST 
URNOV 


STOCKS 


LION ROOFING ASPHALT 
For hot application. Most economical 
covering for roofs of large buildings. 


LION ASPHALT ROOF COATING 
Liquid, ready to use. For new roofs 
or to preserve old ones. 


LION ASPHALT PLASTIC CEMENT} 
For repair of breaks, cracks and 
holes in all types of roofs. Also for 
sealing and waterproofing. 


LION ASBESTOS ASPHALT ROOF COATING 
Surface finish for new roofs. Also 
recommended for renewing old, dry 
roll roofing. 


LION ASPHALT R. D. PRIMER 
Serves as primer for hot asphalt 
application for dampproofing con- 
crete or masonry. 


LIGN COLD PROCESS LAP CEMENT 
Quick-setting, liquid asphalt. Elimi- 
nates nails on lower edge of roofing. 


LION COATING NO. 3} 
Has a high filler content. Especially 
effective on metal surfaces where a 
tough and abrasion-resistant coating 
is desired. 


LION BLIND NAILING CEMENT 


A ready-to-use compound of asphalt 
and asbestos fibre which eliminates 
the need for nailing the lower edge 
of roll roofing, avoiding leak hazards; 
also for applying selvage-edge roll 
roofing and unsaturated felt. 


tMade under the Process of Patent No.2393774 


LION OIL COMPANY 
EL DORADO, ARKANSAS 


Please send complete information about your Asphalt 
Roofing Products and the name of your nearest whole- 
sale distributor. 


Name 
Address 


City State 
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= PROFITS 
ER FOR 


Products 


Each of these Lion roofing and waterproofing 
asphalts can be highly profitable to you. That’s 
because you can operate on small stocks, maintain 
a good markup and enjoy a fast turnover. 


Your nearby Lion distributor is always prepared 
to give you quick deliveries . . . you have only 

a minimum of capital tied up in inventory. 
And, you'll quickly discover that Lion roofing 
products have wide acceptance, which means 
that you can count on a steady increase in 
volume. [t all adds up to big profits on a 

small investment. 


Lion asphalt roofing products are of the highest 
quality. Each meets or exceeds the most rigid 
U. S. Government specifications. 


Get complete information about Lion asphalt 
roofing products . . . how the Lion line gives you 
8 new ways to make a profit. Mail the coupon 
now. No obligation, of course. 


fa LION OIL COMPANY : Pa. 





EL DORADO, ARKANSAS 
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WEYERHAEUSER 


Profit Contor BA evatcpvas ats 


FOR 
RETAIL LUMBER DEALERS DISTRIBUTING YARD 
1360 DURRETT LANE, LOUISVILLE 13, KENTUCKY 


telephone: EMerson 8-3331 


@ The new Weyerhaeuser Louisville Distributing 
Yard can be your profit center for First Choice build- 
ing materials at competitive prices. 

ONE STOP. You can cut truck expense by pickup of 
quality Weyerhaeuser 4-Square kiln-dried lumber and 
many basic building materials with just one stop. 


CONVENIENT LOCATION...at the crossroads of north- 
south and east-west expressways. See map. 


FASTER SERVICE. Specially-designed end-loaders for 

fast handling of lumber and other products. . . truck- 

height loading docks with hydraulic platform levelers 
abundant hard-surfaced turning area. 


QUALITY LUMBER. Large stocks of the nation’s best 
known lumber— Weyerhaeuser 4-Square kiln-dried- 
to supplement shipments direct from mills. 


MANY PLYWOODS. Complete stocks of Weyerhaeuser Here in the modern, efficient new Weyerhaeuser Lovisville Distributing Yard 
of Iding materials dealers stock and sell every day 


4-Square Fir plywood . . . Exterior, Interior and eee 
Sheathing . preferred for appearance, glueline per 
formance and precision manufacture. Decorative ply- 
woods, too, including a broad line of prefinished panels. 


ANDERSEN WINDOWALLS. The full line of Andersen 
Windowalls. Complete stocks .. . precision assembly ; inane, 

by Weyerhaeuser . . . fast, reliable service. Experi- = Wayernaeuser . 

enced, enthusiastic personnel to help detail installations. i eee ber - 


SALES LEADERS. Weyerhaeuser stocks broad lines of SS 
wood panelings, Versabord (particle board), insula- 

tion, millwork and related building products. Use them 

to attract business—let us carry the inventory. 


LOW UNIT PRICES. You save 3% to 4% from by-the- 
piece prices when you buy lumber and other materials 
n convenient, bundled units. And you save truck 


time . ut handling costs ... and get clean, ready- The Weyert e Yard transports travel regular truck routes 
| | kK ky and Southern Indiana. Service is fast 


readily ava 





tallied stock 
DEALER SERVICES. Our display room is available for 

laal ‘ : selling c tr: ; = lec “ ew end k typical examples of yard efficiency. They 
dealers ta use in selling contractors and consumers. se eee 10 Sokd ad Kemies 06 hna: tae a 
Product literature, speakers, movies and practical . ealknasieia 

emonstrations can be supplied for sales meetings. 


RELIABLE DELIVERY. Weyerhaeuser trucks deliver many 
First Choice building materials and products to outly 
ng dealers on regular, reliable schedules to help dealers 


ervice customers better, save time of dealer trucks 


RAIL CARLOADS. Either mixed cars or straight cars 
an be supplied quickly and economically from the 
Weyerhaeuser Louisville Yard. Many standard and 
special items can be put in the car to supply immediate 
needs, fill in dealer stocks. Rail rates are low for out-of- 
yard shipments east, north and south. 











‘eee CONDENSED STOCK LIST OF THESE AND OTHER Fit Chott: ILDING MATERIALS. ..see other side 


Andersen Windou alls ru -Weod CTA F&I ON 7 


oe \\ 
Lumber ond Building Products 4 ; | RIMCO 
Ree... Owen NS- Tu LINOIS LORIE. ay 








e-finished sted Shakes ond Shingles 





marge, 
BO s 











Stocks include a full line of Weyerhaeuser 4-Square lumber and build 
ing products. Warehousing costs are kept to a minimum to supply 
dealers quickly, economically 


Fir Chote pui.oinc MATERIALS 


STOCKED FOR FAST DELIVERY TO 
RETAIL LUMBER DEALERS 


LUMBER 


All lumber is Weyerhaeuser 4-Square Kiln-Dried 


unless otherwise noted 


SIDING 

Water-repellent treated West Coast Heml 
West Coast Hemlock 

Western Red Cedar 

Douglas Fir drop siding 


DIMENSION — 
Construction, Standard & Utility 


Douglas Fir to 2x12, 8-24 
West Coast Hemlock to 2x12 


STUDS 
Douglas Fir, const. & std 
Douglas Fir green — Anti-st 


LONG LENGTHS... GREEN 
Douglas Fir to 2x12, 26’-32 


SMALL TIMBERS .. . GREEN 


Douglas Fir 4x4-6x8, 10 


BOARDS 


Ponderosa Pine 


FINISH LUMBER 
Douglas Fir 8 /4 ind. clrs., to 12 
Douglas Fir D to B&Btr, to 12 
NU-LOC vertical grain Douglas Fir 

12’-16 
Ponderosa Pine C&Btr—1x8-1x12 and 1x13 & wider 
Ponderosa Pine C&Btr, 5/4-8/4 
Ponderosa Pins D—1x8-1x12 and 1x13 & wider 
Ponderosa Pine D, 5/4-8/4 
Douglas Fir stepping, 5/4—Vertical grain, B& Btr and C 
Douglas Fir ceiling, C and D 
Douglas Fir flooring, C and D 
Douglas Fir car siding 


PANELING (also see “plywood” below 

Driftwood Douglas Fir—1x6-1x10 ...R/W and R/L 

Ponderosa Pine #2 and #3—-WP-2 & WP-4 patterns, 1x6-1x10 

Inland Red Cedar clear & knotty—End-matched & end-veed. 8’ 
length ‘ 

Perimeter Vee paneling (end-matched and ends beveled 
Red Cedar and West Coast Hemlock 

Nu-Wall packaged paneling 

Aromatic Red Cedar closet lining . x3 14 

FENCING 

Patty-O-Panels 


Western 


Ponderosa Pine 


ready-to-assemble fence section 


PLYWOooD 
Exterior, Marine, Sheathing, Interior, Ext. Plyform 
Decorative plywoods . Knotty Pine and Knotty Cedar 


LOC-WALL slip-together plywood panels . Idaho White Pine, 
Inland Red Cedar and Inland Larch 


OWENS-ILLINOIS prefinished plywoods 
HARDBOARD 


Standard, Tempered, Wallboard, Underlayment, Pegboard 


INSULATION BOARD 


NU-WOOD Impregnated Sheathing, Impregnated and coated 
l-side Sheathing, Predecorated Plank & Ceiling Tile, and 
Acoustical Tile— Regular and Random 


SEALED INSULATION 
Balsam-Wool, regular & reflective 


VERSABORD 


VERSABORD is the n brand name for Weyerhaeuser Silvatek f ticle board 


Douglas Fir 


This is a new Weyer user Silvatek Engineered Panel Material 


Underlayment & core stock 


COATED SHAKES 
Kolorite Double-coaté 18 Western Red Cedar, grooved 
Kolorite ce rs 


FIBERGLAS PANELS 


ilding panels... 2 thicknesses, many 
g 


DOORS 
Birch flush doors General Plywood Corp., Super-Satin Su 
& unselected. Coffman lights 
Glazed Doors timeco (Rock Island Millwork Co 
Louver Doors Rock Island Millwork Co 
Window & Door Blinds Rimco (Rock Island Millwork Cx 


WINDOWS 
Andersen Windowalls... Assembled by Weyerhaeuser 
New Strutwall component windows New Beauty-Line Units 
Casement rlexiviews rliding ey ire Seal, Cc 
binations 
Shop for Window 


FILON, transl 


MOULDINGS 


Ponderosa Pin 





WATTERSON 


Weyerhaeuser 
piensa Yard 


RRET 











Center-matched Douglas Fir 4 edge-v 


WEYERHAEUSER LouiSvVille pistriBUTING YARD 


1360 DURRETT LANE, LOUISVILLE 13, KENTUCKY 


Beside Watterson Expressway just east of the Kentucky Turnpike 


telephone: EMerson 8-3331 





OPPORTUNITY KNOCKS—AGAIN 
with Masonite’s Choweade of Famous Brandi 


model-home promotion! 








Crowds and more crowds! This is typical of last year’s ““Showcase’”’ promotion. 


Terrific! That’s what dealers and their builder- “Showcase” 59 is your golden opportunity for 
customers thought of Masonite’s ‘Showcase of greater volume and profit on new contractor busi- 
Famous Brands” model-home promotion last year ness, alterations, remodeling. Plan now to cash in 
—so much so, that demand for a repeat perform- on this hard-hitting model-home promotion to help 
ance of ““Showcase’”’ for 1959 was unanimous. And make ’59 your biggest year. 

here it is—bigger and better than last year even! 





Read these outstanding successes “SHOWCASE” achieved last year: 
“9000 visitors, 1700 qualified leads—1 out of 5 being contacted are being turned into sales.’’—Montana dealer 
“8500 enthusiastic visitors during National Home Week.’’—South Dakota dealer 


“Eight new home jobs sold to date, plus 60 remodeling prospects.’’— Michigan dealer 











Interested? For the complete profit-packed story 
including your name in LIFE magazine—send in the Dent. SBS 4 ‘ ei 
“pt OX Chicago \ ° 
coupon now! 
Please rush deta Showcase” 59 promotion. 


MASONITE a ~ _ 
CORE SRATION ie 


| City 


Address 
State 
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Contact Your Nearest 
Dierks Representative: 


ARKANSAS 

FT. SMITH 
Bill Chisholm 
P.O. Box 744 

HOT SPRINGS 
Gordon Couch 
703 Alpine 

LITTLE ROCK 
Ray Glover 
P.O. Box 2098 
Guy F. Landes 
P.O. Box 2098 


GEORGIA 
ATLANTA 
D. C. Schaefer 
P. O. Box 6267 
667 Greenwood Ave. N.E 


KENTUCKY 
OWENSBORO 
Russell McAlister 
P.O. Box 391 


LOUISIANA 
ALEXANDRIA 
Lloyd Click 
#6 Caroline Drive 
NEW ORLEANS 
Doyne Smelser 
242 Little Farms Avenue 
SHREVEPORT 
Buddy Neal 
P.O. Box 631 


413 Louisiana Bank Bidg. 


MISSISSIPPI 
CRYSTAL SPRINGS 
C. E. Klumb Lumber Co 
P.O. Box 391 


MISSOURI 
KANSAS CITY 
Luck L, Cox 
1006 Grand Ave 
LIBERTY 
W. M. Hall 
481 E. Kansas St 
SPRINGFIELD 
Jack C. Carter 
National Station 
P.O. Box 2047 


NORTH CAROLINA 
CHARLOTTE 
Fred Carder, Jr 
3139 Willow Oak Road 


OKLAHOMA 
ADA 
F. W. Nims, Jr 
P.O. Box 823 
LAWTON 
John G. Burnett 
1622 No. 24th St 
OKLAHOMA CITY 
K. Duncan 
P.O. Box 3672 
2201 Classen Blvd 
TULSA 
W. B. Campbell 
P. O. Box 253 


TENNESSEE 
MEMPHIS 
Duke Forest Products, Inc 
P.O. Box 6251 
213 Plaza Building 
3387 Poplar 


TEXAS 

ABILENE 

J. Hunter Lamb 

Wooten Hotel 
AMARILLO 

R. H. Kelly 

P. O. Box 214 
CORPUS CHRISTI 

Joe T. Holland 

P.O. Box 1956 

101 W. W. Jones Bidg 
DALLAS 

Clay Burnett 

Burnett Forest Prod. Sales 


Co. 

Meadows Bidg 
HOUSTON 

D. J. Saunders 

P. O. Box 1654 
SAN ANTONIO 

J. P. Hart 

P.O. Box 2165 

Gibbs Building 
TYLER 

Morris C. Wells 

P.O. Box 461 

105 E. Hillsboro 
WICHITA FALLS 

Clarence L. Moore 

P.O. Box 982 
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General Sales Offices: 


Dierks stack window units 
make good salesmen for you! 


Dierks Stack Window Units add dramatic interest to any home, and dramatic 
sales and profits for dealers! They are the utmost in window styling, combined 
with convenience and ease of operation! 


__ Dierks Stack Window Units are manufactured in three heights and nine 
widths. The basic unit is fully assembled, inspected and packed two units per 
cardboard carton, labeled as to glass size and whether a fixed or gear operated 
unit. They can be used singly or in a window wall or in ribbons. Both fixed and 
gear operated units are completely weatherstripped; sash is glazed and bedded. 
In the case of gear operated units, the hardware is applied and the window 
operable, including aluminum screens. 


Fixed units are prepared for easy conversion to gear operation by home 
owner after installation. Design permits the use of an extra panel of glass 
for storm window. 


Easy gear operation, easy locking, easy in- 
Stallation, easy to live with—that’s the story of 
Dierks Stack Window Units. Call your nearest 


Dierks sales representative or write direct. Write 4 - 
Orc 


omplete information 





“the choicest lumber products 


from one of the South's largest private tree farms’’ 


Dierks Forests, Inc. 


810 Whittington Ave. © Phone NAtional 3-7766 Hot Springs, Arkansas 
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Southern Building Supplies 


TRADE SURVEY 








SOUTHERN 
BUILDING 
SUPPLIES 


April, 1959 


Retail dealers contribute share in 


Dixie's all-time building boom 


ere's What 
They Handle 


own South! 


SOUTHERN BUILDING SUPPLIES for APRIL, 1959 


Building in the South and Southwest, during the first 10 
months of 1958, actually constituted 34.1 per cent of the 
nation’s total, according to the U. S. Department of Labor. 

And the annual survey of lines handled by building 
supply retailers in the 18 Southern and Southwestern 
states, completed last month by Southern Building Sup- 
plies, likewise points up such fact. 

To pin down more adequately the status of consumer 
demand and its influence on Southern dealers in ’58, 
S-B-S editors, for the first time, polled specialty dealers. 
They did not, as in the past, limit the survey to general- 
line retailers. 

As a result, comparative analyses of this survey with 
those of former years have been disallowed. But, at the 
same time, greater accuracy of percentage figures has 
been achieved, along with expansion of the poll’s over- 
all scope. 

Categories covered in the S-B-S survey were varied: 
Doors, plumbing, windows, hardware, masonry materials, 
flooring, lumber, miscellaneous specialties, rental ma- 
chines, roofing, screens, siding, weather equipment, walls, 
fencing, garages, and plywood. 

Dealers, on the survey form, were asked merely to scan 
the product categories and to check items handled by them. 

Miscellaneous items handled by the greatest majority 
of reporting dealers included stock wood panel doors 
(89%), flush wood doors (95%), door thresholds (96%), 
hardwood flooring (89%), builders hardware (95%), ce- 
ment (87%), Southern pine common lumber (80%), South- 
ern pine finished lumber (84%), Douglas fir plywood (98%), 
wood siding (89%), asbestos-cement siding (81%), gypsum 
board wall (92%), insulation board walls (92%), hard- 
board walls (94% building paper (89%), stock wood 
windows (93%), caulking compound (94%), and wood 
window frames (80 

Minority-handled items — indicating a possible need 
for stiffer grass-roots selling by manufacturers and dis- 
tributors — included metal folding doors (17%), metal 
sliding doors (17%), glass sliding doors (44%), wire fen- 
cing (41%), steel fence posts (29%), aluminum fence pick- 
ets (1%), prefabricated carports (4%), rubber floor tile 
(38%), joist hangé 21%), chain (30%), rope (35%), 
timber connectors (15%), ready-mix concrete (21%), light 
aggregate (28%), structural tile (22%), treated lumber 
(45%), and Lu-Re-Co wall panels (4%). 





Lines-handled survey: S-B-S capsule report é 
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These building materials and other supplies are handled 


by Dixie retailers in 18 Southern and Southwestern states: 





Products Covered in Survey 


DOORS 


Stock Wood Panel 
Flush Wood 

Glass Sliding 

Wood Sliding 
Metal Sliding 
Metal Combination 
Jalousie 

Wood Folding 
Metal Folding 
Thresholds, Door 
Screen Grilles 
Wood Frames 
Metal Frames 

Door Inserts (lights) 


WINDOWS 


Stock Wood 
Special Wood 

Steel 

Aluminum 

Sheet Glass 
Insulating Glass 
Sash Balances 
Caulking Compound 
Metal Frames 
Wood Frames 


HARDWARE 


Builders’ 

Barn (and Farm) 
Chain 

Rope 

Bolts 

Screws 

Carpenter Tools 
Masonry Tools 
Timber Connectors 
Garden Tools 

Alum. Screening Wire 
Galvanized Screening Wire 
Steel Nails 

Aluminum Nails 


FLOORING 


Hardwood 
Asphalt Tile 
Rubber Tile 
Plastic Tile 

Joist Hangers 
Polyethylene Film 


ROOFING 


Aluminum 
Asbestos-Cement 
Asphalt 

Steel 

Fiberglass Paneling 
Acoustical Tile 





% 


94.7 
44.0 
59.4 
17.4 
31.9 
50.7 


95.7 
84.5 
85.0 
29.0 


LUMBER 


Sou. Pine Common 
Sou. Pine Finish 

D. Fir Common 

D. Fir Finish 
Western Pine 
Redwood ov 
Treated Lumber 
Lumber Preservatives 
Etched Paneling 


MISC. SPECIALTIES 


Ornamental Iron 
Furniture Legs 
Fireplace Units 
Metal Columns 
Mailboxes 
Disappear. Stairways 
Unfinished Furniture 
House Plan Books 
Laminated Plastics 
Ceramic Tile 


RENTAL MACHINES 


Staple Guns, Tackers 
Shingle Cutters 
Portable Saws 

Chain Saws 

Floor Sanders 

Floor Polishers 

Floor Waxers 


MASONRY MATERIALS 


Cement 
Ready-Mix Concrete 
Dry Ready-Mix 
Mortar Mix 
Mortar Colors 
Light Aggregate 
Brick 

Structural Tile 
Concrete Block 
Sewer Pipe ... 
Chimney Caps 
Flue Lining 
Reinforcing Wire 


PLUMBING 


Bath Fixtures 
Bath Accessories 
Pipe & Fittings 
Plastic Pipe 
Shower Doors 
Water Pumps 
Gutters & Access. 
Cabinet Sinks 


% 


84.1 
69.1 
72.9 
64.7 
55.6 
44.9 
72.0 


(showing percentage of reporting dealers handling each) 


SIDING 


Wood : 
Hardboard 

Asphalt 
Asbestos-Cement 
Cedar Shakes 

Steel 

Aluminum 
Polyethylene Film 
Fiberglass Paneling 


WEATHER EQUIPMENT 


Attic Fans 
Insulation 
Polyethylene Film 
Metal Weatherstrip 
Attic Ventilators 
Foundation Vents 


WALLS 


Gypsum Board 
Insulation Board 
Hardboard 
Prefinished 
Hardboard Panels 
Asbestos Board 
Metal Lath 

Lam. Paper Board 
Particle-Board 
Building Paper 
Lu-Re-Co Wall Panels 


FENCING 


Wire 

Wood Posts 
Steel Posts 
Aluminum Gates 
Aluminum Pickets 


GARAGES 


Prefab G Buildings 
Wood G Doors 
Metal G Doors 
Garage Hardware 


PLYWOOD 


Dougias Fir 
Marine Grade 
Fancy Hardwood 
Fancy Softwood .. 
Prefinished 


SCREENS 


Stock Wood . 
Metal Tension . 
Metal Frame 
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Here's an Umbrella-Type Shelter 


That Multiplies Profit-Potentia 


By G. L. NELSON 


Dept. of Agricultural Engineering 
Oklahoma State University 
Stillwater, Okla. 


Argicultural engineers at Okla- 
homa State University have de- 
veloped a pre-assembled umbrel- 
la-type shelter. It could be used 
profitably for a lumber or truck 
storage shed, or in rural areas, for 
cattle shelter and for storing of 
hay or machinery. 

Basically, it is a pole frame with 
stressed-skin panels. However, the 
outer poles used in ordinary pole- 
type construction are eliminated. 
Instead, the shelter roof is support- 
ed on bipods or A-frames of two 
poles at the middle of the shelter. 
Since there are no outer poles, the 
interior of the shelter is more 
readily accessible, as for storing 
equipment or materials. 

The key to most of the advan- 
tages of this design is the stressed- 
skin panel idea used for the roof. 
Panels are pre-assembled from %” 
exterior-type Douglas fir plywood, 


glue-nailed to undressed or roug! 


1” x 6” stringers. Glue-nailing pl 
wood to stringers produces a T 
beam effect that adds greatly 


the stiffness of the stringers. Eac} 


panel is 4’ wide by 12’ long. 

and one-half sheets of 4’ x 8 

wood are used on four 1” x ¢ 
undressed stringers, each 12’ lo 
Tests have shown that this pans 
is as stiff as four 2” x 8” dressé¢ 
framing members or ten 2” x f 
framing members, as used in ord 
nary construction le., with 


the stressed skin. The %” plywood 
the 


skin not only contributes to 


stiffness of the roof system, but 


also serves as the roof deck a1 
the roof covering. It can be expo 
ed to the weather, since it is 
exterior-type plywood. The edgé 
of the panels overlap like b 
shingles. The joints or seams be 
tween the ends of the panels 
sealed with a special tape and ma 
tic system. 

Pre-assembly of the bij 
frames and the panels on 
ground permits rapid erection 

(Continued on page 102) 
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At top, pre-assembled frames are lifted into 
place with bipod ends in 5’-deep holes. Tem- 
porary crosspiece rests on batter boards until 
concrete backfill hardens. 

Above, stressed-skin roof panels, 4° x 12’, 
automatically align main frames as panels 
are lifted into position. 
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By BARON CREAGER 


Southwestern Editor 


Behind extensive floor display, other shorts 


are end-stacked in specially-built bins. 


Red-painted barrels are excellent merchan- 
disers for moulding shorts and scraps. 


This “whittlin’ wood” box is emptied every 
day by those accepting a company invitation 
to “help yourself,” 
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Manager Ed Shepelwich of the Northwest Lumber Co., Dallas, Texas, checks price labels on 
a shorts and scraps display, which occupies much of the firm’s sales floor. 


Self-Service on Shorts 


Is a Real Time-Saver 


In Dallas, Texas, the Northwest 
Lumber Co. has solved several 
problems with the adoption of one 
policy. 

All shorts, in all sizes and types 
of lumber normally used by the 
do-it-yourself carpenter — or even 
the professional carpenter on a 
job — are moved from the yard 
to display space inside the store. 
This includes lumber as well as 
moulding. 

The result is that customers can 
examine the lumber, select what 
is needed, and, since each piece is 
priced by means of a gummed 
label, pay for it on the spot. This 
saves time for the customer and 
for the yard. It eliminates heavy 
traffic between yard and store and 
does away with cutting of small 
pieces to specifications. 

“Our primary purpose in doing 
it this way is to accommodate the 
Saturday trade,” explained Man- 
ager Ed Shepelwich. 

“On Saturday the store is full 
of people wanting a length of this 
or that. So full, it is really diffi- 
cult to move around. We couldn’t 
possibly take care of such demands 


without this arrangement. 

“It is a traffic-builder that pays 
off, too. Hardly anyone comes in 
for a piece of lumber who does 
not buy something else also — a 
hand tool, sack of cement, some- 
thing. 

“From our viewpoint, of course, 
one of the big advantages is that 
this system salvages and moves 
out the shorts. These pieces, other- 
wise, might lie around in the yard 
and weather until worthless.” 

On the company’s sales floor, 
just inside the entrance, a space 
20’ x 30’ is occupied by shorts, 
piled flat on the floor, in cate- 
gories according to length. The 
longer lengths of 2 x 4, for ex- 
ample, are not cut for the pur- 
pose. The maximum length of these 
“shorts” is eight feet, just as they 
come from the car. 

Shepelwich estimates that the 
display of shorts that dominates 
the sales floor normally contains 
about 2,000 feet of lumber. Most 
common lengths are three, four 
and eight feet. Heavier scraps 
from the yard, some in even short- 

(Continued on page 101) 
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Salesmanship 





By A. J. WATT 


designed for the future 


Here is one man’s answer to the prob- 
lem of rising cost ratios, despite in- 
creased volume, in most of today’s 
retail lumber and building material 


organizations 


Aware as I am that this room 
contains such a rich, cumulative 
background of selling experience, 
I approach my subject with hu- 
mility. There are undoubtedly 
many here today who confidently 
believe they will, in the next few 
minutes, hear nothing they do not 
already know — and let me be 
the first to assure you that there 
is much to be said for that point 
of view. 

In fact, as I think of comments 
which have been made in response 
to glowing introductions, I am ex- 
tremely conscious of that time- 
honored comparison that many 
speakers are like a Texas Longhorn 
steer — there is a point here and 
a point there, but in between there 
is a lot of bull. 

It may also have occurred to 
some of you to wonder why, as 
a representative of a manufacturer, 
I am up here attempting to tell 
you, as retailers, about salesman- 
ship for the future, when the back- 
ground of retail experience is all 
on your side of the rostrum. 

This, too, could be likened, per- 
haps, to a situation which they tell 
about in a barber shop. There was 
a bald-headed barber trying his 
best to sell a customer a bottle 
of hair tonic. He was meeting with 
considerable resistance, as the cus- 
tomer said, ‘“How in the heck do 
you expect to sell me that stuff 
when you haven’t a hair on your 
head yourself?” But the barber 
clinched the sale when he indig- 


nantly replied, “There is nothing 
wrong with that; I have a brother 
what sells brassieres.” 

Well, I do not have a brother 
in this business, but I am reason- 
ably certain that the comments 
I am going to make today are 
pretty well substantiated by the 
experience of manufacturers and 
retailers in every industry. 


Rising Cost Ratios 


Surveys and questionnaires 
probing into the affairs of any 
type of retail organization today 
bring forth an ooze of complaints 
about rising cost ratios. Many re 
tail giants will close this year with 
new volume highs. But they will 
also close the year with new highs 
in cost ratios. Normally, in indus- 
trial manufacturing plants, in- 


creased volume tends to reduce 


cost ratios, but this does not ap 
pear to be true in the distribution 
end of our industry. Why? Why 
should the retailer show sale 
gains and yet wind up with lows 

dollar profits? 

There have been almost as man) 
answers given to that question a 
there were to the man who com 
plained constantly of a chroni 
headache. A heart specialist ad 
vised him to take a nap afte 
lunch. A nose and throat man 
drained his sinuses. An allergist 
put him on a diet. But nothing 
helped until his old family doctor 
pointed out that he was wearing 
his shirts a half-size too small. 
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A. J. WATT, better known as “Andy,” is 
vice-president of promotion and advertising 
for the United States Gypsum Co., Chicago, 
Ill. The accompanying article essentially 
comprises an official program presentation 
made by him at the 54th annual convention 
of the Kentucky Retail Lumber Dealers Assn. 
in Louisville, Ky., recently. 


Competitive Salesmanship 

Gentlemen, my thesis is that the 
salesmanship which we are em- 
ploying today is just like that 
man’s shirt. It is a half-size too 
small for the competitive condi- 
tions of modern times. Oh, yes, 
it is true that today, as always, 
there is no substitute for the ex- 
cellence of a company’s products. 
3ut we have an economy which 
has emerged from the production 
and refining stage. Products which 
are not good in a functional sense 
die an immediate and unlamented 
death in the market place. 

Today we are in an era of pro- 
motion and merchandising where 
the fortunes of most companies, 
regardless of their position in the 
industrial scene, depend far more 
on their abilities to advertise, mer- 
chandise, and sell their ideas, be- 
cause most customers take it for 
granted that the products will per- 
form their function. 

(Continued on page 102) 





By S. W. Ellis 


Because more people come in to look for 
kitchen light fixtures than other units, John 
E. Bryant & Sons of Batesville, Ark., has 
cashed in on additional kitchen equipment 
sales. 

Co-Owner R. H. Bryant, left, points out 
a new over-the-stove pull-down model to a 
shopping couple, the wife of which, below, 
is easily enticed into an adjoining full-kitchen 
display for a convincing sales presentation 
by Bryant. 


His Lighting Fixture Promotion 
Swells Over-All Volume 


Lighting fixtures, promoted through 
advertising and well-planned floor 
display and demonstration, have 
helped to double over-the-counter 
cash sales for John E. Bryant & 
Sons, Inc., Batesville, Ark. 

When this old lumber store was 
modernized and enlarged, special 
attention was given to effective 
display of electrical lighting fix- 
tures. A large section of the sales 
floor was devoted to showing and 
demonstrating modern lighting fix- 
tures, and other space was given to 
unusual displays of wiring acces- 
sories that would appeal especially 
to do-it-yourself customers. 

The results far exceeded the ex- 
pectations of John E. Bryant and 
his four sons — Duffie, Donnie, 
Ivan, and Hail. Ninety per cent of 
the people who bought lighting 
fixtures paid cash for them. Simul- 
taneously, all cash sales from the 
sales floor on other items doubled. 
Hail Bryant maintains that light- 
ing fixtures and accessory wiring 
items are among the best traffic 
builders in the store, and sell par- 
ticularly well after a special ad- 
vertising program. 

Before modernization of the 
store was completed, 20 different 
lighting fixtures were displayed. 
Now 50 various models are shown 
on the overhead display space, 
each connected for demonstration. 

The electrical fixture stock stor- 
ed in the adjoining warehouse is 
usually around 200 units, all in 


42 


the medium price from 
$1.20 to $25. 

Catalogs are on hand for people 
who want more expensive fixtures, 
but no attempt is made to sell from 
catalogs. Bryant has observed that 
electrical lighting fixtures. are 
among the few items that people 
tend not to buy from catalogs. 

“They want to see and touch 


range, 


them — watch them light up. We 
show catalogs mainly to let pros- 
pects know that our wholesaler 
can show them anything they 
want. Then, we give the prospect 
a letter to our wholesaler, asking 
him to show the customer every 
courtesy. The wholesaler sells at 
our retail price, and passes the 
(Continued on page 107) 
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Mechanical Workhorses Pay Off 


By George H. Watson 


Automatic equipment accounts for 
the saving of much valuable time 
and labor around the plant of Fort 
Payne Block & Brick Co., Fort 
Payne, Ala. 

This firm, organized 12 years 
ago, began as a small-scale manu- 
facturer of concrete blocks. As a 
result of its rapid growth, it now 
sprawls out over an entire block, 
and handles a complete line of 
building supplies, including roof- 
ing, doors, windows, finished lum- 
ber, plywood, lime, and sand, in 
addition to turning out concrete 
blocks and brick. 

The workhorses around the plant 
are four automatic lifts, one Hyster 
and three Mobolifts. ‘““‘We palletize 
all materials we possibly can,” said 
H. O. Hansard, company president, 
“and we find that it speeds up our 
operations by four or five times.” 

The concrete blocks are “‘cubed”’ 
in units of 100. The blocks are first 
taken off the machines and stored 
in steam-heated chambers until 
they are thoroughly dried. They 
are then stacked in the yard 
around the plant for further cur- 
ing and for convenience in loading 
and unloading. 

It is in this handling operation 
that the fork lifts do the job much 
more efficiently and with much less 
damage to blocks. 

For speedy on-the-job unloading 
of blocks, the firm has a Jiffy Lift 
and a “Justa Jack” unloader, both 
of which are truck-mounted. With 
either piece of equipment, one man 
can safely unload a shipment of 
blocks without damage to the 
blocks. 

Hansard pointed out that con- 
crete blocks are often left exposed 
on the building site; therefore it 
is necessary that they have no 
cracks or chipped edges and cor- 
ners. 

This company recently supplied 
all blocks used in building a large 
Fort Payne school. In this instance, 
the joints were rubbed and the 
blocks painted, and otherwise left 

(Continued on page 106) 
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One of the “workhorses” around the Fort Payne Block & Brick Co., Fort Payne, Ala., is this 
Hyster fork lift. Here, it is being used to unload carload of tile board. 


Here, the fork lift unloads a truck of concrete bricks. It is in this handling operation that 
lifts do the job most efficiently and with less damage to the blocks 
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His Own House 
Was His 


Best Showcase 








a g By EDGAR MILLS 
Ou re e's Clarksville, Tenn. 


Time: 2:00 ‘Til 5:00 P. M. As our ad from the Leaf Chronicle 
stated, we are not development 


Date: Sunday, November 2, 1958 builders; we just sell materials. 
. Bees: But as long as I was building 
Location: Beachhaven Subdivision, corner of Canterbury a house of my own — especially 
Road and Dogwood Lane. a house which had a few extra- 
ordinary features not shown by 
the majority of development build- 
El /, ers — it seemed a natural oppor- 
gar L 4 tunity to get in a few licks for 

the building supplier. 


who sells building materials at ORGAIN , An open house was held one 
Sunday afternoon last winter from 


BUILDING SUPPLY CO. has just finished a 2:00 until 5:00 p. m. It was a 
lovely house tor his family i cloudy threatening day — yet, 
y alin ly in Beachhaven and about 800 to 1,000 people turned 
welcomes a chance to show to the public how out during the three hours. The 
good materials can be put together to make - pete dagnisreg is pp crete 
Edger Mills an unusual and attractive home. us from the company were on 
hand to welcome people and an- 
ORGAIN BUILDING SUPPLY CO. does |, “wer ‘heir questions, Acknow™ 
‘ : . edgment was awarded contractors 
not build houses but we never miss an oppor- and other suppliers who helped on 
tunity that might cr . ie the job by listing them on a bill- 
ty ine —_ abel and excite board by the front door. 
ment in the housebuilding industry. This All materials came from Orgain 
h . : : Building Supply Co. and associate 
ouse is such an opportunity. Under the giant companies, Orgsin Ready Mix Con- 


sprawling rcof with its sheltering overhang crete Co., and Clarksville Concrete 
; ie Products Co., except for electrical, 
lies a wealth of comfortable living, and Edgar plumbing, heating, and tile sup- 


is holding open house Sunday November 2nd plies. 

: : We have since seen some fine 
to let any of you who are interested share with sashiiin: toa tee ant. eee tee 
him for a day the excitement of touring a a new house have been requested, 
h with some of the same Strutwall 
new home. windows that I used. We have an 
order for a job of plywood panel- 

(Continued on page 101) 
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The Airport Lumber Co. of Florissant, Mo., is “first cousin” to a shopping center in its 
construction and layout. The combined drive-in lumber yard, hardware store, and garden 
center cover 50,000 square-feet, with paved parking space for more than 100 cars. 


A Drive-In Store 
Business Really 


Company expansion-planning, in 
most cases, is a project necessitated 
by years of successful operation. 

Not so, however, with the Air- 
port Lumber Co. of Florissant, Mo. 
— a glittering drive-in lumber 
yard, hardware store, and garden 
center combined, which first threw 
open doors to the public in April, 
1958. 

Airport’s first month’s business 
so greatly surpassed all pre-open- 
ing calculations, that company 
officers actually found themselves 


The departmentized, semi-self-service store has 10,000 square-feet 
of floor space. Shelves around the outside of check-out counter make 


excellent displays. 





By L. H. Houck 


deep in expansion plans month 
prior to the firm’s initial anniver 


sary. 
Florissant, tenth largest city 


Missouri, is in the 30,000 popula 


t} 
Uf} 


tion-bracket; and nestles in 


center of highly-populated St 


Louis County. 
When polled by company of 


cials, three out of every five pros- 
pective customers indicated a will 
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a 


Ferd Payeur, Airport’s manager, keeps on 
accurate stock control to make sure popular 
items are always in stock. 


Where 


Booms 


ingness to patronize an up-to-date 
drive-in store of Airport Lumber’s 
caliber. All of this was gratifying 
to the owners, who had put in a 
$125,000 investment, plus a $40,000 
store stock, in a move from an old 
location a mile distant. 

The old facilities, near the muni- 
cipal airport, are retained for stor- 
age yard, but no sales are made 
there. Company owners decided to 
move because the old location was 
not in a residential neighborhood. 

In its new location, Airport is 


It came as a pleasant surprise when Airport sold 2,000 bags of char- 
coal within 90 days after its opening. Home-owners buy garden and 
lawn equipment in this garden and barbecue department. 
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Displays, like this easel stand of hinges, are 
placed throughout the store and are helpful 
in merchandising impulse items. 


the only available drive-in which 
features lumber, garden, and lawn 
supplies, hardware, plumbing, elec- 
trical supplies, and sporting goods. 
But Airport was not unknown 
in the area. It already had sup- 
plied materials for about 3,000 


houses and built 2,500 on its own. 
“We planned to provide every 


service in our new store that could 
be found elsewhere, and more be- 
sides,” Ferd Payeur, general man- 
ager said. 

“Public acceptance has been so 
great in such a short time that 
we know that we are filling a 
definite need in the community, 
and the daily traffic builds higher 
every day,” he continued. 

Airport’s new facilities are the 
key to the heavy traffic draw. Its 
construction and layout are “‘first 
cousin” to a shopping center. 

The modern fireproof building is 
on a 50,000 square-foot site, with 
paved parking space for more than 
100 cars. 

The departmentized, semi-self- 
service store has 10,000 square-feet 
of floor space for merchandising 
hardware, plumbing supplies, elec- 
trical, lawn, and home supplies. 
The lumber department, equipped 
with a DeWalt power saw for cut- 
ting to dimensions, occupies an 


The lumber department, right above, occupies 
an 80’ x 90’ space with 1842’ ceiling with 
Plexiglass skylights. It boasts a plan of 
angled concrete driveways through the build- 
ing, totaling more than 2,000 square-feet. 

Used for storing such items as cement, 
plaster, and roofing, these compartments in 
the lumber department, at right, measure 
7’ high, 8 wide, and 12’ deep, with 8’ 
clearance on the deck above. In background, 
is a power pipe-threading machine. 
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80’ x 90’ space with 18%’ ceiling, 
Plexiglass skylights, and a unique 
plan of angled concrete driveways 
through the building that total 
more than 2,600 square-feet. While 
the company’s trucks can turn in- 
side, the drives were designed also 
as drive-through paths for cus- 
tomers who bring their cars or 
trucks for the heavier items. 
“Placing the store in a thickly 
populated residential area put it 
where the traffic potential was 
high,” said Payeur. “The next 
problem was to get the traffic into 
our new store. A large outdoor sign 
helps, but it is the newspaper ad- 
vertising which keeps the traffic 
flowing, and the fact that buyers 
are always on the lookout for spe- 
cial buys. These special buys must 
be new, fresh, clean merchandise. 
We do not use distress or obsolete 
items for such drawing cards.” 
When a half-page advertisement 
in the daily St. Louis newspapers 


nicks the cash register for $800, 
Payeur emphasized that the store 
not only must have traffic and 
keep its merchandise competitively 
priced, but also must know what 
to do with the traffic when it starts 
flowing. 

First impressions are most im- 
portant, Payeur said, and they 
come not only from the store, but 
from the manners and attitudes 
of the sales staff. 

Every member of the staff is an 
experienced hardware and lumber 
man. Many of them have had ac- 
tual training and experience in 
building homes, keeping homes in 
repair, developing lawns, and re- 
building attics and basements. 
They invite discussion of any prob- 
lems. 

“But above all,” Payeur said, 
“we stress courtesy. This might 
seem a trite statement, but we 
know that sincere courtesy in han- 

(Continued on page 100) 


SOUTHERN BUILDING SUPPLIES for APRIL, 1959 





Obviously happy about the whole thing are these new officers of the 
Virginia Building Material Assn., recently elected at the 33rd VBMA 


B. Nettleton, Covington, vice-president; Paul F. Rosenberger, Win- 
chester, vice-president; and George H. Burton, Norfolk, vice-presi- 


annual convention in Roanoke. They are (I to r) Maurice R. Large, dent. Not pictured are Vice-Presidents Charles B. Robinson and 


Farmville, treasurer; Milton M. Maddux, Marshall, president; Carolyn 


Virginians Map 


By SID WRIGHTSMAN JR. 


Editor 


Today’s retail lumber and building 
supply dealer has, at his disposal, 
an array of proven routes to pro- 
fits. His trip thereto, however — 
without specified customer-services 
and his ability or willingness to 
merchandise them — is apt to be 
bumpy, if not downright impos- 
sible. 

This underlying theme, thread- 
like, managed to weave its way 
vividly through the verbal fabric 
of discussions at the 33rd annual 
convention of the Virginia Build- 
ing Material Assn. in Roanoke, 
February 18-20. 

Panel topics — four in all — 
covered the fields of moderniza- 
tion and repair, component parts, 
cash-and-carry, and home finan- 
cing. And each had no less than 
four authorities to outline person- 
al experience and observation, and 
to answer specific questions put 
to them from the floor by interest- 
ed members. 

Probably the one generating the 
greatest steam among members 
was that relative to cash-and- 
carry operations, presided over by 
VBMA Vice-President Paul Rosen- 
berger of Winchester. 

Carrying the ball in this discus- 
sion was VBMA member Tim B. 
Pollard of Galax, whose company 
— W. K. Early & Son, Inc. — 


Lester E. Andrews of Tazewell and Farmville, respectively. 


Out Profit Routes 


With specific reference to per- 
sonal observation in his own oper- 
ation, Pollard hit multiple high- 
points of major interests to his 
VBMA colleagues. Said he: 


earlier revamped its operation 
an outright cash-and-carry bas 

Pollard’s discussion triggered 
rapid-fire, almost unending voll 
of questions from the floo 


At top, Vice-President Carolyn Nettleton ably presides at the convention’s kick-off panel 
on component parts. Panel members, identified by name-signs, are all VBMA members, with 
the exception of Raymon H. Harrell, who is research director of the Lumber Dealers Research 
Council in Washington, D. C. 

Above, VBMA’s Buyer Motives contest-winners proudly display association-awarded 
checks. Pictured are (I to r) Lester R. Scott, Norfolk, first prize; Maurice R. Large, Farm- 
ville; George W. Jones, Petersburg; Craige Ruffin, Richmond; Jim Bush, Martinsville fifth 
prize; R. F. Snidow, Roanoke, sixth prize; R. N. Horn, Natural Bridge; and R. C. Marshall 
Newport News, honorable mention. Large, Jones, Ruffin, and Horn accepted checks for those 
winners in their respective firms who were unable to attend the award. 
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“In cash-and-carry, credit must 
be limited strictly to those paying 
on a tenth-of-the-month basis. 

“The cash-and-carry operation 
must positively cut-out all custom- 
er-service, all of which merely 
adds to overhead. 

“Our expenses now run approxi- 
mately 55 per cent less than they 
did before we went cash-and-carry. 

“Our inventory mark-up is re- 
latively the same as it was in the 
old days. 

“T think the secret of success- 
ful cash-and-carry advertising is 
consistency of presentation — a 
constant stressing of price and 
brand-names. 

“Ordering off-brand building 
supplies to sell at cheap prices 
has not been necessary thus far. 
We have found it advisable, how- 
ever, to stock foreign hardboard 
and nails to compete successfully 
with cash-and-carry competitors 
in our areas. 

“Our mark-up percentage this 
past year has been approximately 
30 per cent 

“Our advertising averages about 
3 to 4 per cent of our total sales. 

“Mark-up is the same for a con- 
tractor as for a one-item customer 
in our organization. 

“We have found that inventory 
for a cash-and-carry set-up must 
be from 25 to 30 per cent greater 
than for a regular operation. 

“‘All our men work on straight 
salary. We don’t employ field 
salesmen, as such. We all pinch- 
hit in that capacity when the occa- 
sion demands.” 

Another VBMA convention high- 
light was awarding of prizes to 
winners of the association’s annual 
“Why Does the Buyer Pay More?” 
contest, said to have had more than 
600 participating retail salespeo- 
ple. Eleven cash awards were made 
at an Early Bird Breakfast on the 
convention’s concluding day. 

Top three prize-winners were 
Lester R. Scott, Burton Lumber 
Corp., Norfolk, $100; Darrell Car- 
penter, Farmville Mfg. Co., Farm- 
ville, $50; and Carlton R. Petty, 
Builders Supply Co., Petersburg, 
$40. 

VBMA officers elected for the 
new association year were Milton 
M. Maddux, Marshall, president; 
and Carolyn B. Nettleton, Cov- 
ington; Paul F. Rosenberger, 
Winchester; George H. Burton, 
Norfolk; Charles B. Robinson, 
Tazewell; and Lester E. Andrews, 
Farmville, all vice - presidents; 
Maurice R. Large, Farmville, treas- 
urer; and Harris Mitchell, Rich- 
mond, secretary-manager. 
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What motivates buyers? 


Here’s what VBMA’s top two contest-winners 
claim will make customers happily pay more 


Customers Always Return 
When Dealer Sells Quality 


By Lester R. Scott 
Burton Lumber Corp. 
orfolk, Va. 


The buyer pays more to get what 
he’s looking for — and that’s not 
price, because price is usually the 
first thing he sees. 

Selling quality is like credit — 
the buyer always comes back. Those 
who sell price alone, usually don’t 
want the buyer to come back. 

Selling quality opens the door of 
satisfaction. 

Quality is the key to the door of 
satisfaction. 

Sell quality today 
sales tomorrow. 

An experience: 

Mr. Kaiser, a prominent builder 
of around 25 houses a year, recent- 
ly left a set of plans to figure a 
bill of framing lumber. I knew he 
was a shopper and decided to give 
him a figure to compare his prices 
with. Only this time I was going 
to explain what I meant when I 
said, “We offer services and quality.” 

While estimating his plans I found 
that they, like numerous other plans, 
were inaccurate to portions of feet. 
The rafter length on his plans scaled 
16’ which allowed me to figure 16’- 
lengths of lumber. This was wrong 
because 16’3” rafter lengths were 
correct due to the span and pitch 
of the roof. 

After the estimate was complete 
I called on Kaiser and told him that 
he could expect my figure to be 
considerably higher than the next 
fellow’s. 

He asked, “What do you mean?” 

I told him, “We should be higher 
because we can give you better serv- 
ice, as well as better quality.” 

Kaiser grunted a bit and said that 
he wouldn’t be too sure of that. 

I told him that I was sure and 
that I had already saved him money. 

He was amazed. 

We rolled out the plans and I ex- 
plained that it took 83 pieces of 
2 x 8 x 16 for rafters according to 
his plans, and he agreed. I proved 
to him that the rafter-length should 
be 163” which would require 18’-long 
rafters, and not only would the foot- 
age be greater, but when over 16’ 
lengths were involved the price 
advanced. The total difference was 
570.79. 

“You're still too high,’ Kaiser 


for future 


remarked. 

“Of course I am high, but by being 
high and correct in figuring I think 
that it might save you money,” I 
replied. 

“Well if you are high, how have 
you saved me money?” Kaiser asked 
laughingly. 

I answered, “You agreed that 18’ 
long rafters are what you need, and 
if you ordered 16’ rafters it would 
possibly hold you up a day in ex- 
changing these. Couldn’t a delay like 
that cost you money?” 

He was finally listening attentive- 
ly. 
I then said, “You see, Mr. Kaiser, 
I have already offered you a service 
that you are not used to receiving, 
and you haven’t spent a penny with 
me. Our service starts before you 
buy, and continues on.” 

I left with the order, and felt like 
I had sold the world. 


Merchandising Materials, 
Services Can Close Deals 


By Darrell Carpenter 
Farmville Manufacturing Co., Inc. 
Farmville, Va. 


A customer I had worked with for 
well over a year decided that the 
price we were going to charge him 
for building his home was too high. 
He obtained a much lower price 
from another company. 

Still keeping in touch with him, 
I learned he was having trouble 
getting a loan, and the company that 
was planning to build the home for 
him wasn’t helping him. 

I invited him to my home, and 
we spent a pleasant hour talking 
and watching television. 

When I felt he was at ease, I 
asked him how things were coming 
along on his house. After he and 
his wife had spent a good 30 min- 
utes telling me of all the troubles 
they were having, I told them I 
would still like to build their home 
for them. He told me we were too 
high, about $2,000 higher than our 
competitor. He asked me why this 
was. I replied. 

“Mr. X, I don’t believe we are 
high at all. I have checked my fig- 
ures over twice and still come out 
with the same answer. It may be 
that we are including something that 
the other man is not. I would like 

(Continued on page 101) 
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Top Industry Speakers, Ice Capades’ 
To Enliven 73rd Texas Convention 


Lasso a contingent of the building 
industry’s top-flight speakers, each 
with something significant to say; 
corral a drove of up-to-the minute 
building supply exhibits; and, for 
good measure, throw in a renown- 
ed troupe of professional ice skat- 
ers for entertainment purposes. 

The result is apt to be not unlike 
what’s in store for Texas retail 
lumber dealers at the 73rd annual 
convention and exposition of the 
Lumbermen’s Assn. of Texas at 
the Will Rogers Exposition Hall in 
Fort Worth, April 19-21. Head- 
quarters hotel will be Fort Worth’s 
Hote! Texas, where various offi- 
cers’ luncheons and ladies’ activi- 
ties will take place. 


Outstanding Guest Speakers 


Comprising the _ outstanding 
speakers’ contingent to appear 
during the three-day session will 
be Andrew J. Watt, vice-president, 
United States Gypsum Co.; H. W. 
Blackstock, president, National 
Retail Lumber Dealers. Assn.; 
Raymon H. Harrell, executive 
vice-president, Lumber Dealers 
Research Council; D. B. Sedgwick, 
Douglas Fir Plywood Assn.; Harry 


H. R. NORTHUP, executive vice-president, 
National Retail Lumber Dealers Assn., Wash- 
ington, D 


Texas lumbermen, their wives, and guests attending the 73rd LAT annual convention-exposi- 
tion will have “ice-box” seats for the “Ice Capades of 1959,” to appear on an exclusive 
one-night basis for convention-goers. The troupe’s production numbers that night will include 
Bizet’s “Carmen,” pictured above, and five other well-known presentations. 


Walker, Caloric Appliances Corp 
H. R. Northup, NRLDA executivs 
vice - president; Paul DeVille 
NRLDA first vice-president; and 
NRLDA executive committee mem 
bers Craige Ruffin and W. L. John- 
son. Dr. Kenneth McFarland, ed- 
ucational consultant for Genera 
Motors Corp., will also address a 
business session of the association 


Ice Show Scheduled 


A number of new features for 
the 1959 LAT session, including 


RAYMON H. HARRELL, executive vice-presi 
dent, Lumber Dealers Research Council, 
Washington, D. C. 
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an exclusive showing of the “Ice 
Capades of 1959,” has been an- 
nounced by LAT President Ralph 
G. Campbell of Fort Worth. 

The Association, according to 
Campbell, has purchased the entire 
show for a one-nignht-stand pres- 
entation for convention-goers and 
guests. 

The 18th edition of the “Ice 
Capades” will be presented at 8:15 
p.m., Monday, April 20, in the Will 
Rogers Coliseum. 


Commented President Camp- 


ANDREW J. WATT, vice-president, promo- 
tion-advertising, United States Gypsum Co. 
Co., Chicago, Ill. 





Oilers of the 73rd LAT Convention-Wheels... 


RALPH G. CAMPBELL, president, Lumber- 
men’s Assn. of Texas, Fort Worth 


GENE EBERSOLE, executive vice-president, 
Lumbermen’s Assn. of Texas, Austin. 


HAROLD L. SCHWEISS, general convention 
chairman, Fort Worth. 


DICK WATKINS, secretary, Lumbermen’s 
Assn. of Texas, Austin. 


MRS. CLYDE PENRY, general convention 
chairwoman of ladies activities, Fort Worth. 


MISS TILLIE SMITH, LAT exhibit sales di- 
rector, Austin. 





bell: ‘‘This glittering spectacle will 
replace the president’s banquet. 
Each paid registration will include 
a free ‘ice-side’ or box seat ticket 
to the show.” Additional tickets 
may be ordered in advance or pur- 
chased at the convention, he said. 

LAT registration desks will open 
at the exposition hall early Sunday 
morning, April 19. Exhibits will 
officially open at 9:00 a.m. that 
morning, and will remain open 
throughout the day to allow mem- 
bers to visit representatives of 
over 150 companies’ exhibiting 
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products and services. 

A ladies’ hospitality room dur- 
ing the convention will be main- 
tained in Parlor C, Hotel Texas, 
on Monday, April 20, from 9:30 
a.m. to 2:00 p.m., and on Tuesday, 
April 21, from 9:30 a.m, to 12:00 
noon, 

Daily free bus service to the 
Will Rogers Exposition Hall will 
be furnished by courtesy of the 
James Bute Co. of Houston. 

Information booths, free tele- 
phones, coffee, and a public ad- 
dress system will be available by 


courtesy of the Hanna Paint Man- 
ufacturing Co. of Texas. 


Drawing for Fiat 


A four-door Italian automobile, 
the Fiat-1100, will be awarded to 
a retail lumberman placing orders 
with exhibitors. The car is said to 
have a top speed of 75-mph, a 
43-horsepower engine, and to de- 
liver a minimum of 30 miles per 
gallon of gasoline. 

Scheduled to open Tuesday’s 
business session in the Will Rogers 
Auditorium is a courtroom drama, 
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See Georgia-Pacific Booth No. 221 at Lumberman’s Association of Texas Convention 





“Case of the Employers Dilemma, 
or Who’s Strangling Your Busi- 
ness?” The play’s cast will include 
the following Fort Worth lumber- 
men: Ralph G. Campbell, J. Lee 
Johnson III, C. P. Hadley, Clyde 
Penry, Bob Fleet, Arch Blanton, 
Paul Truitt, W. B. Henderson, and 
A. B. Sammons. The play, original- 
ly presented to a standing-room- 
only audience at the NRLDA con- 
vention in Chicago last November, 
had to be repeated at that time 
because of intense interest. 
Presentation of newly-elected 


officers and award of the Fiat auto- 
mobile will conclude the business 
session on Tuesday. 

Heading up local arrangements 
committees for the convention are 
Harold L. Schweiss and Mrs. Clyde 
Penry, general chairman and chair- 
woman, respectively, of Fort 
Worth. 

Handling over-all convention 
details from LAT headquarters in 
Austin are Gene Ebersole, execu- 
tive vice-president; Dick Watkins, 
secretary; and Miss Tillie Smith, 
exhibit sales director. 


You sell tight... and flexible... joints 
when you sell the Dickey Coupling 


The Dickey compression-type Coupling is different 
from any other method of jointing clay pipe...and it’s 
different for many reasons. Among them...it’s flexible. 
This allows the pipe to shift during back-filling or set- 
tling, without loss of joint tightness. And the Dickey 
Coupling is made of resilient plastisol. Plastisol com- 
presses when pipe is jointed, making every joint water- 
tight, root-resistant. This Coupling is fast and easy to 
install, too. Show your customers why this Coupling 
is different and you'll see a difference in your sales. 


Providing improved sanitation for better living 


sanitary 
ICKEY ?::: 
clay pipe 


Ww. Ss. DICK EBY CLAY MFG. Co. 


Birmingham, Ala 


St. Louis, Mo, 


If it's made of clay it's good...if it's made by Dickey it's better 


For more details on above items, use Coupon on Page 83 


Chattanooga, Tenn. Kansas City, Mo. Meridian, Miss, 


San Antonio, Tex, Texarkana, Tex,-Ark, 


P. J. GOODNIGHT, LAT past-president and 
President’s luncheon toastmaster, Dallas. 


o 
LAT Convention Program 
SUNDAY, April 19, 1959 


Registration (advance and 
ftogers Exposition Hall 


700 a.m, 
regular), Will 
9:00 a.m Opening of exhibits, Will 
Rogers Exposition Hall 
:00)> p.m Open house for exhibitors 
Will Rogers Exposition Hall 
7:30 p.m L.1.C. Stockholders Meeting, 
Crystal Ballroom, Hotel Texas 
L.1.C. Directors 
Jallroom, Hotel Texas 


30) p.m. Meeting, 


Crystal 


MONDAY, April 20, 1959 
7:45 a.m. “Kickoff Breakfast,’’ Crystal 
Ballroom, Hotel Texas (tickets $2.00) 
“NRLDA Sales-Maker Program,” An- 
drew J. Watt, vice-president, United 
States Gypsum Co 
700° a.m. tegistration, Will Rogers 
Exposition Hall 
700) a.m Opening of exhibits, Will 
Rogers Exposition Hall 
10:00 a.m First Business Session, Will 
Rogers Auditorium 
President Ralph G. Campbell, presiding 
Invocation: Wm. B. Henderson 
Welcome: Harold L 
chairman 


Annual Report, President Campbell 


Schweiss, general 


“What Texans Can Expect from the 
NRLDA,"’ H. W. Blackstock, president, 
National Retail Lumber Dealers Assn., 
Seattle, Wash 

‘The Certified Agency Plan,’” Edward 
Dee, Federal Housing Administration, 
Fort Worth 

Report of Nominating Committee, Gene 
IKKlein, chairman. 

Dr. Kenneth McFarland, 
consultant, General Motors Corp 
12:30 p.m. “Over 50°’ Club luncheon 
(open to all branches of lumber indus- 
try), H. W. Mitchell, president, Hotel 
Texas 


educational 


12:45 p.m. Directors’ luncheon (old and 
new), Hotel Texas 
2:30 p.m Ladies surprise party (with 
prizes), Crystal Ballroom, Hotel Texas 
8:15 p.m. “Ice Capades of 1959,’ Will 
Rogers Coliseum 
TUESDAY, April 21, 1959 
9:00 a.m. Opening of exhibits, Will 
Rogers Exposition Hall. 
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~ DAVIS 


OF BALTIMORE 


| YOU 
CARD curscouranr-sntoe™” ARE NEVER 


STUCK WITH 

7 OUT-DATED 

Tl b ill introdi you to the 

pisorbbcnga alle wiesdliamaaine vane fete} 0) 3 4 STOCKS 
in the industry. It’s Davis of Baltimore's 

MultiTint paint system ... the system that 


gives you the industry's biggest shelf line 
. in the smallest space! 


17 FINISHES IN 165 COLORS 


Davis Paint Merchandising gives you quality 
paint in the right colors ... in the right 
finishes ... at the right time. You offer your 
customers 165 freshly-made Decorator Colors 
without intermixing or premium prices. All 
this in as little as 16 feet of shelf space! 
Davis of Baltimore backs its dealers with 
hard-hitting promotional tools and sales 
aids. Send in the coupon for a sample of 
Davis paint merchandising ... and draw 
your own conclusions. 


ONLY 16 FT. OF SHELF SPACE 


With the Davis system, you stock only basic 
Davis MultiTint Tinting Whites and the 
famous Davis MultiTint Tinting Units. Your 
stock is tailored to your needs... and your 
investment is held to a minimum. 





OF BALTIMORE 


BUSH & SEVERN STS., BALTIMORE 30, MD. 
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9:30 a.m, Court of Personnel Relations: 
“The Case of the Employee's Dilemma, 
or, Who's Strangling Your Business?” 
with Fort Worth dealer-cast, Will 
Rogers Auditorium 
Lumber Dealers Research Council (Lu 
Re-Co) Panel, Will Rogers Auditorium 
Moderator: Raymon H. Harrell, execu- 
tive vice-president, Lu-Re-Co., Wash- 
ington, D. CC. Panel Members: D. B 
Sedgwick, Douglas Fir Plywood Assn.; 
Harry Walker, Caloric Appliances Corp. ; 
Dean K. Leaman, Building & Lumber 
Co., Rosenberg; and Horace Scott, Scott 
Lumber Co., Amarillo : 
Presentation of new officers 
Awarding of Fiat automobile 

12:30 p.m President’s luncheon (tick- 
ets $3), Crystal Ballroom, Hotel Texas 
P. J. Goodnight, toastmaster 
“Coast-to-Coast Comments on the Re- 
tail Lumber Industry” Paul DeVille, 
Canton, Ohio; Craige Ruffin, Richmond, 


See 0 
Booths 


LUMBER 


Va.: W. UL. Johnson, Boise, Ida.; 
H. R. Northup, executive vice-president, 
NRLDA, Washington, D. C.; and Bob 
Jones, executive vice-president, Middle 
Atlantic Lumbermen’s Assn., Philadel- 
phia, Pa 

12:30 p.m. — Ladies luncheon and style 
show, Ridglea Country Club. 

1:59 p.m. — Hoo-Hoo concat, 
Exhibits, Hotel Texas. 

3:59 p.m. Hoo-Hoo stag show, 
of Exhibits, Hotel Texas. 

9:00 p.m Climax Dance, Crystal Ball- 
room, Hotel Texas. 


Hall of 


Hall 


LAT Convention Exhibitors 


A & F Tileboard Co., Inc., Alexandria, La. 
A & § Distributing Co., Inc., Dallas, Tex. 
Acme Quality Paints, Inc., Dallas, Tex. 
Allied Building Credits, Inc., Houston, Tex. 
Allmetal Weatherstrip Co., Dallas, Tex. 
American Sisalkraft Corp., Chicago, Il. 





dis lay at the 
Ue 719-721 
ASSOCIATION 
OF TEXAS 


FORT WORTH, TEXAS 


CUCKLER 


StekS 


BUILDI 


GS 


for AGRICULTURAL—COMMERCIAL 
INDUSTRIAL—INSTITUTIONAL use 


Get in on the 

CUCKLER STEEL SPAN 

PROFIT BUILDING PLAN! 
You sell ALL materials 
complete! 

SOLD EXCLUSIVELY THROUGH RESPONSI- 


BLE LUMBER AND BUILDING MATERIAL 
DEALERS 


cuckter S¢eel Span company, Monticello, lowa 


Sales Offices Throughout the U.S.A. 
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Amerock Corp., Rockford, III. 

Andersen Corp., Bayport, Minn. 

Angelina County Lumber Co., Keltys, Tex. 
Armstrong Cork Co., Floor Div., Lancaster, Pa. 
Armstrong Cork Co., Dallas, Tex. 

Ballem, Joe L., Jr., Fort Worth, Tex. 
Barclay Mfg. Co., Inc., New York, N. Y. 
Barrett Div., 

Allied Chem. & Dye Corp., Houston, Tex. 
Belknap Hardware & Mfg. Co., Louisville, Ky. 
Belson Mfg. Co., Aurora, II. 

Bestwall Certain-teed Sales Corp.., 

Ardmore, Pa. 

Bird & Son, Inc., Shreveport, La. 
Paul Blackwell Co., Dallas, Tex. 
Bradley-Southern Div., 

Potlatch Forests, Inc., Warren, Ark 
E. L. Bruce Co., Memphis, Tenn. 

E. L. Bruce Co. of Texas, Houston, Tex. 
James Bute Co., Houston, Tex. 

Wm. Cameron & Co., Wholesale, Waco. Tex. 
The Philip Cary Mfg. Co., Cincinnati, Ohio 
W. T. Carter & Bro., Houston, Tex. 

Carter Paint Co., Inc., Liberty, Ind. 

The Celotex Corp., Chicago, Il. 

Central Building Products Co.., 

Fort Worth, Tex. 

Clarke Floor Machine Co., Muskegon, Mich. 
Cc. H. Collier Co., Dallas, Tex. 

Collin Street Bakery, Corsicana, Tex. 
Collins & Harris. 

Continental Paint & Varnish Co., Chicago, Il. 
Cook Paint & Varnish Co., Kansas City, Mo. 
Crossett Lumber Co., Crossett, Ark. 

Cuckler Mfg. Co., Monticello, Iowa 

Davis Iron Works, Inc., Waco, Tex. 

De Soto Paint & Varnish Co., Garland, Tex 
Desmond Brothers Paint Co., Los Angeles, 

Calif. 

Diamond Aluminum Products Co., 

Oklahoma City, Okla. 

Dierks Forests, Inc., Hot Springs, Ark. 
Bruce Dodson & Co., Kansas City, Mo. 
Douglas Fir Plywood Assn., Tacoma, Washi. 
E. I. duPont De Nemours Co.. Inc.. 

Dallas, Tex. 

Elk Roofing Co., Stephens, Ark. 
Encyclopaedia Britannica, Houston, Tex. 
John T. Everett & Co., Memphis, Tenn. 
Filon Plastics Corp., Dallas, Tex. 

First Bancredit Corp., Dallas, Tex. 
Fleming & Sons, Inc., Dallas, Tex. 

The Flintkote Co., New Orleans, La. 
Fordyce Lumber Co., Fordyce, Ark. 

W. S. Fox & Sons, Pine Bluff, Ark. 
Frost Forest Products Div., 

Olin Mathieson Chemical Corp.., 

Shreveport, La. 

Lloyd A. Fry Roofing Co., Houston, Tex. 
General Aluminum Corp., and 

Century Manufacturing Co., Inc., Dallas, Tex. 
Georgia-Pacific Corp., Fort Worth, Tex. 
Gibb, Tom P., Mfgr. Rep., Arlington, Tex. 
The Gliddon Co., New Orleans, La. 
Gurdon Lumber Co., Gurdon, Ark. 
Hanna Paint Mfg. Co. of Texas, Dallas, Tex. 
Hickory Farms of Ohio, 

Div. of R. K. Ransom Co. 

Hi-Grane Board Co., Fort Worth, Tex. 
Huey & Philp Co., Dallas, Tex. 
Independent Nail & Packing Co., 

Bridgewater, Mass. 

Indiana Lumbermen’s Mutual Ins. Co., 

Dallas, Tex. 

Insulite Div., 
Minnesota & Ontario Paper Co., 
Minneapolis, Minn. 
International Paper Co., 
Long-Bell Division, Houston, ‘Tex. 
Jack C. Jackson & Co. 
Johns-Manville Sales Corp., New Orleans, La. 
Jones-Blair Paint Co., Inc., Dallas. Tex. 
Kaibab Lumber Co., Flagstaff, Ariz. 
Kaiser Aluminum & Chem, Sales, Ine.. 

Chicago, Il. 
Keasbey & Mattison Co., Ambler, Pa. 
Kirby Lumber Corp., Houston, Tex. 
Kordite Corp., Macedon, N. Y. 
Lambert Corp., Houston, Tex. 
Lipton Staple Co., Dallas, Tex. 
Logan Co., Louisville, Ky. 
Louv-R-Pak, Inc., Fort Worth, Tex. 
The Lowe Brothers Co., Kansas City, Mo. 
John Lueas & Co., Ine., Dallas, Tex. 
Lumbermen’s Investment Corp., Austin, Tex. 
Lynch Asbestos Co., Los Angeles, Calif. 
Macklanburg-Duncan Co., 

Oklahoma City, Okla. 
The Majestic Co., Inc. 
Marsh Wall Products, Inc., Dover, Ohio 
The Martin-Senour Co., Chicago, Ill. 
Masonite Corp., Dallas, Tex. 
Mastic Tile Corp., Houston, Tex. 
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meet ED SMOCK.... one of your Teco-Testers at Western Veneer and 
Plywood Company. This Teco-Tester is the same as having your own quality 
control man at our manufacturing plant. He is employed by Timber Engi- 
neering Company {TECO}, a top rated independent research and testing 
agency in Washington, D. C. His production line inspection and testing 
enables TECO to certify that the plywood you buy meets or exceeds commercial 
standards, And, look for the “Struc” mark on Teco-Tested plywood. This 
stamp certifies that tt complies with FHA’s structural standards of depend- 
able quality for all load bearing plywood applications. Remember your 
*Teco-Tester,” a trained technician ... your personal guarantee of quality 
plywood. Contact your plywood supplier or write us. 


® WESTERN VENEER 
AND PLYWOOD COMPANY 


Lebanon, Oregon «+ Teletype: 485 « Phone: ALpine 8-3138 


e New X-WP12 Interior 
e Interior and Hot Press Exteri 


e Mixed Sanded and Sheathing 


A New Grade Stamp 
for Plywood. 
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Masury Paints of Texas, Inc., Houston, Tex 


“Gcte . . : Minnesota Paints, Inc., Minneapolis, Minn. 
: f ; r. i rill, Meee ” | Mobile Paint Mfg. Co., Inc., Mobile, Ala. 
ye ; a , —_— The Monarch Marking System Co., 


Dayton, Ohio 


gees BY ‘ ' ; oe |} Monsanto Chemical Co., St. Louis, Mo. 
; Yer | fhe Morgan Sign Machine Co., Chicago, I. 
; — |} Moses & Cline Forest Products, Dallas, Tex. 


Napko Corp., Houston, Tex. 
National Display Specialties, Ltd. 
National Duplicating Products, Inc. 
National Gypsum Co., Dallas, Tex. 
National Lead Co., Dallas, Tex. 


i National Lock Co., Rockford, Il. 
| National Plan Service Inc., Chicago, Ul. 
ae & Nationwide Supplies, Houston, Tex. 
es IC Ozan Lumber Co., Prescott, Ark. 
Peden Iron & Steel Co., Houston, Tex. 


Plywall Products Co., Inc., Fort Worth, Tex. 
Portable Electric Tools, Inc., Chicago, Il 


Porter-Lite Products Corp., Houston, Tex. 
Preway, Inc., Wisconsin Rapids, Wis. 
Marion Pugh Lumber Co., College Station, Tex. 
Al Quinn-Advertising. 


Red Cedar Shingle Bureau, Seattle, Wash. 
_— Remington Arms Co., Inc., Bridgeport, Conn. 
Piigned with the mason in mind Reynolds and Draper Lumber Co., 
E] Dorado, Ark. 
The Ruberoid Co., Dallas, Tex. 


S & S Sales Co., Dallas, Tex. 
ey se easi y an stay so Sandura Co., Philadelphia, Pa. : 
Sargent and Co., New Haven, Conn. 
Schlage Lock Co., San Francisco, Calif. 
because they’ re Seidlitz Paint & Varnish Co., Kansas City, Mo. 
Sewall Paint & Varnish Co., Div. 
American Marietta Co., Kansas City, Mo. 
j f ffi t, Shakertown Corp., Cleveland, Ohio 
deat-Engineered for efticient, The Sherwin Wiliams Co of Texas, 
Dallas, Tex. 
Wis Soca k f; i : Sitka Spruce Lumber & Mfg. Co., 
- fe op ati oO Kansas City, Kans. : 
smo e r er : ne Southern Pine Assn., New Orleans, La. 
ee ER Southern Pine Lumber Co., Diboll, Tex. 
Southwestern Steel Products Co., 
Houston, Tex. 
M. a 4 Southwood Corp., Fort Worth, Tex. 
ajestic Stanley Electric Tools, New Britain, Conn 
Starline, Inc... Harvard, Il. 
Stebbins & Roberts, Inc., Fort Worth, Tex 
DAM b> E RS Steel Door Corp., Birmingham, Mich. 
The Stephens Co., Dallas, Tex. 
rhe Stewart Co., Dallas, Tex. 
rennessee Coal & Iron, Div. 

United States Steel Corp., Fairfield, Ala. 
Home owners want comfort and pleasure rennessee Stove Works, Chattanooga, Tenn. 
in a fireplace — and you can give them rexas Dry Concrete Co., Fort Worth, Tex. 
these satisfactions quicker, with impor- lexas Sash & Door Co., Fort Worth, Tex 
tant dollar savings to them and yourself, lex-A-Panel Mfg. Co., Dallas, Tex. 
with Majestic pre-engineered dampers. ee eee wage — “ 
Ratio of throat area to fireplace opening, herve eee See Sa ae Fee. 

: ; _— nited States Plywood Corp., Dallas, Tex. 

as well as height and other dimensions, United States Steel Supply, Div. 
are scientifically cones ae Full United States Steel, Pittsburgh, Pa 
Stant, assuring Maximum efficiency. Fru Valentine Business Machines. 
Flanged, warp-free steel flange makes special fitting unnecessary. Wm. Volker & Co., Dallas, lex. 
damper blade. Wallace Mfg. Co., North Kansas City, Mo. 

P . Waltzinger, Inc, 
Available with poker type or Warp Brothers, Chicago, Tl. 
rotary face control. 


of formed steel or cast iron 


i” a” Washington Steel Products, Inc., 
Majestic lfacoma, Wash. 
Weiser Lock Co. 

West Coast Lumbermen’s Assn., 

UNIVERSAL Pertinaa Ore. i ou 


Western Lock Mfg. Co., Houston, Tex. 

Western Pine Assn., Portland, Ore. 

Weyerhaeuser Sales Co., St. Paul, Minn. 
Sam A. Wing Co., ~~ rex. 


5 Wood Conversion Co., St. Paul, Minn. 
Problems of construction and draft — ‘ 


especially in multi-opening fireplaces 
—are easily solved with this deep, 
wide steel damper-dome. Smooth sides 
and large throat area aid in pulling the 
smoke into the flue, which is accom- . . . 
plished even under the toughest Automatic Propulsion Unit 
Heavy gauge steel con- conditions. High sides and integral all- Has Centrifugal Clutch 
struction around lintel allow rapid laying of | 
Solidly seam-welded at ae saving hours of the Pe ee ee ere 
. . me s | ~ . 
age cane : ; , | propulsion unit — providing drive, 
Rapid heat-up guards Write immediately for “spec brake, and steering functions for 
against smoking sheets and other literature on | 3». mobile device — has recently 
Majestic building products. | been introduced by the Vanguard 
| Engineering Co., Dept. SBS, 1908 





. 2 ; 414-C Erie Street | East 66th St., Cleveland, Ohio. 
The Majestic Co., | n Cc * Huntington, Indiana | The Powr-Wheel reportedly will 
drive any wheeled or castered unit 


Stock, Supply, Sell or Specify Majestic! | up to 1%-ton gross vehicle weight. 
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WIFE APPROVED 





74 proud addition te our lene 








Now. . . with our new Bee Gee wood 
window units your customers can be 
sure Of positive control of room venti- 
lation. Whether casement, picture or 
corner picture combination, this 
beautiful unit is keyed to modern taste 
and adds a distinctive style touch to 
any type home. A real profit maker 
for MW Merchandisers! 




































































for the modern, 
Pitti; Pamialiimiy-).¢ 





ROCKY MOUNT, VIRGINIA 





MANUFACTURERS OF MILLWORK «© DISTRIBUTORS OF BUI SUPPLIES 
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DEALER NEWS 





TEXAS 


ANNA: The Anna Lumber Co. has 
been purchased from L. H. Goforth, 
founder and owner of the company. 
The Anna Lumber Co. incorporated 
and elected the following to serve 
as board of directors: A. L. Geer, 
president; P. K. Carmichael, vice- 
president; and Wayne Tilley, secre- 
tary-treasurer, and manager. The 
company has added several new 


types of building materials and 
builders’ hardware. Construction of 
additional storage space is contem- 
plated for stocking cabinet mate- 
rials. 

FORT WORTH: New president of 
the Fort Worth Lumbermen’s Club 
is George Kaiser, Wm. Cameron & 
Co. 

HITCHCOCK: Murphy Harbour, 
Henckel Lumber Co., has been elect- 





TARTER, WEBSTER & JOHNSON 


Manufacturers of West Coast Mouldings 


| OFFERS EXCLUSIVELY TO JOBBERS 


\ 
\ 


A Dependable 


Year Around Source of 


\ CALIFORNIA HIGH ALTITUDE 
, PONDEROSA PINE and 
\ WHITE FIR 


\ 


” DINGS 


y 
L INU 


Wwe T Aiso MANUFACTURE AND SUPPLY 
THE FOLLOWING ITEMS IN PONDEROSA PINE: 


@ Finger Jointed Mouldings @ Doors and Jambs 


(Specified Lengths) 
@ Cut Stock 


@ Venetian Blind Stock 


CALL YOUR NEAREST JOBBER FOR TW&J MOULDINGS 


TarTer. WEBSTER & Jounson, INc. 
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P.O. BOX 3498 
San Francisco 19, California 


PRospect 6-4200 


io 


Teletype SF 211 








ed president of the Mainland Lum- 
ber Dealer’s Assn. for 1959. Albert 
Tomme, Bay Tex Lumber Co., Texas 
City, is vice-president; R. Vernon 
Jones, Hoffman Lumber Co., Texas 
City, was named secretary; and Fred 
Burgin, Collonge Lumber Co., Dick- 
inson, is treasurer. 

SAN ANTONIO: At the January 
meeting of the Retail Lumber Deal- 
er’s Assn. of San Antonio, certifi- 
cates of appreciation for meritorious 
work and service in the public in- 
terest were presented by President 
Douglas Van Buren to the following: 
M. C. Engel, member of the Board 
of Examiners and Appeals; Ellis 
Wilson Sr., member of the Urban 
Renewal Committee; Albert Schar- 
mann, member of the Zoning Com- 
mission; E. Clyde Parker, serving 
on the Urban Renewal Committee; 
and Mike Cassidy, for the services 
he has rendered in the public inter- 
est with the San Antonio City Coun- 
cil. 

CHARTER OF INCORPORA- 
TION: Hamilton Lumber Co., Inc., 
Beaumont, by Christine Hamilton, 
K. E. Hamilton, and F. E. Moss 


ALABAMA 


CITRONELLE: Fire’ destroyed 
about $5,000 in stacked lumber re- 
cently at Mills Lumber & Sales Co., 
located south of Citronelle on U. S. 
Highway 45. Water was brought 
from five miles away in pumpers 
because of the lack of fire hydrants 
Firemen put out the blaze after a 
two-hour fight. 


FLORIDA 


NORTH DADE: A lumber yard 
and building materials supply cen- 
ter will be established here soon by 
Bailey’s Lumber Yards, according to 
C. Tom Bailey Jr., executive vice- 
president. Bailey’s other establish- 
ments are in Allapattah, South 
Miami, and at Islamorada in the 
Keys. At the same time, Bailey an- 
nounced appointment of Roy E. H. 
Guilfoyle as comptroller and credit 
manager to succeed Harry L. Law 
son, who has resigned. 

LAKELAND: Tom Joyner, Jr., 
Joyner Lumber Co., is now Mayor 
of Lakeland. 

TALLAHASSEE: Hugh E. Wil- 
liams Jr., Leon Builders Supply Co., 
recently became Mayor of Tallahas- 
see. 


LOUISIANA 


CARENCRO: Safecrackers blew 
apart a safe in the C. J. Richard 
Lumber Co. office recently and fled 
with some $1,400 in payroll money 


CHARTERS OF INCORPORA- 
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the profit line for "59 


BESTWALL GYPSUM 
BUILDING PRODUCTS 


First with Glass Fiber Reinforcement* 


Bestwall Gypsum Wallboard is reinforced with 
glass fibers for greater strength. You'll find 
less cracking, easier scoring and snapping, less 
shipping damage, less breakage on the job. 
Available plain or pre-decorated. Line includes 
Insulating Board plus Firestop Bestwall for 
fire-rated construction. 





Bestwall Gypsum Plasters with glass fibers are 
ideal for machine application; won’t clog hose 
or nozzle. Glass fibers add great strength, elimi- 
nate balling, reduce droppings. Also available 
unfibered, neat and mill-mixed. All are “‘plasti- 
sized”* for smoother working, longer storage life. 


Bestwall Gypsum Sheathing is reinforced with 
glass fibers to give greater structural strength 
and fire resistance. Core and papers are water 
repellent; tongue and groove V-edges. Light 
weight means easier handling, faster instal- 
lation. 


‘at no extra cost 


SHEATHING 


YOUR BEST BUY IS BESTIWAIIL 


BUILDING PRODUC 


BESTWALL GYPSUM COMPANY ©° Ardmore, Pennsylvania * Plants and offices throughout the United States 
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Window beauty can 
help you build your 
Share of the market! 


hen you sell famous Andersen WINDOWALLS, you furnish not just 

windows— but lasting customer satisfaction! Because these nationally 
recognized wood window units give both builders and owners what they want. 
For the builder... they’re easy to install; and they operate perfectly, doing away 
with costly callbacks. For the homeowner, they provide window beauty that 
can’t be matched .. . convenience and protection the year around. 

For you, Andersen Windows can be STAR SALESMEN ... helping to 
build your business, boosting your reputation as a supplier of quality building 
materials and equipment. The Andersen name and reputation are nationally 
known through advertising in BETTER HOMES and other leading magazines. 
In fact, surveys show that homeowners prefer Andersen Windows by a 7 to | 
margin! So when you furnish Andersen WINDOWALLS, you are saying, in effect, 
“Tm a quality dealer... take pride in what | offer.” 

Know a better way to keep—and build—your share of today’s market? 


Get more facts on profit possibilities with Andersen Wood Window Units 
from one of the distributors listed below. Or write Andersen, Bayport, Minnesota. 


<€—a Andersen Casement Windows in a North Carolina home. Charles M. Grier, Architect. 


Andersen Windowalls eindeidli 


TRAOL MARK OF ANDERSEN CORPORATION 


available from complete stocks of these distributors: 


ALABAMA MISSOURI 

Birmingham Sash & Door Co. Birmingham American Sash & Door Co. Kansas City 
Huttig Sash & Door Co. St. Louis 

FLORIDA Imse-Schilling Sash & Door Co. St. Louis 


Huttig Sash & Door Co. Jacksonville Toombs & Co. Springfield 


paaanpen NORTH CAROLINA 
tti h & Door Co. Atlanta 

mare siti ; Huttig Sash & Door Co. Charlotte 

KANSAS 

Rock Island Wholesale Co. Wichita TENNESSEE 

Rounds & Porter Co. Wichita Huttig Sash & Door Co. Knoxville and Nashville 

Memphis Sash & Door Co. Memphis 
KENTUCKY 
Huttig Sash & Door Co. Louisville 


Weyerhaeuser Distributing Yard Louisville TEXA 


Huttig Sash & Door Co. Dallas 
LOUISIANA 


Davidson Sash & Door Co. VIRGINIA 
Alexandria, Lafavette and Lake Charles ill 
New Orleans Sash & Door Co. New Orleans 
United Sash & Door Co. Baton Rouge 


Huttig Sash & Door Co. Roanoke 
Morgan Millwork Co. Arlington 


qw ANDERSEN CORPORATION - BAYPORT + MINNESOTA 


aS | ae 





plus hardware 


IN LOTS 
OF 12 


Write today about: 


as ts 


An all-aluminum 
screen door priced 
below competition 





SPARTAN 


Only Clark weaves its own wire; rolls 
its own channel; and fabricates all the 
components. No middle-men; no 
passed-on-costs . . . just trouble-free 
quality and you pocket the savings. 
Comes in popular sizes in 5 different 
styles, ready-to-install. Write today for 
confidential Spartan Door price list! 


ALUMINUM, BRONZE, 
GALVANIZED SCREEN WIRE 





THERE’S NO SUBSTITUTE FOR PRICE . . . WE’RE LOWEST! 


CLARK WIRE & 
SUPPLY CORP. 


13131 ALMEDA RD. + HOUSTON 21, TEX. 


Branches: 
So. El Monte, Calif. — New Orleans, La. 


OKLAHOMA’S NINTH TRAINING COURSE 
— The Oklahoma Lumbermen’s Assn., with 
Oklahoma State University, recently com- 
pleted its 9th Annual Light Construction and 
Cost Estimating training course at Stillwater, 
Okla., designed to give fundamentals in light 
construction, cost estimating, repair, remod- 
eling, and new house construction. 

Completing the course and receiving cer- 
tificates, above, are Dale L. Carter, Don 
Wofford, and Buford Muzingo, Tulsa; Robert 
Dunster and Barny Pohler, Atchison, Kans.; 
Marcus M. Johnson, Charles Kilpatrick and 
Douglas Leigh, Lawton; Benny Ford, Stillwell; 
D. W. Hamilton, Edmond; Ronald Merritt, 
Minco; Harold Mattingly, Norman; Dale 
Templeman, Enid; Tom Hughes, Cushing; 
Homer Fox, Oklahoma City; Floyd A. Burton, 
Hominy; Joe Totty, Bethany; and Russell 
Coates, Frederick. 


TION: Acoustics & Specialties of 
Shreveport, Inc., Shreveport, listing 
capital stock of $100,000; and Coun- 
try Lumber Co., Inc., Moss Street 
Extension, Lafayette, listing capital 
stock of $25,000. 


MISSISSIPPI 


CHARTERS OF INCORPORA- 
TION: Cash and Carry Building Ma- 
terials, Inc., Meridian, $25,000; Abide 
Lumber Co., Inc., Greenville, $125,- 
000; Valley Cement Sales Co., Inc., 
Jackson, $100,000; and Security Lum- 
ber Co., Inc., Long Beach, $30,000. 


NORTH CAROLINA 


ELKIN: M. C. Whitener, lumber 
dealer of State Road, has been ap- 
pointed to the Surry board of coun- 
ty commissioners. 

CHARTER OF INCORPORA- 
TION: Wholesale Lumber Distribu- 
tors, Inc., Charlotte, general lumber 
business, authorized capital $100,000. 
Incorporators are Henry Lee Har- 
key, Harry E. Faggart Jr., and 
William A. Shuford, all of Charlotte. 


OKLAHOMA 


OKLAHOMA CITY: At the annual 
meeting of the Oklahoma County 
Lumbermen’s Assn. in February, the 
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Jar ee 


you can sell NATIONAL LOCKset 


There's every reason wl 


with confidence. Offer 


smartly-styled knob and 


NATIONAL LOCKset a 


to modest and palatial | 


is soundly engineered 


. assuring long-ter 


omplete selection of 


orative escutcheon designs, 


ls the touch of distinction 


like. NATIONAL LOCKset 
ility built from knob to knob 


blefree service. 





\Mledalist_\ HARDWARE DIVISION 





NATIONAL LOCK COMPANY ®* Rockford, Illinois 
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See us in 


BOOTH 
Texas combermen ‘s 


Convention 
FORT WORTH ° APRIL 19-21 |_| 


yymymyeyejejeyejojo je) jopejeyejeleye)ejajeye 


STRONGHOLD UNDERLAY NAILS 


Never work up to 
“bumps” in linoleum, asphalt 
or rubber tile. carpets. Under- 
floor stays tight, squeak-proof, 
trouble-free. Ask for important 
technical bulletins 


Sell the 


Scientifically engineered 
threads “lock” with 


cause 





THE 


Stronghold Distributed by 


BETTER FASTENINGS Lin EVERY PURPOSE 
« — 








STRONGHOLD DRYWALL NAILS 


Virtually eliminate nail “pop- Lay tongue-and-groove floors to 
ping” that ruins beautiful gyp stay permanently smooth, tight, 
sumboard Drywall. Engineered squeak-free—to stand up under 
in cooperation with leading ap- heaviest traffic. Drive fast. mini- 
plicators. Meet standards of mize splitting, hold tight for the 
The Gypsum Association. life of the floor. 


nails they re asking for 


Your customers know STRONGHOLD” and SCREW-TITE” 
Nails—the nails that have revolutionized construction 





the wood fibres. 
STRONGHOLD and 
SCREW-TITE Nails 

hold permanently tight 


methods! They make tight fastenings that stay tight. They 
make structures stronger, permit improved nailing tech- 


niques, virtually eliminate ‘‘popping” nail heads—cut 


repair and maintenance costs to little or nothing. They 
save time, labor, money. Backed by research and scien- 
tific laboratory testing—and by a continuing program of 
advertising and promotion to help you sell. 


Like @ Naeib...Kolds Like a Screw’ 


( Gtronghold® 


$108 tvERY PURPOSE 


SQUAREHED® 


Annular Thread 
CAP NAILS 


Best nail yet for built- 

SCREW-TITE MASONRY NAILS up roofing and similar 

uses. One piece; drive 

readily into concrete, fast, hold tight. Also 

mortar and other hard in spiral thread for 

Available in Stand- } use in gypsum roof 
| decking. 





a vv \ehe)o/e) olololale lal lebelelelelelelolelelelslelelolelelelelelaleye\s piaiadeleleieleisiel 


STRONGHOLD SHINGLE NAILS 


Hold shingles and shakes pe? 
manently tight. Types for face 
nailing wood, asphalt, or asbes 
tos shingles and shakes 


ard or Heavy-Duty. 
[ en SSMS 
J = Se = = 


SCREW-TITE HARDENED STEEL POLE BARN AND TRUSSED RAFTER NAILS 


These slimmer gauge spiral thread hardened steel nails permit greater 
structural strength, fast application and freedom from splitting in modern it 


Drive 
brick, 
materials. 











‘Gtronghoid 


am Draioes (the A Mind Hells ihe A Siraae 
So ea cae ae 


cost-saving construction techniques. The scientifically engineered threads 
The nails provide a fastening which stays 
expansion and contraction. 
actually cost less to use. 


“lock” with the wood fibres 
tight against the forces of wind, weather, 
Many more to the pound than regular steel nails 


Actual samples 
of nearly 50 
different types 
of STRONGHOLD, 
SCREW-TITE and 
other special 
nails are shown 
on this display 
board. Sent free 
to dealers, dis 
tributors, archi 
tects, teachers 











There is only one STRONGHOLD LINE—the original. Always ask for 
“Stronghold” or ‘‘Screw-Tite” Nails by name and do not accept sub- 
stitutes. If your distributor or dealer cannot supply you, send us his 
name and we will see that you are supplied. Or write us for catalog, 
samples, helpful literature and authoritative technical data. 


Copyright I. N. & P. Co., 1959. Trade Marks Reg. U.S. Pat. Off 
Made only by 


INDEPENDENT NAIL & PACKING COMPANY e BRIDGEWATER, MASSACHUSETTS, U. S. A. 
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Birmingham 
Birmingham 
Florence 
Mobile 


Sheffield 


ttle Rock 


ALABAMA 
*% William B. Ha 
Moore-Handley Hdw. Co 
Redd’s, In 
McGowin-Lyons Hdw. & Sup. Co 
Southern Sash & Sales Sup. Co 
ARKANSAS 


gill Brothers & Co 


0. Little Rock Fischer Lime & Cement Co 


Washington 
Washington 


Roanoke 
Roanoke 


Staunton 
Waynesboro 


Clarksburg 
Wheeling 
Wheeling 


DELAWARE — 
Budd Metal Company, In 
DISTRICT OF COLUMBIA 
Barber & Ross 


$ H. Carr 


yrry L arke 
FLORIDA 


ndepende 


filler Bros. S$ y 
KENTUCKY 


Mig 
vy. & Mfg 


hindel, Rohrer & 
MISSISSIPPI 
bel 5 supply 


NORTH CAROLINA 
ef 
OKLAHOMA 
Material Dealers Hdw 
ardwate 


+ Gates Hdw & Supply 
SOUTH CAROLINA 


ung &C 

cone 
son Hard 
ung & 
rete & Sup 


Alum num 
WEST VIRGINIA 
Co-op. Seed & Farm Supply 
Building Prod. Sup. Co. Inc 


Roberts Wholesale Company 


Company 


w Manufacturer's Representative 
Screw-Tite Floor Nails only 


Stronghold 
3) Stronghold 


Fence Staples 


Pole Barn & Aluminum Roofing Nails only 


® Screw-Tite Masonry Nails only 
Non-Ferrous Nails only 
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following officers for 1959 were elect- 
ed: Russell E. Caston Jr., Caston 
Lumber Co., president; R. W. Ar- 
nold, Wilson Lumber Co., vice-presi 
dent; A. E. Hatcher, Hatcher Lumber 
Co., treasurer; and Howard Jenks 
secretary-manager. 

New directors for 1959 are: Roy 
T. Wileman, Roy Wileman Lumbe! 
Co.; Raymond Banks, Neal Lumber: 
Co., Frank E. Carey Jr., Carey Lum 
ber Co.; and Francis T. Smith 
Francis Smith Lumber Co. 


SOUTH CAROLINA 


CHARLESTON: An early-morning 
blaze totally destroyed the office 
building of the Mid Atlantic Lumbe1 
Co., Inc., King Street Extension 
Cause of the blaze is undetermined 
and no estimates of the financial loss 
were available. 

SUMTER: W. E. Bynun, presi 
dent of the W. E. Bynum Lumbe: 
Co., has been elected to the board 
of trustees of Spartanburg Junio: 
College for a three-year term. 


TENNESSEE 


McMINNVILLE: The Ben Lomond 
Lumber Co. has started operation 
here. The company, a partnership 
of W. R. Clouse and James A. and 
Myr! Smith, will sell dried and kiln 
dried lumber. 


CROSSVILLE: Fire swept the 
C. R. Graybeal & Sons Lumber Co 
here recently, causing a loss esti 
mated by Plant Manager Charle: 
Taylor at “close to $200,000 at whole 
sale prices.” Insurance coverage wa 
very small. Plywood, sheet rock, and 
thousands of feet of choice lumbe1 
were destroyed, along with a steel 
boxcar filled with lumber, and the 
planing mill. 


KNOXVILLE: The Callaway Build 
ing Products Co. is preparing to con 
struct a new office and warehouse fa 
cility here on Mynderse Street off 
Western Avenue. Project cost has 
been pegged at $42,000, with com 
pletion and occupancy set for July 


VIRGINIA 


WILLIAMSBURG: The Sheldo: 
Lumber Co., Inc., since 1946 in 
Toano, is building a sales room and 
yard here. W. E. Sheldon is person 
ally supervising construction. 


WEST VIRGINIA 


WOODVILLE: Fire destroyed the 
Saunders Lumber Co. mill and fou 
sheds, causing an estimated $55,000 
in damage. The loss consisted of 


$47,000 worth of lumber and a mill 
valued at $8,000. Fred Saunders, 
owner of the company, said the loss 
was only about one-tenth covered 
by insurance. 





OBITUARIES 





JAMES MATTHEW ATWATER, 86. 
Pioneer lumber dealer in Burling- 
ton, N. C., and a past-president of 
the Carolina Lumber Dealers Assn. 


TUDOR G. JONES, 70. A past-presi- 
dent of the Kentucky Retail Lumber 
Dealers Assn., and director of the 
National Retail Lumber Dealers 
Assn. A resident of Mayfield, Ky., 
he was also a past-president of the 
Mayfield Planing Mills. 


LaVERN MARCUS WILLIAMS, 44. 
President and owner of the Biltrite 
Reel and Lumber Co., Houston, Tex- 


is 


DOUGAL McCORMICK, 68. Secre- 
tary-treasurer of the Central Lum- 
ber Co., and connected with the firm 
for 46 years, Brookhaven, Miss. 
WALTER EDWARD NETTLES SR, 
57. Head of the Nettles Lumber Co., 
Nederland, Texas. 

THOMAS J. BRETT SR., 62. Owner 
ind operator of Brett Lumber Co., 
Sandersville, Ga. 

R. WILLIS HEARD, 87. Associated 
vith the Millhaven Lumber Co., and 
president of the Heard Lumber Co., 
Savannah, Ga., before his retire- 
ment. 





Bagnal Becomes President 
Of Carolina Lumbermen 


M. P. Bagnal Jr. of Columbia, 
S. C., was elected president of the 
Carolina Lumber and _ Building 
Supply Assn. at its 36th annual 
convention in Columbia recently 

Other officers for 1959 are J. E 
Divelbiss, Asheville, N. C., first 
vice-president; J. D. Foster, Roe- 
buck, S. C., second vice-president; 
R. N. Barringer Sr., Durham, 
N. C., third vice-president; R. L. 
teid, Charlotte, N. C., executive 
ecretary. E. M. Garner of Char- 
lotte is manager of the association, 
and W. C. Godwin, Washington, 
D. C., is its delegate to the United 
States Chamber of Commerce. 

New directors are W. E. Cox, 
Greensboro, N. C.; V. E. Hollin- 
shead, Fayetteville, N C.; and R. J. 
Rucker, Shelby, N. C. 


For more details on above items, use Coupon on Page 83 





Spira-Lift 


THE NEW SPIRAL BALANCE 


SPECIFICALLY DESIGNED 
FOR HEAVIER WINDOWS 


It’s the smoothest thing ever devised. For 
architectural type aluminum and wood 
sash weighing up through 40 pounds. And 
for double-glazed residential window units. 
Spira-Lift will serve 95° of all architec- 
tural double hung window needs. 

The new Spira-Lift is built around the 
same principles that have made Caldwell’s 
Spirec a front runner in the window bal- 
ancing business. But there’s a difference. 


Spira-Lift is specifically made for heavier 
windows . . . handles sash weighing up 
through 40 pounds with the greatest of 


ease. Fits window openings up to /2 feet in 
height. And all this in a seamless metal 
tube only .540-inch in diameter! 

Spira-Lift is another example of Cald- 
well engineering excellence... slim, sturdy 
and smooth working. If you are in any way 
concerned with the heavier double hung 
windows, it will pay you to write for the 
complete Spira-Lift story. 


CALDWELL MANUFACTURING CO. 


The new Spira-Lift incorporat 
P.O. Box 444, Rochester 2, New York ae ee 


the outstanding features which 
have made Caldwell’s Spirex 
a steady performer in its field. 
Spira-Lift assures positive lift- 
ing and holding power at all 
points of sash travel. It is easily 
adjusted for precision tension- 
ing in the shop or on the job. 


ROCHESTER, N.Y. « JACKSON, MISS. 


For more details on above items, use Coupon on Page 83 SOUTHERN BUILDING SUPPLIES for APRIL, 1959 








MASONRY FILL INSULATION 


Water-repellent masonry fill insula- 
tion — claimed to have exceptionally 
high resistance to moisture and heat 
transfer — has been developed by 
the Zonolite Co., Dept. SBS, 135 S. 
LaSalle Street, Chicago 3, IIl. 

Tests reportedly show that Zono- 
lite water-repellent masonry fill 
insulation sheds 75 per cent more 
water than other insulation. This, 
plus fact that it reduces heat loss 
by as much as 50 per cent, report- 
edly can provide fuel savings rang- 
ing from $15 to $35 per 1,000 feet 
of wall space, and a 25 per cent 
reduction in air conditioning costs. 
Insulation can be installed at a 
total cost of 10 cents per square 
foot in both block and cavity walls. 

Material is said to be lightweight, 
easy to handle, and can be top- 
loaded to the jobsite with no addi- 
tional delivery expense. It can be 
poured directly from bag, and will 
not bridge, snag, or cake. 

Write Dl on reply card, page 83. 


‘INDIVIDUAL’ PANELING 


National distribution of its new Cot- 
tage Birch and Cottage Oak pre- 
finished hardwood paneling has been 
initiated by Georgia-Pacific Corp., 
Dept. SBS-13A, Equitable Building, 
Portland 4, Ore. 


Cottage Birch and Oak panels con- 
tain natural growth characteristics, 
such as burls and small tight knots 
— giving enough variation in ap- 
pearance to satisfy the home-owners’ 
desire for walls with an individual 
touch. 


As with G-P’s entire line of pre- 
finished hardwood plywood, Cottage 
series has the family-proof finish 
Size manufactured is the standard 
4’ x 8 panel in 4” thickness. Ran- 
dom-plank effect is attained by us« 
of vertical vee-grooving. 

Write D2 on reply card, page 83. 


CHIMNEY HOUSINGS FINISH 


Improved finish for asbestos-cement 
housing of Van-Packer chimney 
announced by Van-Packer Co., Di- 
vision of the Flintkote Co., Dept 
SBS, 1232 McKinley Avenue, Chi- 
cago Heights, III. 


| 


Finish is a Butyl coating that r¢ 
portedly protects against discolora 
tion and helps retain original colo! 
and beauty. Van-Packer embossed 
brick-design chimney housings aré 
available in four colors — red, buff, 
white, or gray. 

Chimney comes prefabricated i 
sections. It has %” fire clay til 
inner lining, 3” vermiculite-concret« 
insulating wall, and asbestos-cement 
outer jacket. 

Write D3 on reply card, page 83. 


ALUMINUM SCREEN DOOR 


A “slim line,” completely assembled, 
all-aluminum screen door has bee! 
introduced by Southeastern Tool and 
Die Co., Dept. SBS, Birminghan 
Ala. 

Low-cost, roll formed door 
available with either Z bar or ex 
pander installation. Z bar installa 
tion is pre-hung with hinges attach 
ed and welded at corners. Doors aré¢ 
packaged so that correct spacing 
maintained until secured to woode! 
trim or brick mold. Latch holes are 
pre-drilled so that installation ne 
cessitates only a screw driver and 
hammer. 

Standard sizes are available wit! 
a maximum expansion of %” 
width and 1%” in height. 


Write D4 on reply card, page 83. 
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LUMBER SPLITTER-PLANER 


v 


Key Lumber Splitter — a machine 
which permits re-manufacturing of 
planed lumber in one single cut 

is available from Key Machinery 
Designers, Inc., Dept. SBS, First 
National Bank Building, McMinn- 
ville, Ore. Machine re-planes and 
re-saws in single operation, elimi- 
nating costly and time-consuming 
dual process. 

Machine operates at feed rates up 
to 400 feet per minute. It is design- 
ed to handle stock sizes from 1” x 3” 
minimum to 4” x 24” maximum 
(before splitting). 

Write D5 on reply ecard, page 83. 


DECORATIVE SHOWER DOORS 


This Gulfspray door — built to fit 
full height of shower stall openings 

is available from Binswanger & 
Co., Dept. SBS, 207 N. Main Street, 
Houston, Texas. 











Trim grille affords both ventila- 
tion and decoration. Glass comes 
clear or opaque in wide selection 
of special laminated Glaswich de- 
igns. Grille styles come vertical, 
as shown, or with two horizontal 
bars which make convenient towel 
racks. 


Standard over-all size is 24” x 72”. 


All-aluminum trim comes in Satin 
or Brite finish. 


Write D6 on reply card, page 83. 
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FABRIC FOLDING DOOR 





A new-styled fabric folding door — 
which reportedly can be installed in 
30 seconds without nails, screws, or 
tools — is introduced by Columbia 
Mills, Inc., Dept. SBS, 120 West 
Onandaga Street, Syracuse 1, N. Y. 

Conventional overhead track has 
been eliminated on Columbia-matic, 
thus eliminating principal cause of 
jamming and clogging in ordinary 
doors. Entire weight of door is car- 
ried on stationary side rail. Vertical 
pantograph action controls opening 
and closing of door, and reportedly 
keeps moving edge of door always 
perpendicular, regardless of where 
force is applied. 

Columbia-matic door is held in 
place by small teeth located at two 
corners of doorway, and held in 
place by powerful spring tension. It 
can be installed for either right- or 
left-handed opening. 

Columbia-matic’s tough cotton fac- 
ing is coated with washable, flame- 
resistant vinyl. It is available in six 
stock colors and an additional ten 
colors for custom-made doors. Vinyl 
covering is embossed in a crush 
grain. Exposed metal parts of door 
are finished in baked enamel. 

Write D7 on reply card, page 83. 


SELF-FLASHING SKYLIGHT 


Self-flashing double dome skylight, 
which reportedly makes use of best 
properties of two types of plastic, 
is introduced by Plasteco, Inc., Dept. 
SBS, P. O. Box 9123, Houston, Texas. 

Plasteco skylight utilizes fiber- 
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glass-reinforced polyester outer 
dome for strength and white trans- 
lucent Plexiglas inner dome for 
perfect light diffusion. A dead air 
space separates two domes, provid- 
ing insulation and virtually elimi- 
nating condensation. Integral fiber- 
glass flashing is simply nailed to 
roof deck. 

Write D8 on reply card, page 83. 


REMOVABLE WINDOW SASH 


Take-Out, a new product that per- 
mits removal of upper and lower 
sash in double-hung wood windows, 
has been introduced by Zegers, Inc., 
Dept. SBS, Dept. 8090 South Chicago 
Avenue, Chicago 17, Il. 

New equipment features Zegers’ 
“dual” balancing, which means that 
each sash has two balances, one on 
each side. This reportedly prevents 
sash from tilting, and assures easy 
window operation, easy removal, and 
replacement. 


Design of Take-Out is based on 
Zegers’ Dura-Seal weatherstripping 
principle. Self-adjusting jamb sec- 
tion is said to maintain a permanent 
air seal regardless of atmospheric 
conditions 

Write D9 on reply card, page 83. 


EXTENSION LADDER 


The 1959 Victor extension ladder 
with aluminum rungs — said neither 
to conduct electricity, nor split, rot, 
nor warp — is introduced by Howard 
B. Rich, Inc., Dept. SBS, Carrollton, 
Ky. 

Wood side rails reportedly are 
treated with wood preservative be- 
fore assembly, to assure close toler- 
ances, and guarantee extra durabili- 
ty, tight fitting rungs, and smooth 
height adjustment. Rails are full- 
size. 

The Victor is available in western 
or eastern styles, in lengths of 16’ 
to 40’. Safe-Hi shoes are optional. 

Write D10 on reply card, page 83. 


ALUMINUM ROOF JACK 


An aluminum roof jack, designed for 
use as a roof outlet for ventilating 
fans, has been introduced by Leigh 
Building Products, Division of Air 
Control Products, Inc., Dept. SBS, 
Coopersville, Mich. 

Providing 50 square-inches of free 
area, it can be used with ducts up 
to 10” x 10”, or 10” diameter round 
pipe. Designed to blend with roof 
line, the roof jack is only 7%” high. 

The one-piece base has flanges 
turned up under hood to prevent 
water leakage, and water shield to 
deflect wind-driven rain. Aluminum 
damper with brass bearings prevents 
back-drafts. 

Write D11 on reply card, page 83. 


ACOUSTICAL CEILING TILE 


Ceiling tile which combines beauty 
with acoustical efficiency has been 
developed by Simpson Logging Co., 
Dept. SBS, Shelton, Wash. 

Random Drilled Calendered acous- 
tical tile is reportedly ideal for home 
and commercial installations. Three 
perforation sizes provide excellent 
sound absorption. Smooth finish is 
obtained by calendering process 
which “irons” painted finish between 
heated rollers to achieve paper- 
smoothness. 





Tile is made of economical wood- 
fiber in 12” x 24” tiles that are cen- 
ter-scored to simulate 12” x 12” tiles. 
Tongue and groove edges have ex- 
tended flange for hidden nailing or 
stapling and error-free application. 

Write D12 on reply card, page 83. 
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For quiet rooms and beautiful ceilings, Johns-Manville KLEFTONE 
is the choice of Mrs. America®, the Nation’s No. | homemaker 


Johns-Manville presents KLEFTONE Panels 


—the new acoustical ceiling panel with deep-fissured texture 


New Johns-Manville Kleftone 
acoustical ceiling panels have a 
sculptured fissured pattern and 
tiny perforations that absorb up 
to 75% of the room noise that 
strikes them. 

Kleftone panels have the classic 
beauty of Travertine stone. They 
add the high-style and decorative 
beauty that gives homes a smart 
modern look. 


Jouns-Manvine 4/7) 


PROQUOTS 
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Dramatic, hard-hitting advertis- 
ing in Life, Saturday Evening Post, 
Sunset and Better Homes and Gar- 
dens for Johns-Manville Kleftone 
ceiling panels, (endorsed by Mrs. 
America), will help pre-sell your 
prospective customers. 

Kleftone panels, available in 
12” x 12” and 12” x 24”, are pre- 
decorated in a white flame-re- 
sistant finish. They are quickly 


and easily applied by your builder 
and ‘do-it-yourself’? customers. 
The famous Johns- Manville light- 
ning joint conceals all fastenings. 
. * i 

See your Johns- Manville Repre- 
sentative for the full story on how 
you can increase sales and profits 
when you recommend and sell the 
new J-M Kleftone acoustical 
ceiling panels. 


MS MANVILLE 


@ REG. U.S. 
MRS. AMERICA, INC. 


For more details on above items, use Coupon on Page 83 











PORTABLE SIZE HOISTS 





Four new models of builders’ and 
roofers’ hoists have been added to 
equipment line of Muller Machinery 
Co., Inc., Dept. SBS, Metuchen, N. J. 
Muller hoists have capacities of 
200-, 300-, 400-, and 500-lbs. at 330 
to 250 ft. per minute. They are 
equipped with oversize engines, 
rated from 2.8 hp to 5 hp at 3200 
rpm. The drums are 4” diameter 
by 15” long with 13” flanges. Each 
hoist holds up to 250’ of %” manila 
rope. Over-all unit dimensions are 
32” wide by 34” long by 41” high. 
Hoists feature one-man portabili- 
ty, set-up, and operation. Design also 
includes positive chain and sprocket 
drives, Timken bearings on clutches 
and drums, and oversize brakes 
which hold loads automatically. 


Write D13 on reply card, page 83. 


PINE LOUVRE DOORS 


Louvre doors in both two-panel and 
four-panel models, made of 1%” and 
1%” ponderosa pine, are offered by 
National Screen Co., Inc., Dept. SBS, 
Madison Avenue Extended, Suffolk, 
Va. Doors have stationary 8/32” x 
1%” slats, 5” lock rail, and 7%” 
base rail. 


National Screen also manufactures 
window blinds in 1%” Douglas fir 
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or 1%” ponderosa pine, with station- 
ary 8/32” x 1%” slats, 2” stiles and 
top rail, 2” lock rail, and 4%” bot- 
tom rail. 

Write D14 on reply card, page 83. 


BANKED ELECTRIC FURNACE 


Four banks of electrical elements for 
economical, modulated heat supply 
are featured in Supreme Series of 
electric furnaces introduced by 
Majestic Co., Inc., Dept. SBS, Hunt- 
ington, Ind. 

Individual room control for heat- 
ing, cooling, filtering, and humidi- 
fication can be accomplished through 
addition of a multi-zoned power 
damper assembly, evaporator cool- 
ing coil, remote condenser, electro- 
static filter, and humidifier. The fur- 
nace reportedly requires only twice 
the load of average electric range. 


In most cases, no change of entrance 
or transformer is necessary, and in- 
stallation can be made with mere 
change of entrance switch. 

Write D15 on reply card, page 83. 


ALUMINUM ROOFING SHEET 


A newly-designed patterned alumi- 
num roofing and siding sheet called 
Lap-Drain is introduced by Nichols 
Wire & Aluminum Co., Dept. SBS, 
1725 Rockingham Road, Davenport, 
Iowa. 

Roofing sheet features ribbed con- 
figuration, weathertightness, ease of 
application, and a_ glare-reducing 
patterned pebble finish. It has a 
built-in drain trough, a red nailing 
alignment guide, and a siphon-break- 
er safety edge, said to provide great- 
er rigidity. 

Lap-Drain sheet is available in 
lengths from 6’ to 12’ in one-foot 
increments, and in lengths from 14’ 
to 24’ in two-foot increments, all in 
32” widths. 

Write D16 on reply card, page 83. 


UNIQUE OUTDOOR TORCHES 


Tahitian torches — for decorative 
and useful lighting in outdoor liv- 
ing areas — are available from 
Wolfcrest Products, Dept. SBS, 
Michigan City, Ind. 

The torches are said to burn for 
30 hours without refilling — in any 
weather. The torch locks into a 6’ 
solid steel post, which is finished 
in black. The post is 7/16” thick 
and comes in three interlocking sec- 
tions. The unit is shipped knocked- 
down, complete with combination 
snuffer and wick poker. 

Write D17 on reply card, page 83. 


INSULATION STAPLING TAB 


A reinforced L-shaped stapling tab 
to assure a more complete moisture 
seal and to permit faster installa- 
tion for its home insulation has been 
developed by L.O.F. Glass Fibers 
Co., Dept. SBS, Toledo, Ohio. 


Formed by two thicknesses of draft 
paper and one of foil, the tabs en- 
able the staples to do a better an- 
choring job with less danger of 
puncturing the tabs. The tabs hold 
the foil facing 1” from the surface 
of the ceiling or walls — resulting 
in an air space that is said to add 
appreciably to the total insulating 
efficiency. 

Installation instructions and prod- 
uct identification are printed on all 
tab surfaces. 

Write D18 on reply card, page 83. 
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GRANT 1000/6000 
SLIDING DOOR HARDWARE 


The right set at 
the right price 
in the right package, 
everytime! 





























Over 
the 
Counter 











May we ask you a question? 


“Should a dealer’s guide—as far 
as profitable operation is con- 
cerned, be markup per unit? 
Should it be turnover as related 
to overhead? Or perhaps, mini- 
mum stocking for maximum 
dollar return per unit?” 


Doubtless the question is its own 
answer. Probably you’re most 
concerned with the result of a 
combination of all of these fac- 
tors. Indeed, were a product to 
contain, within itself, most of 
these elements— you’d probably 
already have it on your shelves. 


And—you probably have Grant’s 
Rocket 1000/6000 in stock — 
whether in individual sets 
(packed tubes) — or in Grant’s 
new Econo-Pak. 


The Econo-Pak is a packaged 
unit containing 12 sets of your 
choice of 1000/6000 hardware. 
Track is packed in bulk — while 
hardware is separately packed 
in sturdy mylar envelopes. Such 
packaging (without the trim- 
ming) enables Grant to offer 
quality, moderate duty hardware 
at substantial price savings. 


Included in this competitively 
priced line are such outstanding 
sets as well known 1040, a stand- 
ard recommended for 1%” by- 
passing closet or wardrobe doors 
as well as the “reversible” 6032 
and 6034 sets which, for reasons 
of applicability to %4” and 1%” 
doors, have found great accept- 
ance in development construc- 
tion. 


We'd be very pleased to send you 
additional information on the 
Rocket 1000/6000—and other 
Grant Hardware, on request. 


GRANT SLIDING HARDWARE 


&, GRANT PULLEY AND HARDWARE CORPORATION 


53 High Street, West Nyack, New York © 94 


sliding door hardware «+ drawerslides + drapery hardware + _ pocket frames 


Long Beach Avenue, Los Angeles 21, Cal. 


pulls + special sliding hardware 
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ALUMINUM ROOF SHINGLES 


First aluminum roof shingles in a 
selection of permanent colors have 
been introduced by the Reynolds 
Metals Co., Dept. SBS, Richmond 18, 
Va. 

Reynolds “Lifetime Aluminum 
Shingles” are finished in six baked 
enamel Colorweld colors: polar 
white, beige, slate gray, mist green, 
robin’s egg blue and sienna red. 
Finish is said to outlast that on the 
most expensive automobiles. 

Shingles are wood-grain emboss- 
ed, and have a patented four-way 
interlocking feature which reported- 
ly withstands hurricane winds. Ther- 
mal properties of aluminum in shin- 
gles are said to reduce heating and 
air-conditioning costs. 

Write D19 on reply card, page 83. 


LIGHTED HOUSE NUMBER 


A lighted house number frame with 
built-in door bell button has been 
introduced by the General Electric 
Co., Wiring Device, Dept. SBS, 
Providence 7, R. I. 


Plastic numbers and spacers are 
included with frame to allow users 
to arrange whatever number is re- 
quired. Frames can be mounted 
vertically or horizontally. 

Light in the unit is softened with 
a plastic diffuser screen. Outer cover 
of clear plastic protects number from 
weather and finger-marks. 

The lighted house number and 
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door bell button can be installed 
easily in place of or in addition to 
any bell button that uses 10 to 16 
volts of electricity. Only two leads 
are required for both light and bell 
button. 

Write D20 on reply card, page 83. 


STEEL GUTTER SPIKES 


A new-type spike for hanging both 
aluminum and galvanized box gut- 
ters is announced by W. H. Maze 
Co., Dept. SBS, Peru, III. 

Called Stormguard Gutter Spike, 
nail features a strong steel core, 
double-dipped in molten rust-re- 
sistant zinc. It has about 3” of ring 
threads at tip end for anchoring 
purposes. 


Stormguard Gutter Spikes are 
available in 7” and 8” lengths. Points 
are diamond shaped, heads are flat, 
and checkered to hold paint better. 

Write D21 on reply card, page 83. 


STONE APPLICATION 


Application process for Bondstone, 
simulated stone product used for 
exterior and interior home remod- 
eling and construction, has been de- 
veloped by Emco Cement Products, 
Inc., Dept. SBS, Birdsboro, Pa. Proc- 
ess eliminates need for separate 
basecoat, permitting application of 
Bondstone directly over metal lath. 

A mortar additive, X-1 sealer, 
increases plasticity of mortar mix. 
Thus it speeds and controls setting 
up process and makes direct appli- 
cation over lath possible. It also 
reduces shrinkage that would cause 
cracks. 

This one-step application of Bond- 
stone eliminates need for curing 
time, therefore scaffolds and equip- 
ment are not tied up. Application 
cost is reduced, as is all overhead. 
Mortar additives are said to prevent 
efflorescence and to provide a wa- 
terproof finish. 

Write D22 on reply card, page 83. 


ADJUSTABLE PIPE HANGER 


A universal adjustable pipe hanger 
ring which can be used in most ap- 
plications has been developed by the 
Auto-Grip Division of Automatic 
Sprinkler Corp. of America, Dept. 
SBS, Youngstown 1, Ohio. 

The Auto-Grip ring consists of a 
metal band and locking insert for 
attachment to a threaded hanger 
rod. The insert is_ self-locking 
through spring action and through 
the weight of the pipe supported. 

The Auto-Grip ring is available 
in zinc or copper plate as standard, 
for pipe sizes from 1%” through 31%”. 
The band may be readily reshaped 
on the job, if conditions require it. 

Write D23 on reply card, page 83. 


TRACTOR-MOUNTED DIGGER 


Now available for mounting on Mod- 
els 1821 and 1841 of the Ford in- 
dustrial tractor is the Sherman F-8 
“Panther” power Gigger, Model 
1128, manufactured by Sherman 
Products, Inc., Dept. SBS, Royal 
Oak, Mich. 


The tractor-digger combination 
utilizes an independent electric fan- 
cooled heat exchanger that serves 
the hydraulic system. The heat ex- 
changer is equipped with a six-volt 
motor, with a resistor added to the 
electrical system when the digger 
is installed on a tractor with 12-volt 
circuit. 

The end result of this installation 
is said to neutralize factors such as 
extremely hard digging, high atmos- 
pheric temperatures, and sun heat 
radiation. 

Write D24 on reply card, page 83. 
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Zonolite scoops the industry... 


NEW KIND OF INSULATION 
FOR BLOCK .. CAVITY WALLS 


Vactually sheds water Vdoubles insulating value of walls 





Gets You Business 


[_] Motels 

[] Schools 

("] Homes 

{-] Churches 

(_] Farm Buildings 
| 

| 





RIGHT NOW 
in these type buildings 


{_] Industrial Plants 
[-] Shopping Centers 
{_] Cold Storage Jobs 


All 
New 


Leave it to Zonolite to make the 
most dramatic improvement in in- 
sulating materials! Now ready for 








you, Zonolite introduces an en- 
tirely new kind of masonry fill 
insulation that’s really water-re- 
pellent, lightweight, inexpensive. 
Pours freely from bags, flush into 





cores and cavities—in-and- 











around reinforcing and other ob- 
structions. Saves time, labor, 


SELLING FEATURES GALORE WORK FOR YOU! 


* CUTS MASONRY WALL INSULATING COSTS OVER 60% 





* CUTS HEAT LOSS UP TO 50%—AIR-CONDITIONING COSTS, 25% 





% EASY TO INSTALL—2 MEN CAN INSULATE TYPICAL HOME, 2 HRS. 





% POURS FREELY FROM BAG—WON’T SNAG OR BALL UP 





* LIGHTWEIGHT 


Zonolite Masonry Fill Insulation is 
the entirely new and revolutionary 
material for block, tile and cavity wall 
construction. Each granule is sealed 
permanently against moisture in a 


Get Your Share of Profits in the Whopping 
$400 Million Block and Tile Market 


Here, at last, is the kind of insulation the masonry construction 
and needed! It now gives you a chance to 
share in the profit opportunity of a big, bustling, booming in- 
dustry —a tremendous and still-growing $400,000,000.00 market. 


Don’t miss out on this 
new profit opportunity! 


field has waited for... 
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* WON'T SETTLE 


* PERMANENT 


process so completely different, it’s 
been granted a U. S. Patent. Water 
won’t penetrate. Moisture is locked 
OUT, insulating value, locked JN... 
permanently! 


Plan. 
Name 


ree ee SS 


Store Name 


ZONOLITE 


MASONRY FILL INSULATION 
gives you profit dollars you never got before 


money. Tests prove it cuts heat 
loss in half —saves on heating, re- 
duces air-conditioning costs. 

Zonolite Masonry Fill, newest 
addition to the famous line of 
Zonolite insulations, is the per- 
fect tie-in item on every block 
and tile order. Turns one sale into 
TWO sales. No added delivery 
cost because it easily top-loads 
on other masonry supplies. 


CASH-IN 
NOW! 


8-POINT 
“PARTNERSHIP” 
PROGRAM 


This action-compel- 
ling plan helps you get 
off to a quick start to tie 
in with national adver- 
tising now appearing. 


ZONOLITE COMPANY Dept. S8S-49 
135 S. La Salle St., Chicago 3, Illinois 


Send me complete information on Zonolite Masonry 
Fill Insulation and details of 8-Point Partnership 


| 


For more details on above items, use Coupon on Page 83 











DOOR WEATHERSTRIP 


Jamb-Up door weatherstrip is new- 
est addition to weatherstrip prod- 
ucts of Macklanburg-Duncan Co., 
Dept. SBS, Box 1197, Oklahoma City 
1, Okla, 

Both Jamb-Up and companion 
DV-1 door bottom are made of sturdy 
extruded aluminum with tough vinyl 
edge. Flexible vinyl tubing in Jamb- 
Up makes firm contact with door for 
airtight, weatherproof seal. It is re- 
portedly ideal for all wood or metal 
doors — inside, outside, or connect- 
ing. It comes finished in Alacrome or 
Anodized Albras. 

Jamb-Up door weatherstrip comes 
packaged three ways. Pack No. 1 
tubular package contains sufficient 
strip for top and sides of door, plus 
a DV-1 door bottom, if desired, with 
nails, screws and instructions. Pack 
No. 2 contains strips for sides of 
doors in one piece, packed in a poly- 
ethylene sleeve with two side pieces 
and one top piece with no door bot- 
tom, plus nails and instructions. Six 
complete sets are packaged in card- 
board tube. 

Write D25 on reply card, page 83. 


FLEXIBLE DOOR STOP 





An easily-installed, flexible door 
stop has been introduced by H. B. 
Ives Co., Dept. SBS, New Haven 8, 
Conn. Screw base to wall, turn flexi- 
ble spring clockwise on base, and 
Ives Quick-Stall is ready for use 

Each stop is packed unassembled 
in a poly bag, containing base, screw, 
and spring with rubber tip. White 
live-rubber tip has a quiet cushion- 
ing action. Stop is made in two 
projections — No. 060 is 3” and No. 
061 is 4”. It comes in bright brass, 
dull bronze, bright nickel, and dead- 
black finishes. 

Write D26 on reply card, page 83. 


DOUBLE VENT WINDOW 


A new line of Watson double vent 
aluminum slide windows has been 
announced by W. M. Products Co., 
Dept. SBS, 5425 Blossom Street, 
Houston, Texas. 
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Windows come as a completely 
assembled unit, ready to be nailed 
into the rough wall opening. Vinyl 
plastic interlocking bead keeps glass 
air-tight and rattle-free. Double con- 
tact metal backed wool pile provides 
weather-stripping. 

Both vents slide smoothly and are 
easily removed for cleaning from 
inside. Windows also come with fix- 
ed light in the center to provide a 
picture window with ventilation. 
Continuous integral fin peels off 
whenever not needed. Windows are 
available with screens. 

Write D27 on reply card, page 83. 


NEW HARDBOARD COLORS 


Two new companion colors — beige 
and sandalwood — have been added 
to its Marlite line of plastic-finished 
hardboard by Marsh Wall Products, 
Inc., Dept. SBS, Dover, Ohio. 


Colors are available in 8’ x 16” 
planks, 16” square blocks, and Kore- 
lock, a hollow-core paneling. Mar- 
lite’s smooth plastic finish is said 
to be extremely durable, and to re- 
sist heat, moisture, spillage, abrasion, 
and other hard wear. Permanent 
surface of paneling can be damp- 
wiped clean, and never requires re- 
finishing. 

Write D28 on reply card, page 83. 


EXTENSION WORK LADDER 


Designed as a safe, inexpensive lad- 
der for overhead work, the Scranton 
No. 200, made up of five interchange- 
able 8’ sections, has been introduced 
by the Scranton Aluminum Manu- 
facturing Co., Dept. SBS, 419 South 
Wyoming Street, Scranton, Pa. 

This design reduces the number 
of standard ladders necessary for 
various height jobs. It weighs 12- 
pounds per section, and can be 
carried about, since sections fold 
into a package 154%” x 11” x 8’, re- 
ducing storage requirements. 

Side rails are extruded aluminum 
alloy. Rails are 2%” wide and have 
sliding grooves. Rungs are 1” alu- 
minum seamless tubing with ends 
swaged into side rails. Top section 
has wheels to simplify raising the 
ladder, and the bottom section has 
combination ground shoes, includ- 
ing rubber suction cup plates and 
saw tooth spurs. 

Write D29 on reply card, page 83. 


SLIDING PATIO DOOR 


A sturdy sliding glass patio door has 
been introduced by the Rugged 
Rolling Door Co., Dept. SBS, 5425 
Blossom Street, Houston 7, Texas. 

The heavy aluminum-framed door 
is available in 6’, 8’, and 12’-widths, 
shipped either K-D or completely 
glazed. A continuous fin reportedly 
provides easy application. The Rug- 
ged Rolling door is nailed into place, 
or for masonry construction, fin is 
peeled off and handy masonry an- 
chors are snapped securely into the 
sash. 

The door, engineered to glide 
smoothly on nylon and ball bearing 
rollers, comes equipped with anodiz- 
ed aluminum handles and hardware, 
completely weatherstripped with 
thick wool pile weatherstripping. 
Matching aluminum screens are 
furnished. 

Write D30 on reply card, page 83. 


ACOUSTICAL CEILING 


A mineral wool acoustical material 
with a “high-key” decorative face 
has been introduced by the Arm- 
strong Cork Co., Dept. SBS, Lan- 
caster, Pa. 

Called Embossed Travertone, the 
product is designed especially for 
interiors where a combination of 
style and efficiency is desired in the 
acoustical ceiling. 


The face of Embossed Travertone 
is furrowed with ridges and valleys 
that are directional, but irregular. 
These relief surfaces contribute to 
the material’s unusual design and 
give it a high sound-absorption effi- 
ciency. 

The material is available in 
12” x 12” tiles, in %” thickness. 
It is factory-coated with a white 
latex paint finish and is said to 
be incombustible. 

Write D31 on reply card, page 83. 
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SILENT SALESMEN 





num tacks is included with each roll 


‘BLUEPRINT’ PANEL UNIT 


The rolls are packed 16 to a carton, 
dis- 


which converts into a colorful 
play and occupies about one square 


foot of floor space. A mixed carton 
of the most popular widths is avail- 


able for trial orders. 
Contact: Phifer Wire 
Dept. SBS, Tuscaloosa, Ala. 


REVOLVING TILE DISPLAY 


This revolving island display is de- 
signed to show and sell Johns-Man- 
ville Terraflex vinyl asbestos floor 


tile. 


Full 9” x 9” tiles are mounted on 
panels which are removable to allow 
Side 


for easy interchange of tile. 

pockets hold literature showing the 

tile in its 39 colors and three styles 
This five-color “blueprint” display 
highlights entire line of Barclite 
translucent fiberglass reinforced pan- 
els, including the Designers group 
of decorative styles utilizing Jap- 
anese rice paper patterns. 

Suitable either for wall or counter 
display use, 24” x 17” dealer unit 
provides immediate customer selec- 
tion of 14 styles and color samples. 
Blueprint design spotlights uses for 
Barclite in and around the home. 

Contact: Barclite Corp. of Amer- 
ica, Dept. SBS, Barclay Building, 
New York 51, N. Y. 








INSECT SCREENING ROLLS 


The problem of cutting aluminum 
insect screening for the retail cus- 
tomer is solved by this handy pack- 
age of pre-priced Quik-Tak rolls. 
Offered in standard widths from 
24” to 48”, all Quik-Tak rolls are 
66” long — sufficient for the average 
door or window. A packet of alumi- 


and occupies 225%” x 20%” of 
space. 

Contact: Johns- Manville Sale 
Corp., Dept. SBS, 22 E. 40th Street 


New York 16, N. Y. 


ROLLER MERCHANDISER 


A Wooster permanent-type  floo 
merchandiser enables dealers to con 
solidate all roller frames, covers, an¢ 
trays into a well-organized and com 
pact department. 

Colorful sign panel at top has com 
plete information to help customer 


select the right cover for each job 
Slanted shelves hold an assortment 


of best seller items up front an 
well displayed. Panel face identifie 
each item and provides space 
pricing. 

The sturdy, all-metal display take 
three square feet of floor space 

Contact: The Wooster Brush Co 
Dept. SBS, Wooster, Ohio. 
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INUM FRAME  Retled and 
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Make a profitable addition 
to your present business with 
a small investment and low 
inventory. 

You can fabricate aluminum window 
screens and screen doors in your own 
shop. 

We furnish you with lineal footage ma- 
terials and the necessary hardware. 

We supply you with simple inexpensive 
tools and equipment. 


You need not carry large stocks of fin- 
ished units. 
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The merchandiser stands 61” high 
floo! 


We sell to fabricators 
only. You make win- 
dow screens and screen 
doors and sell to home 
owners and home 
builders. 


You please your cus- 
tomers by making 
exact size desired. 


You give prompt 
| service. 


WRITE, WIRE OR PHONE TODAY 


Southeastern 


PHONE STate 6-6364 
BIRMINGHAM, ALA. 


P, O. BOX 26 
POWDERLY STATION 


For more details on above items, use Coupon on Page 83 














FLASHINGS MERCHANDISER 


A showroom display comes free with 
the initial purchase of Carlton Mono- 
Flash Neoprene roof vent flashing. 

The Mono-Flash flashing is man- 
ufactured of tough, flexible, weather- 
resistant DuPont Neoprene. It has 
a special double seal that reportedly 
provides positive water-tight instal- 
lations on residential or commercial 
buildings. It is said to be corrosion- 
proof, never to stain roofs, and to 
remain tight in spite of movement 
caused by pipe expansion, contrac- 
tion, and building settling. 

Contact: Carrollton Manufacturing 
Co., Mono-Flash Division, Dept. SBS, 
Carrollton, Ohio. 


MASKING TAPE DISPENSER 


This modern display rack for mer- 
chandising dispenser rolls of Bear 
masking tape is constructed of 
strong, black-finished steel wire. It 
requires only two-thirds of a square- 
foot of counter space or wall area. 
The fixture is 8%” deep, 10%” wide, 
and 25” high. It suspends the pack- 
aged rolls on ten double-hooks on 
four tiers. 


1 The rack is sold complete with 
i 48 rolls of masking tape in three 
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sizes. Rolls are completely pre-priced 
and assembled on the stand to elimi- 
nate set-up time. 

A pressure-sensitive label on the 
back of the rack’s four-colored metal 
sign provides installation and stock 
control instructions. 

Contact: Behr-Manning Co., Dept. 
SBS, Troy, N. Y. 


HARDWARE DISPLAY BOARD 


A natural-finish birch display board 
is offered free with each assortment 
No. 48 of Medalist hardware, the 
newest styling in the modern mode, 
consisting of C287 pull, C691 knob 
and C284 utility hook. 

Items mounted on board are regu- 
larly furnished in bright chrome, 
bright brass and old copper finishes. 


Contact: Medalist Hardware Divi- 
sion, National Lock Co., Dept. SBS, 
Rockford, Il. 


REDWOOD HOME USES 


A 16-page “Home Planners” book- 
let illustrates in color the beauty 
and versatility of the California red- 
wood. 

The brochure shows redwood sid- 
ing on the exterior of homes, left 
to weather naturally, without bene- 
fit of any exterior finish, or stained 
or painted. 

Interior design with redwood is 
illustrated with the use of all-heart- 
wood paneling and the A-grade pan- 
eling. Designs show how redwood 
siding and paneling can relate house 
and garden. 

Small redwood jalousies for con- 
trol of sunlight and ventilation and 
large-scaled louvers which double 
as movable space dividers and shade 
devices are also shown. 

Contact: Service Library, Cali- 
fornia Redwood Assn., Dept. SBS, 
576 Sacramento Street, San Fran- 
cisco 11, Calif. 


ROPE MERCHANDISING RACK 


This marine rope rack contains poly- 
ethylene braided yellow rope, nylon 
braided rope, and vinyl coated gal- 
vanized tiller cable. The merchan- 
dising stand is 24” high and takes 
up less than one square foot of floor 
or counter space. 

The rack offers the dealer an easy, 
low-cost, low inventory way to show, 
stock, and sell the fastest-selling 
rope sizes, quantities and_ types. 
These synthetic ropes are widely 
used as anchor rope, starter cords, 
ski tow rope, mooring lines, hal- 
yards, life lines, barrier cord, and 
utility rope. 

Contact: John H. Graham & Co., 
Inc., Dept. SBS, 105 Duane Street, 
New York 8, N. Y. 


PRE-PACKAGED BOLTS 


An attention-getting counter or wall 
display package card for toggle bolt 
wall fasteners has been introduced 
by the Diamond Expansion Bolt Co. 

Designed as a sales stimulus, the 
pre-packaged two-unit display con- 
sists of a clear polyethylene bag 
attached to a bright blue, white, and 
black card. 


Instructions for use of the toggle 
bolt fasteners are printed on the 
rear of the package. The face of the 
cards contains bolt and drill size. 
A hole punched in the cards allows 
for convenient rack hanging. 

Contact: Diamond Expansion Bolt 
Co., Inc., Dept. SBS, Garwood, N. J. 
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presenting ... 


a rugged sectional 
at a right price! 


Here’s Berry’s new four-section door—the newest, trim optional. See your distributor now, or write: 
most advanced on the market! Best yet, it’s priced Steel Door Corporation, 2400 E. Lincoln, Birming- 
to outsell all other sectionals. ham, Michiga the world’s largest manufacturer 
of residential garage doors. In Canada: Berry 


But even at its highly competitive price, this hand- : . 
Door Co., Lt Wingham, Ontario. 


some door boasts Berry’s famous sales-pulling 
features: easy-lift, quiet operation; tapered track, 
adjustable rollers; full-width unlatching mecha- 
nism; complete weather stripping; rigidized face 
panels; continuous section hinges; nylon sheaves 
and rollers. Paintlok steel face and frame won’t 
swell, shrink, peel, check, rust. And the door 
carries Berry’s exclusive five-year guarantee! 

This new Berry Sectional will help you roll up 
more sales, bigger profits than ever. Windows and 
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SOAR TO 
pots 


new/\ HEIGHTS! 


> 


ee 


& 
with 


INTERIOR 


Shutters 


and 


Blinds 
SEE 


on Display at 
TEXAS LUMBERMEN'S 
CONVENTION 
APRIL 19-21 
at Fort Worth, Texas 


OR 


For descriptive 


diterature and 


rie@ information 


The SAM A. 


5035 Willis ¢ P. O.8 © Dallas, Texas 


For more details on above items, 








MODEL HOME DISPLAY 


The 1959 Celotex model Name Brand 
Merchandiser is available to build- 
ers for model house promotions. 

Floor display stands about 5’ high, 
and consists of a panel set on easel 
stand. Panel, illuminated with back 
lighting, has ten slots which hold 
translucent paper inserts bearing 
names of nationally-known products 
and other merchandising features. 
Provision is made also for insertion 
of builder’s name at the top of the 
panel. 

Shelf with perforated backing 
holds “take home” pieces for dis- 
tribution to home prospects. Display 
is of durable metal and hardboard 
construction. 

Contact: The Celotex Corp., Dept. 
SBS, 120 South LaSalle Street, Chi- 
cago 3, Ill. 


REVOLVING PAINT SELLER 


A unique animated dealer display 
has been introduced by Vari-Krom, 
Inc. Called the Vari-Krom “Dream- 
a-Home,” unit exhibits four minia- 
ture rooms in which wall surfaces 
and furnishings have been finished 
with multicolor paint. 


© ini 
Se. 


The illuminated display is de- 
signed for windows or counters. It 
is 24” in diameter and 43” high. 
When placed on counter or aisle 
table, the slowly revolving minia- 
ture rooms are viewed at eye level. 

The decorator-designed ‘“Dream- 


use Coupon on Page 83 


a-Home” rooms include a living 
room, bedroom, nursery, and kitch- 
en. The selection of Vari-Krom mul- 
ticolors includes some of the new 
“Golden Touch” combinations. 

Contact: Vari-Krom, Inc., Dept. 
SBS, Hoboken, N. J. 


VENTILATING HOOD DISPLAY 


A steel and wood display holds three 
units from Lau Blower Co.’s line of 
range and oven ventilating hoods. 
Multi-colored panels support units 
and present important features of 
each in big, easy-to-read letters. 
From top to bottom, display shows 
an oven hood, the DeLuxe Champion 
range hood, and the Challenger 
range hood. Display units are fin- 
ished in coppertone and all may be 
plugged in for actual operation. 


RANGE 


LAU and OVEN 


VENTILATING 
HOODS 


Constructed in a space-saving tri- 
angular shape, display measures 
8414” high, 18” deep, and 4614” wide. 
It requires less than six square-feet 
of floor space. 

Contact: The Lau Blower Co., 
Dept. SBS, 2027 Home Avenue, 
Dayton 7, Ohio. 


DEALER CALENDARS 


Colorfully-illustrated 1959 calendars 
— with a week-end handyman pro- 
ject printed on the back of each page 
— are being offered by the Masonite 
Corp. to its dealers. 

The do-it-yourself plans, designed 
to promote the sales of Presdwood 
and other building materials, are 
complete in detail, diagram, and 
illustration. They include a built-in 
bedroom layout, workshop, linen 
closet, corner storage unit, carport, 
pigeonhole shelving, picnic table and 
lawn chair, laundry room, garage, 
attic room, and corner wardrobe. 

The calendars have a space on each 
page for the dealer’s imprint. 

Contact: The Masonite Corp., Dept. 
SBS, P. O. Box 777, Chicago 90, II. 
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Long-Bell Kitchen Cabinets are available in units to fit 
any kitchen (in 3” modules) . . . Ready to install or knocked down. 


Natural Geoaily 


with Super Satin Surface Kitchen Cabinets 


Long-Bell kitchens help enhance 
your reputation and your profits 





IMPORTANT NEWS! The new “Super Micro- 

after the sale is made. seal” process is now applied to all Long- 

The mellow color of Bell Kitchen Cabinets (set up or knocked 

natural wood Long-Bell Kitchen down). This revolutionary process saves 

Cabinets stays fresh and pleasing for the life you up to 75%, of the complete finishing 

of the home. The hearty warmth of L-B rift job. Low-cost, Super Satin Surface needs 

grain fir and natural birch cabinets fits any no additional sanding. Sealer coat is not 
decor . . . And, L-B cabinets can be finished needed on Super Microsealed Surfaces. 

and refinished for generations. sa 


This pleasant kitchen is your 
“working” salesman long 











Attractive, custom-tailored Long-Bell doors and windows also add to the prestige 
of your home. You can increase profits even further by specifying L-B Flakewood® 
paneling . . . the easy-to-install third dimensional panel that slashes labor costs 
while enriching any room. 


INTERNATIONAL PAPER COMPANY 


WRITE TODAY for free information on L-B [lonG—ReLL 


Kitchen Cabinets, doors, windows and Flakewood® 
DIVISION 


Longview, Washington 
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PLUMBING FIXTURE STAND 


A self-standing floor display shows 
a grouping of the most popular 
Gerber brass fixtures. Included are 
a bath and shower fixture, centerset 
faucet, two ledge faucets, and two 
bath drains. 

Stock brass is used throughout; 
no special cutting, drilling or attach- 
ments are necessary. Finished in a 
rich blue with white fixture mount- 


ings, the display stands 6’ high and 
12” wide. It occupies a floor area 
of less than four square feet. 

Easily assembled by hand, the 
display readily allows for variation 
of fixtures in regard to local demand. 

Contact: Gerber Plumbing Fix- 
tures Corp., Dept. SBS, 232 N. Clark 
Street, Chicago, III. 


IRON RAILING CHART 


An attractive, double-action com- 
bination sales and planning chart 
comes free with introductory pur- 
chase of Easyfit ornamental iron rail- 
ing. 

The colorful, two-sided sheet has 
selling copy in front with easy-to- 
use instructions and order form on 
the back. 

Illustrated literature is designed 
to fit into a special “take-one” rack 
mounted on the Easyfit floor mer- 
chandiser. Information on literature 
encourages customers to plan, buy, 
and install their own do-it-yourself 
Easyfit ornamental iron jobs. 

Introductory purchase offer also 
includes free display columns and 
ornamental railing, ready to mount 
on the unique merchandiser. 

Contact: Ajust-A-Rail Co., Dept. 
SBS, Lodi, Ohio. 


Does Your GAS BUILT-IN LINE 
Still Have An Old Fashioned 





TENNESSEE STOVE 


EXPOSED 


Then Investigate the NEW 


GAS OVEN with CONCEALED VENTING 
and BIG 18’ WIDE OVEN 

MODERN MAID is also the only 

line with a complete assortment 

of Super-thin RANGE TOPS that allow 
DRAWER SPACE UNDERNEATH 


VENT? 





Visit us in apg 


our Booth — | 
Lumbermen’s Ass'n of | ‘€° ae? 
Texas Convention, | ~ Modern, Maid 
Ft. Worth, 
April 19-21 





CHATTANOOGA 1, TENNESSEE 


For more details on above items, use Coupon on Page 83 


CEILING TILE DISPLAY 














This wall display, approximately 28” 
square, is designed to help dealers 
merchandise complete line of six 
Insulite ceiling tile products. 

Four 12 x 12 tongue-and-groove 
tiles slip easily into wrought iron 
frame. Any of six tiles can be chang- 
ed quickly and easily to suit dealer’s 
individual sales efforts. 

An eye-catching top sign to iden- 
tify products comes with each dis- 
play kit. Smaller signs, which iden- 
tify each Insulite tile, fit at the bot- 
tom of the display frame. 

Contact: Insulite, Dept. SBS, 500 
Investors Building, Minneapolis 2, 
Minn. 


QUALITY LABEL 


St. Regis Panelyte’s new “golden seal 
of quality” is now available free to 
Panelyte distributors and dealer- 
fabricators. 

Printed in red and black on dull 
gold foil, and designed for consumer 
installations, the label describes the 
qualities of Panelyte surfaces. It also 
gives precautions to be taken in its 
use and care. 

The “seal” shaped labels have 
space for dealer imprint, if desired. 

Contact: Panelyte Division, St. Re- 
gis Paper Co., Dept. SBS, 150 East 
42nd Street, New York 17, N. Y. 


COMPLETE HARDWARE PACK 


Har-Vey Hardware introduces a 
new improved Handi-Pak for its 
sliding door hardware line. The new 
Handi-Pak now includes this door 
bumper, said to make it the most 
complete package available. 

Contact: American Screen Products 
Co., Dept. SBS, 61 E. North Avenue, 
Northlake, II. 
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PADLOCK DEPARTMENT | ) 
REST ANOTHER Vubco FIRST | 
: * Q 


ALUMINUM 
SCREEN PORCH 


ENCLOSURES with ALL-NEW 


SLIDING 


i = ALUMINUM 
This compact padlock department is | 4 Cc Re E i: Nl D oo 4 


offered free to the dealer who buys 
two each of the 14 displayed pad- 
locks at regular price. 

Called the No. 100 Master Padlock 
Salesmaker, the display unit meas- 
ures 1154” x 235%”. 

The Master nameplate sign is in 
bright brass and embossed two-col- 
or plastic. The laminated wood panel 
unit is finished in blue. Other fea- 
tures of the unit include colorful 
price tickets and plated padlock 
hangers of special design to prevent 
pilfering. 

Contact: Master Lock Co., Dept. 
SBS, Milwaukee 45, Wis. THE CROWNING TOUCH 


OF BEAUTY AND UTILITY 
TO ENHANCE 
BLIND FASTENER BOX VULCO SCREEN 
PORCH ENCLOSURES 























This new VULCO Sliding Aluminum 
Screen Door will make a tremen- 
dous hit with home owners be- 
cause it gives more useable space 
to porch enclosures, doesn't re- 
quire the extra floor space a 
swing-door must have. It glides 
open at a touch because it rides 
on two quiet nylon rollers. Sim- 
plicity in design of both door and 
enclosures reduces labor costs... 
A Leader in the Industry since 1945 ome \ adds to your profit. Mail coupon 
Member: Screen Manufacturers today for full information. 

















| Association, National Combination 
Storm Window and Door Institute 


y METAL PRODUCTS, Inc. 


A metal-edge display carton has 
been introduced to merchandise 
Molly Jack Nuts — blind fasteners 
designed especially to hold fixtures SALES OFFICES: Atlanta, Ga.; Birmingham, Ala.; Chicago, IIl.; Liberty, Mo.; Los Angeles, Calif; 
securely in hollow-core flush doors. Mountainside, N. J.; New Smyrna Beach, Fla.; New York City; Tyler, Tex 

Open for display, the sturdy, two- 
color box measures 5” x 4” x 6”. 

The carton contains 150 4S, 50 6S, 
and 25 8S Jack Nuts, 10 friction 
wrenches, and a generous supply of 
descriptive folders. 


2801 6th Avenve, South, Birmingham, Ala 
NEVER your COMPETITOR 


oe 
@ To: Vulcan Metal Products, Inc. CHECK ITEMS OF PARTICULAR INTEREST TO You @ 
H —.. ee [ screens | Doors | WINOOWS | ENCLOSURES iH 
venue, ou A . ei 
; Birmingham,: Alabama MAME } 
: . 
a 
A 











Please send me complete information 

Contact: The Molly Corp., Dept. about VULCAN Quality Products and 

SBS, 230 N. Fifth Street, Reading, VULCAN Service. No obligation. 1) - 

Pa. BDSSSRSSSSSSSSSSeesee i‘ *882S SSSR FReeeeReeeeee 
MAIL COUPON TODAY 


ADORESS __ a 
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KING ROYAL 
* PRESENTS 














DOOR LITES 








Your installation will cost you less | 
with the ROYAL LINE door lite. | 
Consistent high quality and prompt | 
shipments assured. 


Shipments of 150 Ibs. prepaid. 
Sold through jobbers only. 


“K Call or Write 
AL FIELDS 


oie us 4 
e souTHERN 
DOOR LITE COMPANY 


46 WESTLAND BOULEVARD, SW 
ATLANTA 10, GA. 
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POINT-OF-SALE DISPLAY 


CARPET AT THE & 


= 
| 


A point-of-sale display of Azrock 
Carpet Tones tile is available from 
Azrock Floor Products Division. 

Printed in chocolate brown and 
pink color combination, display 
stands in unique accordion effect, 
supported by wire legs. Four actual 
9” x 9” Azrock asphalt tiles are 
mounted on stand, approximately 
36” wide and 18” high. 

Window or wall streamer is in- 
cluded in the package. It is printed 
in three colors with a carpet tone 
effect background. 

Contact: Azrock Floor Products 
Division, Uvalde Rock Asphalt Co., 
Dept. SBS, Box 531, San Antonio, 
Texas. 


TILE ENVELOPE STUFFER 


An envelope stuffer is available on 
Atlas line of acoustical tile and 
wallboard cement. Designated AF-6, 
folder describes both dab and 
spreader methods of application. 

Another folder, AF-1, covers en- 
tire Atlas builders adhesives line of 
ten products used to install wall, 
floor, and ceiling materials, and 
latex cement patch for repairing 
concrete. 

Contact: The Flintkote Co., Indus- 
trial Products Division, Dept. SBS, 
30 Rockefeller Plaza, New York 20, 
N. Y. 


POLYETHYLENE DISPENSERS 


Kordite Corp. has introduced its new 
“multi-fold” package of polyethylene 
film, designed to make wide widths 
of plastic film easier to handle. 


Kordite’s 20-footer will be “four- 
folded” into a handy 5’ package. The 
32-footer is “eight-folded” into an 
easy-to-handle 4’ package. 

Company also has introduced its 


1959 “Kordispenser” — a dispensing 
carton that makes it easy to pull out 
and cut off as much film as needed. 

Free display rack for dispensing 
film has been re-designed to hold 
seven sizes, ranging from 3’ to 12’ 
in width. Rack sign includes more 
selling information than before and 
has added details about specific use 
for each size. 

Contact: The Kordite Corp., Dept. 
SBS, Macedon, N. Y. 


DUAL-PURPOSE DISPLAY BOX 


For merchandising accessory tools 
to its Powershop woodworking ma- 
chine, the DeWalt Division of Ameri- 
can Machine and Foundry has in- 
stituted a new idea, offering the 
tools as three separate kits pack- 
aged in combination display and 
carry-home corrugated boxes. 

The three kits — boring, routing, 
and sanding; curve cutting and fin- 
ishing; and shaper-jointer — are 
packaged in different-size boxes, all 
of which are die-cut to hold tools 
securely in place within boxes. Each 
package has a section on the top 
flap bearing the company name, 
which may be folded up to serve as 
an attractive display card for Amer- 
ican Machine and Foundry. 


Contact: DeWalt Division, Ameri- 
can Machine and Foundry, Dept. 
SBS, 261 Madison Ave., New York 
16: aN. X. 


DEALER MAT SERVICE 


The West Coast Lumbermen’s Assn. 
has released its 1959 dealer mat 
service, aimed at the new home 
builder and the do-it-yourself re- 
modelers’ market. Mats stress beau- 
ty, durability, and economy of West 
Coast lumber. 

Service offers 16 newspaper mats 
in one-, two-, and three-column sizes, 
varying from 3” to 7” in depth. Mats 
depict a range of family activities, 
such as building of carports, party 
rooms, kitchen cabinets, and woven 
fencing. 

The service also includes WCLA’s 
utility farm building promotion kit, 
including newspaper mats and hand- 
bills. 

Contact: The West Coast Lum- 
bermen’s Assn., Dept. SBS, 1410 
S. W. Morrison Street, Portland 5, 
Ore. 
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101 Weatherstrip Catalogs — Four 
new catalogs describing its combina- 
tion sash balance weatherstrip, full 
jamb metal weatherstrips, kerf type 
metal weatherstrips, and nail-on type 
metal weatherstrips, are available 
from W. J. Dennis & Co., Dept. SBS, 
>: fae Kenneth Avenue, Chicago 
41, Ill. 


102 Screen and Storm Sash — The 
AIA Homeshield Bulletin No. 35-P- 
12 illustrates various types of roll- 
formed aluminum screen frames and 
storm sash frames, plus combinations 
of both, that make up six different 
matching screen and window sets. 
Patio and screen coor components 
are covered, also. Specifications, con- 
struction, and distribution informa- 
tion is included. American Screen 
Products Co., Dept. SBS, 61 East 
North Avenue, Northlake, Il. 


105 Western Pine — 101 Home Ideas 
— Full-color booklet shows 24 pages 
of provocative ideas for building and 
remodeling with the ten species of 
Western pine. Single copies free; 
quantity rates available from the 
Western Pine Assn., Dept. SBS, 
Yeon Building, Portland 4, Ore. 


106 Hardboard Uses — A new eight- 
page booklet, “How to Use Weyer- 
haeuser Hardboards” includes detail- 
ed drawings and descriptions on 
structural practices and principles. 
Photographs and drawings show uses 
and application procedures of Weyer- 
haeuser Weytex, Weylite, and Wey- 
base hardboard in typical new- 
building, remodeling, attic, garage, 
and farm use. Silvatek, Box S, 
Weyerhaeuser Timber Co., Dept. 
SBS, Tacoma 1, Wash. 


107 House Siding Finishes — “Nat- 
ural Finishes For House Sidings” by 
John Reno gives pertinent data on 
the kinds, applications, and cost of 
natural finishes for redwood, cedar, 
and cypress. The Pacific Lumber 
Co., Dept. SBS, 35 East Wacker 
Drive, Chicago 1, IU. 


108 Aluminum Siding — Folder de- 
scribes and gives sales pointers on 
Tripl-Tite painted aluminum siding. 
Also shows new and _ remodeled 
homes sided with Tripl-Tite alumi- 
num. National Metal Products Co., 
Dept. SBS, 2 Gateway Center, Pitts- 
burgh 22, Pa. 


109 Window Sash Balances — The 
Spiralflex weatherstrip-sash balance 
is described in a catalog sheet. The 
unit does not need individual part- 





ing bead and assures plumb installa- 
tion. It has spiral balances. Caldwell 
Manufacturing Co., 
Commercial 
i ip 2 


Dept. SBS, 64 


Street, Rochester 14, 


110 Ready-Mix Concrete Equipment 
— Details are available on the Wins- 
low Ready-Mix plant installation, 
with specific reference to the cost, 
operation, and return on investment 
of the Binanbatch. Winslow Scale 
Co., Dept. SBS, 25 & Haythorne, 
Terre Haute, Ind. 


112 Home Buyer’s Guide — Booklet 
gives helpful information on house- 
buying, including such considera- 
tions as neighborhood, lot, roofing, 
insulation, kitchen, hot water, bath- 
room, plumbing, electrical system, 
basement, attic, heating, cooling, and 
financing. Southern Pine Assn., Dept. 
SBS, Box 1170, New Orleans 4, La. 


113 Decorative Door Lights — Cata- 
log describes and gives specifications 
for Royalite packaged, glazed fiush 
door inserts, decorative moldings and 
lights, Royalouvers, and oak thresh- 
olds. Southern Door Lite Co., Dept 
SBS, 46 Westland Boulevard, S.W., 
Atlanta 10, Ga. 


114 Polyethylene Sheeting — Cata- 
logs, prices, and samples of pure 
polyethylene sheeting in three thick- 
nesses, widths from 3’ to 10’, are 
available from Warp Bros., Dept 
SBS, Chicago 51, II. 


115 Closet Doors — “Space and Cost 
Savings” is a folder illustrating and 
describing Berry Float-Away closet 
doors. The doors reportedly save $50 
per house on construction costs 
Berry Float-Away Closet Doors, 
Dept. SBS, 1091 Zonolite Road, N.E., 
Atlanta 6, Ga. 


116 Masonry Fill Insulation — Data 
sheet gives complete information on 
Zonolite’s new water-repellent in- 
sulation for concrete block and cavi- 
ty wall insulation. Tables show re- 
ductions up to 50 per cent in heat 
transfer, resulting in lower heating 
and air conditioning costs. Zonolite 
Co., Dept. SBS, 135 S. LaSalle Street, 
Chicago 3, Ill. 


117 Plaster Reinforcement — A 20- 
page research booklet reports “The 
Crack Resistant Properties of Gyp- 
sum Lath and Plaster Angles Form- 
ed by the Intersection of Walls and 
Walls with Ceilings Reinforced 
with Various Types of Metal Rein- 
forcement.” It shows the superior 
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performance of Keycorner' wire 
mesh. Keystone Steel & Wire Co., 
Dept. SBS, Peoria 7, I. 


118 Aluminum Siding — Literature 
describes and shows Reynolds alu- 
minum Lifeguard weatherboard sid- 
ing. Siding is available in horizontal 
and vertical panels and finished in 
ten baked enamel colors. Reynolds 
Aluminum Supply Co., Dept. SBS, 
P. O. Box 1367, Atlanta 1, Ga. 


119 Plastic-Finished Panels — Full- 
color catalog covers Marlite’s line 
of plastic-finished hardboard wall 
and ceiling panels. It shows a 
full variety of colors and patterns 
— Hi-Gloss, Marble Panel, Wood- 
panel, plank, block, and Korelock. 
Marsh Wall Products, Inc., Dept. 
SBS, Dover, Ohio. 


120 Asphalt Roofing Materials — 
Four-page catalog insert gives com- 
plete specifications, descriptions of 
uses, and directions for both cold 
and hot applications. It covers as- 
phalt roofing and coatings and ce- 
ments. Lion Oil Co., Asphalt Sales, 
Dept. SBS, El Dorado, Ark. 


121 Fir Plywood Facts — Available 
to dealers and their employees is 
a 48-page pocket-size fir plywood 
guide which includes basic grade- 
use data, advantages, and much 
“know-how.” Douglas Fir Plywood 
Assn., Dept. SBS, 1119 A Street, 
Tacoma 2, Wash. 


122 Plastic Water Putty — Catalog 
sheet shows home uses for Durham’s 
Rock-Hard water putty, explains 
how to color it, and lists types of 
customers who find it “indispens- 
able.” Donald Durham Co., Dept. 
SBS, Box 804-0, Des Moines, Iowa. 


23 Recessed Oven and Range Units 

A full-color brochure gives in- 
formation and_ specifications for 
Modern Maid built-in ovens and 
top units. It includes distributor 
propositions to dealers of sales dis- 
play space and salesmen to call on 
builder trade. Tennessee Stove 
Works, Dept. SBS, Chattanooga 1, 
Tenn. 


124 Steel Attic Stairs — Descriptive 
literature gives illustrations and 
specifications for the low-cost TFC 
Metal-Fold disappearing stairway. 
Price lists are supplied on request. 
Tennessee Fabricating Co., Dept. 
SBS, 1490 Grimes, Memphis 6, Tenn. 


125 Masonry Wall Reinforcement — 
Bulletin gives specifications and 
shows Dur-O-waL masonry wall 
reinforcement with cavity, bonded, 
coursed, or stacked course masonry 
wall, and wall with plaster. Dur- 
O-waL Products of Alabama, Inc., 
Dept. SBS, P. O. Box 5446, Bir- 
mingham 7, Ala. 


129 Wood Window Designs — Folder 
is available on M W Distributors’ 
new D-Lite window with diamond- 
shaped light areas. Another folder, 
entitled “Does Your Home Have 
Curb Appeal?” shows different styl- 
ing of the complete line of R-O-W 
removable wood windows with Lift- 
T-Lox balance springs. M W Distrib- 
utors, Dept. SBS, Rocky Mount, Va. 


130 Sash Balance and Metal Weath- 
erstrips —- Southern Metal’s one- 
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piece sash balance and weatherstrip 
is described and illustrated in Cata- 
log 57J. Catalog 57B has pictures 
and specifications for a complete 
line of thresholds and weatherstrips. 
Southern Metal Products Corp., Dept. 
SBS, 1775 Airways Blvd., Memphis 
14, Tenn. 


131 Pressure-Treated Lumber — 
“Safeguard Building Dollars With 
Wolmanized Pressure-Treated Lum- 

” is a 16-page brochure illus- 
trating applications of lumber treat- 
ed against deterioration from rot- 
producing fungi and termites. Kop- 
pers Co., Inc., Dept. SBS, 750 Kop- 
pers Building, Pittsburgh 19, Pa. 


132 Aluminum Jalousies — Conven- 
tional and unusual uses for Truscon 
jalousies are illustrated in a colorful 
16-page folder. Detail drawings show 
how installations are made in wood 
frame, brick veneer, solid masonry, 
and concrete block. Truscon Steel 
Div., Republic Steel, Dept. SBS, 1050 
Albert Street, Youngstown 1, Ohio. 


133 Hardboard Panels A 24-page 
catalog entitled “Guide for Builders” 
describes and illustrates exterior 
and interior uses of Masonite hard- 
board panels. Physical properties of 
the panels, proper methods of work- 
ing with Poe and recommended 
application procedures also are cov- 
ered. The Masonite Corp., Dept. 
SBS, Suite 2037, 111 W. Washington 
Street, Chicago 2, IIl. 


134 Aluminum Windows — Twenty 
Ualco aluminum windows and four 
Ualco aluminum curtain wall sys- 
tems are shown and described in a 
new 40-page catalog, which includes 
specifications, sizes, and installation 
details. Also available are individual 
brochures on windows and curtain 
wall. Southern Sash Sales & Supply 
Co., Inc., Dept. SBS, Sheffield, Ala. 


136 Wood Window Walls — Catalog 
No. £91 and dealer selling kit cover 
use of Andersen wood window units 
for residences, institutional build- 
ings, and light commercial struc- 
tures. Strutwall, Flexivents, Beauty- 
Line, Pressure Seal double-hung, 
gliding, casement, and basement 
units shown. Andersen Corp., Dept. 
SBS, Bayport, Minn. 


137 Builder Products Fully-illus- 
trated 32-page booklet describes 
complete line of Insulite building 
materials, including sheathing, prim- 
ed siding, roof deck, shingle backer, 
ceiling tiles, interior wallboards, 
hardboards, and insulating wool. 
Also, handy application tips are of- 
fered. Insulite Division, Minnesota 
& Ontario Paper Co., Dept. SBS, 500 
Investors Building, Minneapolis 2, 
Minn. 


138 Steel Farm Products — “Farmers 
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and Ranchers Handbook” supplies 
76 pages of data on specifications 
and plans for the use of steel ma- 
terials for fencing and roofing on 
farms. It also includes meat-cut 
charts, household helps, teen-ager 
tips. Tennessee Coal & Iron Division 
of U. S. Steel Corp., Dept. SBS, 
Fairfield, Ala. 


139 Steel Frame Buildings — Eight- 
page brochure shows standard sizes, 
details, accessories, and varied uses 
of Dixisteel rigid-frame buildings. 
It also presents all-steel triangular 
or bow-string truss roof systems. 
Atlantic Steel Co., Dept. SBS, Ware- 
house Division, P. O. Box 1714, At- 
lanta 1, Ga. 


140 Vitrified Clay Products — Bro- 
chure describes W. S. Dickey’s cou- 
pling. Booklets are also available 
on Dickey Perma-Line (R) Clay 
coupling/pipe, and _ on fittings, 
drain tile, wall coping, and flue lin- 
ing. W. S. Dickey Clay Manufactur- 
ing Co., Dept. SBS, P. O. Box 2028, 
Kansas City 42, Mo. 


141 Wood Window Units — Three 
folders describe, list full specifica- 
tions, and illustrate Dierks Snap- 
Tite removable window units, stack 
awning, and Light-Lift, double-hung 
window units. Dierks Forests, Inc., 
Dept. SBS, 810 Whittington Avenue, 
Hot Springs, Ark. 


142 Aluminum Nails Brochure 
shows complete line of Phifer alu- 
uminum nails. It explains temper- 
ing and etching of aluminum alloy 
nails. Price list gives dealer costs 
of “job size” boxes and 50-lb car- 
tons. Phifer Wire Products, Dept. 
SBS, Box 12, Tuscaloosa, Ala. 


143 Bonded Asphalt Roofing — An 
eight-page color-illustrated booklet 
contains 22 questions and answers on 
Lloyd A. Fry roofing, including its 
durability, full-value bond guaran- 
tee, cost, fire protection, weather and 
wind resistance, and colors. Fry’s new 
3-tab, 290-pound Shado-Bilt strip 
shingles also are described and shown 
in 13 colors and white. Lloyd A. Fry 
Roofing Co., Dept. SBS, 5818 Archer 
Road, Summit (P. O. Argo), Ill. 


144 Interlocking Asphalt Shingles — 
A color folder describes and illus- 
trates Ruberoid’s asphalt Lok-Tab 
shingles. Four color blends are fea- 
tured. The Ruberoid Co., Dept. SBS, 
a Avenue, New York 36, 


145 Western Lumber Sources — A 
48-page booklet gives mill person- 
nel, capacity, and facility informa- 
tion on mills producing Douglas Fir, 
West Coast hemlock, Western red 
cedar, and Sitka spruce lumber. 
West Coast Lumbermen’s_ Assn., 
Dept. SBS, 1410 S. W. Morrison 
Street, Portland 5, Ore. 


146 Stock Woodwork — A 40-page 
catalog gives specifications, con- 
struction, and application details for 
Curtis wood window styles and 
types. Curtis Companies Service 
Bureau, Dept. SBS, Clinton, Iowa. 


147 Ceiling Tile — A 16-page booklet 
features Celotex’s Hush-Tone and 
Designer ceiling tile in three “idea” 
rooms. It also covers other Celotex 


residential materials. The Celotex 
Corp., Dept. SBS, 120 S. LaSalle 
Street, Chicago 3, Ill. 


148 Removable Horizontal Windows 
— A four-page folder describes the 
Rimco Slide removable horizontal- 
sliding wood window unit. It em- 
phasizes its styling, economy, weath- 
er-tightness, and easy maintenance. 
Rock Island Millwork Co., Factory 
Dept. SBS, Rock Island, IIl. 


150 Fiber Roof Coating — “The Easy 
and Low Cost Way to Repair and 
Renew Roofs” is a folder covering 
the uses of Gardner asphalt-asbestos 
roof coating. Gardner Asphalt Prod- 
ucts Co., Dept. SBS, P. O. Box 5776, 
Tampa, Fla. 


151 Wood Shutters and Doors — 
Descriptive catalog shows beauty, 
quality, and outlines profits on Wing- 
Line Fit ‘n’ Finish shutters, Wing- 
Crest interior shutters, and Wing- 
Line Shutterfold doors. Sam A. 
Wing Co., Inc., Dept. SBS, 5035 
Willis Avenue, Dallas 6, Texas. 


152 Wood Paneling — Full-color 
brochures and a folder illustrate and 
describe plywood, Ripplewood, and 
California redwood wall paneling. 
Georgia-Pacific Corp., Dept. SBS, 
Equitable Building, Portland 4, Ore. 


153 Stock Millwork — The “Ideal 
Millwork” catalog contains pictures, 
sizes, and specifications of Ideal All- 
Wethr double-hung window units, 
stack window units, panel doors, 
Glide-and-Fold closet door units, 
sliding door units, screen doors, lou- 
ver doors, window screens, kitchen 
cabinets. Ideal Co., Dept. SBS, Box 
889, Waco, Tex. 


154 Metal Building Products — Cata- 
log 57 gives specifications and shows 
uses of Vestal fireplace circulators, 
dampers, accessories, steel lintels, 
bridging, wall ties, mortar boxes, 
garbage receivers and access doors. 
Vestal Manufacturing Co., Dept. 
SBS, Sweetwater, Tenn. 


155 Metal Lath, Accessories — Color- 
ful catalog shows metal lath, acces- 
sories, and partition systems of the 
Alabama Metal Lath Co., Dept. SBS, 
P. O. Box 992, Birmingham, Ala. 


156 Truss Lock Plates — Illustrated 
folder details the layout, operation, 
and advantages of Templin truss 
lock plates and trusses. Templin 
Associates, Inc., Dept. SBS, Building 
6, Airbase, Vero Beach, Fla. 


157 Window, Door Products — Cata- 
log describes Vulco screens and 
jalousies, Caseking screens, Superior 
and Ideal storm sash, Dura-Bilt 
screen and combination storm doors. 
Vulcan Metal Products, Inc., Dept. 
SBS, 2801 Sixth Avenue South, Bir- 
mingham, Ala. 


158 Incinerators — Donley incinera- 
tors for homes, apartments, and 
other buildings are shown in a new 
catalog. Complete technical data are 
given for flue-fed, floor-fed garden, 
and prefabricated steel models. Don- 
ley Brothers Co., Dept. SBS, 13905 
Miles Avenue, Cleveland 5, Ohio. 


159 Aluminum Nails — Colorful 
folder includes A.I.A. File giving 
specifications on Nichols Never-Stain 
aluminum nails in the complete line 
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of 24 types. Packing data and in- 
dividual use applications also are 
included. Nichols Wire & Aluminum 
Co., Dept. SBS, 1725 Rockingham 
Road, Davenport, Iowa. 


160 Residential Locks — Colorful 
“heart of the line” catalog shows and 
describes Dexter residential locks, 
matching cabinet hardware, and door 
closers. Modern up-to-the-minute 
designs shown for every residential 
use. Dexter Lock Division, Dexter 
Industries, Inc., Dept. SBS, 1601 
Madison Avenue, Grand Rapids 2, 
Mich. 


162 Carded Hardware — Two-page 
booklet shows 23 carded items of 
do-it-yourself, handy Hager hard- 
ware in the three most popular fin- 
ishes. Also illustrated are the bin- 
ned merchandiser and hardware rack 
for displaying transparent plastic 
skin-pack packages. C. Hager & Sons 
Hinge Manufacturing Co., Dept. SBS, 
139 Victor Street, St. Louis 4, Mo. 


163 Window Glass — A 15-page 
booklet describes and illustrates the 
L. O. F. process of sheet drawing flat 
glass, the types and general uses, 
and gives selection and physical 
specification data. Booklet also shows 
dealer sales aids, such as signs and 
display-storage racks, and _ gives 
pointers for glazing and proper cut- 
ting of glass. Libbey-Owens-Ford 
Glass Co., Dept. SBS, 608 Madison 
Avenue, Toledo 3, Ohio. 


164 Framing Anchors — Three styles 
of Cleveland framing anchors are 
prominent in a new eight-page cata- 
log giving complete specifications on 
right and left versions and the verti- 
cal bend style. Also shown are joist 
hangers, timber connectors, steel 
bridging, area wall ventilators, and 
clips for plywood joints. Cleveland 
Steel Specialty Co., Inc., Dept. SBS, 
ey East 9lst Street, Cleveland 5, 
io. 


165 Asphalt Shingles — Color-illus- 
trated catalog gives descriptions and 
specifications for Barrett asphalt 
shingles, asbestos-cement sidings, 
prepared roofing, protective prod- 
ucts, and insulation products. In- 
dividual folders are available on 
Ever-Fast shingles and wide-tab 
Ranchline asphalt shingles. Barrett 
Division, Allied Chemical Corp., 
Dept. SBS, 40 Rector Street, New 
York 6, N. Y. 


166 Woodwork Products — Four 
color booklets include photographs, 
descriptions, and specifications for 
the Bilt-Well Super 7 removable 
window, Bilt-Well casements, awn- 
ing windows, and cabinet units. Two 
folders are available giving details 
on the Bilt-Well glass panel Bel- 
vedere door and Bilt-Well cabinet 
units with birch fronts. Caradco, Inc., 


Dept. SBS, Dubuque, Iowa. 


167 Spun Wool Insulation — Litera- 
ture is available explaining the ad- 
vantages and savings in the use of 
insulation with improved Insulaire 
Spun Wool. Made by a new mineral 
fiber process, the permanent min- 
eral wool insulation comes in fully 
guaranteed bags or tubes in stand- 
ard and odd sizes. Industrial Prod- 
ucts Co., Inc., Dept. SBS, Mt. Pleas- 
ant, Tenn. 


168 Wood Specialty Products — Lit- 
erature containing information about 
Bradley-Southern wood products is 
now available. Trim, moldings, 
thresholds, panels, stair treads, and 
flooring in oak and pine are covered 
Unit wood blocks in beech and pecan 
are also produced by the company 
Bradley-Southern Division, Dept 
aon Potlatch Forests, Inc., Warren, 
Ark. 


171 Machine-Made Screens — Liter- 
ature is available on Rudiger-Lang 
Tru-Frame, Tension-tite and Roll- 
Away window screens. The auto- 
matic machine production is said 
to afford the advantages of greater 
uniformity, better quality control, 
and lower cost. Rudiger-Lang Co., 
Dept. SBS, 2701 Eighth Street, 
Berkeley 10, Calif. 


172 Oak Flooring — Additional in 
formation is available describing 
Long - Bell oak flooring. Micro- 
Tongue and Micro-Groove features 
of the flooring reportedly provid 
faster laying and perfect fit. Long- 
Bell Division, International Paper 
Co., Dept. SBS, Kansas City, Mo. 


173 Vitrified Clay Pipe — Circular 
describes the Oconee wedge lock, 
a factory-made plastic joint that 
reportedly snaps together instantly 
Information also is available on 
Oconee’s line of burned clay prod- 
ucts, including vitrified clay pipe, 
vitrified clay fittings, vitrified flu 
liners, drain tile, and face brick 
Oconee Clay Products, Dept. SBS, 
Milledgeville, Ga. 


174 Aluminum Weatherstrip — Lit 
erature is available describing th: 
efficiency and durability of MetaLane 
weatherstrip on window units. Met- 
aLane reportedly never loses 
resilient weather-tightness, will not 
corrode or wear, will not discolor 
masonry or woodwork, and always 
keeps windows operating freely 
Monarch Metal Weatherstrip Corp., 
eee SBS, 6343 Etzel, St. Louis 4, 
Mo. 


175 Fiberglass Panels — Promotion 
material, including newspaper mat 

displays, booklets, folders, posters, 
and streamers for plasticoated panels 
and Barclite fiberglass panels are 
now available from Barclay Manu- 
facturing Co., Inc., Barclite Corp 
of America, Dept. SBS, Barclay 
Building, New York 51, N. Y. 


176 Gypsum Wallboard — Descrip- 
tion of Bestwall fireproof gypsum 
wallboard, reinforced with glas 
fibers for simpler application, clean 
scoring and snapping, and crack re 
sistance is included in material of 
fered by Bestwall Gypsum Co., Dept 
SBS, Ardmore, Pa. 


177 Drawer Slides — Informatio! 
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regarding KV drawer slides is avail- 
able. Five slides, ranging from the 
lightweight extension slide to the 
extra heavy-duty model, are de- 
scribed. The slides are said to be so 
constructed as to prevent drawers 
from sagging or sticking. Knape & 
Vogt Manufacturing Co., Dept. SBS, 
Grand Rapids, Mich. 


178 Roofing Shingles — Based on 
just ten colors, the “Color-Tuned” 
line of roofing shingles is the subject 
of informative material offered by 
the manufacturer. Such advantages 
as reduced inventory, freeing capi- 
tal, and faster sales are pointed out. 
Certain - teed Building Products 
Corp., Dept. SBS, Ardmore, Pa. 


179 Redwood Lumber Products — 
Dealers may obtain informative lit- 
erature concerning Noyo redwood 
sidings and moldings. The company 
prides itself on careful milling, ship- 
ping, and high tog maintenance 
of its certified KD, treated, or nat- 
ural redwood. Union Lumber Co., 
Dept. SBS, Fort Bragg, Calif. 


180 White Fir Lumber — Details on 
kiln dried TW&J White Fir lumber 
are available, covering its qualities, 
uses, sizes, and delivery information. 
Information also covers TW&J White 
Fir lineal moldings and flush door 
cut stock. Tarter, Webster & John- 
son, Inc., Dept. SBS, P. O. Box 3498, 
San Francisco 19, Calif. 


182 Millwork Products — Informa- 
tion concerning all types of mill- 
work products — Satin Seal door and 
window units, by-passing and pocket 
door frames, windows, frames, lou- 
ver doors and blinds — may 
obtained from the Huttig Sash & 
Door Co., Dept. SBS, St. Louis 10, 
Mo. Also catalogued are addresses 
of representatives, assembly plants, 
and warehouses. 


183 Fireplace Units — Construction 
information is available for five 
Heatform models of various sizes 
— each reported to accommodate 
any design of single or multiple 
opening fireplace. Also available at 
nominal cost is a 52-page book con- 
taining information about 88 Heat- 
form fireplace designs selected from 
national competitions. Superior Fire- 
place Co., Dept. SBS, 4325 Artesia 
Avenue, Fullerton, Calif. 


184 Steel Buildings — Information 
on the Cuckler Steel Span profit 
building plan is available to dealers 
from Cuckler Steel Span Co., Dept. 
SBS, Monticello, Iowa. 


185 Extra-White Cement — Informa- 
tion on uses, advantages, and spec- 
ifications of Trinity White Portland 
cement — claimed to be the whitest 
of all cements — is available from 
Trinity White Division, General 
Portland Cement Co., Dept. SBS, 
Chicago, III. 


186 Millwork Products — Informa- 
tion concerning manufacture, treat- 
ment, finger jointing, and shipping 
of its standard items, plus mold- 
ings, interior trim, and glued panels, 
is available from the Ralph L. Smith 
— Co., Dept. SBS, Anderson, 
Calif. 


187 Removable Window — Informa- 
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tion concerning 1866 Curtis Wood- 
work products is available from this 
Atlanta wholesaler and jobber of 
building materials. Particular atten- 
tion is paid to the Curtis Style-trend 
removable window, a product said 
to be weather-tight, easy to paint, 
to install, and to operate. Other fea- 
tures include new outside casing 
design for masonry, brick veneer, or 
frame construction without mitered 
corners. Zuber Lumber Co., Dept. 
SBS, P. O. Box 964, Atlanta 1, Ga. 


188 Natural Wood Shakes — A color- 
illustrated booklet shows the natural 
beauty, colors, and texture of Shak- 
ertown wood cedar shakes. It shows 
various applications for the shakes, 
such as gable ends, fence partitions, 


CALL HUTTIG 
FIRST... 


they'll 
have it! 


HUTTIG HAS IT INLSICITIES .. 


wainscoting, and windscreens. I]lus- 
trations and information also are 
furnished for Shakertown jiffy cor- 
ners, sidewall shakes, heavy-duty 
stain, handsplit shakes, and Shaker- 
town lumac units. Shakertown 
Corp., Dept. SBS, 20310 Kinsman 
Road, Cleveland 22, Ohio. 


189 Acoustical Products — A 32-page 
illustrated catalog describes the 
acoustical products line of the Simp- 
son Logging Co., including Forestone 
fissured woodfiber tile, ceiling board, 
standard and random drilled acousti- 
cal tile, roof deck, fissured mineral 
tile, metal acoustical units, perforat- 
ed cement asbestos board, and per- 
forated hardboard. Simpson Logging 
Co., Dept. SBS, Shelton, Wash. 





IB TKY a 
| your phone \ 


| | 


| 


Huttig assembly plants and warehouses, in 14 
cities, always ready for you with quality 
building products, kept at peak of completeness. 


On-time delivery is one of many advantages 


of dealing with Huttig. In each city, 


experienced representatives are ready at your 
call to assist with your customers’ problems. 


Pick up your phone... now! 


MANUFACTURERS : all types of quality millwork, Satin Brand Door 
Units, Satin Seal Window Units, Satin Brand By-Passing and 
Pocket Door Frames, Windows, Frames, Louver Doors and Blinds. 


DISTRIBUTORS: nationally known building products... 

Andersen Windowalls, General SSS Doors, Twindow, Thermopane, 
Berry Stee! Garage Doors, Marlite, Upson Products, Armatol 
Wood Preservative, Prefinished Hardwood Plywoods, Miami Bath- 
room Cabinets, Plaswood, Coffman Ornamental Iron, Weiser 
Locks, WelBilt By-folding Doors, WPP and Fir Mouldings, Fir 


Plywoods, Fir & WPP Doors. 


HELPING YOU 


BUILD THE 
SOUTH 


190 Adjustable Louvers — Descrip- 
tive folders are available on Leslie 
Adjust-A-Pitch series LX king-size 
louvers, fixed triangular louvers, and 
Leslie’s rotary turbine ventilators, 
stationary-type, or revolving head- 
type ventilators. Literature includes 
illustrations, specifications, sizes, and 
dimensions. eslie Welding Co., 
Dept. SBS, 2943 W. Carroll Avenue, 
Chicago 12, Il. 


191 Shellac and Primer — Folder 
gives description and simple _in- 
structions for using Fulton Pure 
Shellac to finish new or scraped 
floors, to finish unpainted furniture, 
cabinets, paneling, shelving, and to 
prime and seal walls and wood work. 
It also describes Fulton Q-Dee Prim- 
er — said to prime, seal, and kill 
stains on any type surface. Fulton 
anaes Co., Dept. SBS, Sumter, 


192 Window, Door Screen Frames — 
“Manufacturing Methods and As- 
sembly Order Manual” gives step- 
by-step illustrated information on 
Aluma-Fab window and door screen 
frames. Detailed specification sheets 
are included on aluminum window 
and screen door frame and acces- 
sories, aluminum combination storm 
window materials, triple-track and 
triple-tilt storm window materials, 
and aluminum storm door frames 
and accessories of the Southeastern 
Tool & Die Co., Dept. SBS, P. O. 
Box 263, Birmingham 2, Ala. 


193 Metal Building Products — Cat- 
alog describes complete line of 
Quaker State metal building prod- 
ucts for farm, home, and industry. 
Separate pages are available on such 
items as aluminum soffit material 
in rolls, galvanized re-usable footer 
forms, and pre-formed aluminum 
and galvanized termite shield. Quak- 
er State Metals Co., Dept. SBS, 
Lancaster, Pa. 


194 Plastic Finished Paneling—Full- 
color booklet describes uses of dec- 
orative wallboard, showing its in- 
stallation in kitchens, bathrooms, 
and playrooms, in tile and pearltone 
finishes, as well as wood-grained 
and marble-tone hardboard. A spe- 
cial section is devoted to company’s 
new perforated hardboard. Panel- 
board Manufacturing Co., Inc., Dept. 
? 222 Pacific Street, Newark 5, 


195 Builders’ Lock Information — 
A new eight-page “Builders Book- 
let” No. 688 illustrates beauty, con- 
venience, and dependability of 
Schlage locks. It includes complete 
selection of lock and escutcheon de- 
signs, exploded views of lock assem- 
blies, and concise installation in- 
structions. Schlage Lock Co., Dept. 
SBS, P. O. Box 3324, San Francisco 
19, Calif. 


196 Display Equipment — Illustrated 
folder, price list, and separate cata- 
log sheets are available on Multiplex 
all-steel display and selling equip- 
ment, including upright NRLDA vis- 
ual display boards, swinging door 
merchandisers for doors, paneling 
and lumber specialties, swinging 
wing displays, small floor or counter 


f) 
= & DOOR CO. 
Since 1885 ¢ St. Louis 10, Mo. 


tAmerican Sash & Door Co, 


merchandisers, and home planning 
book wings. Multiplex Display Fix- 
ture Co., Dept. SBS, 910 N. Tenth 


* Birmingham Sash & Door Co. ** Memphis Sash & Door Co. Street, St. Louis 1, Mo. 
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building. The company is moving 
MANUFACTURER NEWS _ 2 tssciisess Sere trom aivonia 
Mich., where it will continue to 
maintain a wholesale business. It 
will open a wholesale operation in 
Athens, also. Arnold C. Ranzanberg- 
ris Si have a 
Officers of the corporation ar = is ppennent of the firm, to 
Howard ©. Wolts Jr. president starting force of about 35 men. 
treasurer; Thomas F, Bradshaw, CHICAGO, ILL.: R. Ben Jones, 
vice-president; Allen S. Johnson Jr Tampa, Fla., and W. R. Macy, Laurel, 
vice-president; and H. O. Woltz Si Miss., both Southern- dealer sales- 
secretary. men for the Masonite Corp., have 
ATHENS, ALA.: The Ranzan Sash qualified for the Sales Merit club 
& Door Co., manufacturers of sash« on the basis of sales and over-all 
doors, and other millwork products performance during the company’s 
will begin operations here shortly last fiscal year. Both were members 
in the old Chambers Lumber Co last year, also. 





RICHARD HICHENS has been appointed 
Southeast sales representative for Versa 
Products Co., of Lodi, Ohio, manufacturers 
of adjustable do-it-yourself wrought iron 
railing. Prior to his affiliation with Versa, 
Hichens owned and operated a retail business 
for over five years. 





CANTON, MISS.: G. Harold King 
Jr. has been appointed by President 
Eisenhower to the seven-member The porch roof is Nova Vista-Lux corrugated 
a paneling—sold by Nova Sales 
Federal Reserve Board. He succeeds , Homasote’s wholly-owned subsidiary 
James K. Vardaman Jr., who has 


retired to enter private business. 
King is president of King Lumber I Im S 
Industries of Canton, which employs eee 


500 in manufacturing in Louisiana 


a ae HORIZONTAL OR VERTICAL 
MIAMI BEACH, FLA.: Five Wes 
ioe. sacinien ... but always of weatherproof Homasote 


Texas concrete mixing companies 
have been bought by Wesco Mate- 
rials Corp. for — than $3-million. Recent surveys show a growing prefers nee lishes a revolutionary, efficient drip cap. 
The firms are F. M. Reev es and Sons, by home owners for exteriors with a co With the Beveled Siding Clip, there are no 
Pecos Valley Southern Railway Co:, bination of colors and materials. Prime exposed nails. 
1 ‘ ae ey . ame « —aranee ral “e 
West Texas Concrete Products Co., considerations are appearance, durability af J om ke SS as . 2 
om . va and low maintenance—in that order. Grooved Ve rtical Siding. Beautifully 
Permian Sand and Gravel Corp., grooved at 8” intervals. Special 3-stage 
and Pannel Bros. Wes Pickens is With Homasote Beveled Siding and Groovs l groove lap-joints provide a sturdier edge 
president of Wesco. Vertical Siding, every demand is met. Thes¢ and assure true-line joining. 16”, 32” and 
weatherproof sidings add strength, insula 18” widths are used in rotation to minimize 
CHARLOTTE, N. C.: J. C. Golds- tion and sound-deadening to the structure expansion and contraction. 8’, 10’ and 12 
borough, sales manager here for the Optionally, they are supplied with a prime —_jengths. 
os . coat front and back. They hold paint f * : ; 
U. S. Gypsum Co. since 1939, has longer than wood. With their high densit These two sidings are in every way equiva- 
won the grand award for his group and %” thickness, they are split-proof lent to the finest wood sidings. Material, 
in national sales competition. crack-proof, trouble-free. design and method combine for economy of 
application and long life. 


~ v . 2rger jeveled Siding. 16” width for 14” exposure 

bg way be nage i = 12” for 10” exposure. In 8’ lengths, shir There’s always news at Homasote. 
Point eter “ie wg agg eee, lapped '%” at ends. Luxurious, deep shad Check and mail the coupon for 
Veteran Building Block Co., Win- lines. 45° bevel on lower inside edge esta! detailed literature. 
ston-Salem, N. C.; and Badgett Con- 
crete Products, Inc., Mount Airy, 
N. C., has been completed. The new 
corporation will be known as Dixie . > the literature checked below: 
Concrete Products, Inc. All three | Q Exterior Finishes a Pad Leto 

; . 4 rr _ oe Jry-V if 

plants will ee pono ro ~~ a la cine F] Homasote (72-pg.) Handbook 
porate name in the manufacture o 
Solite block and concrete block, | ° MAS @ T E 
Holiday Hill stone, and the Omnia | ‘hehhen 3 Miter Denote 
concrete floor and roof system at Homasote of Canada, Ltd. 
all three locations. 224 Merton St., Toronto 12, Ontario 
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Long-Sel/ 


ARN POLES 


putmore profit 


Demand cortinues to grow for pole- | 
type jobs for dairy and beef cattle | 
pole barns, for machinery storage, in | 


fact for scores of farm and small 
industrial operations. 


Jobs put up with Long-Bell Pressure- | 


Treated poles last longer, look better, 
sell easier . . . and put more profit 
in your pocket. 

Manufacturers of these other “life- 
‘ime” products — 


CREOSOTED SOUTHERN YELLOW PINE & 
DOUGLAS FIR: 
POSTS + POLES «+ PILING 
LUMBER + CROSS ARMS « TIES 
WOLMANIZED® DOUGLAS FIR LUMBER 
UNTREATED FABRICATED TRUSSES 


410 T&P Pass. 
Station Bidg. 
Ft. Worth, Texas 


415 New Moore Bidg. 
San Antonio, Texas 


Leonhardt Bidg. 
Okla. City, Okla. 


629 W. Bidg. 
Houston, Texas 


209 Phildor Bidg. 
Dallas, Texas 


P. O. Box 192 
DeRidder, La. 


There !s No Substitute 
For The L-B Brand 


INTERNATIONAL PAPER COMPANY 


WOOD PRESERVING DIVISION 
Kansas City, Mo. Longview, Wash. 
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SALES PERSONNEL MEET — These Bestwall 
Certain-teed sales managers, supervisors, and 
salesmen from Mississippi, Louisiana, Arkan- 
sas, and Texas met recently at the Southern 
Pine Lumber Co.’s Boggy Slough clubhouse 





GALLATIN, TENN.: Gallatin Alu- 
minum Products Co., Inc., has begun 
operations here in its new 21,500- 
square-foot building. The company, 
which manufactures aluminum storm 
windows and doors, now employs 60 
persons. 


MIAMI, FLA.: The Superior Win- 
dow Co. has opened a factory and 
warehouse here for the manufacture 
of commercial, industrial, and archi- 
tectural aluminum windows. Com- 
pany officers are Al Brenner, presi- 
dent; Harry Kaufman, vice-presi- 
dent; Edward Udelson, secretary; 
and Harvey Brenner, treasurer. 


MEMPHIS, TENN.: The Harbor 
Plywood Corp. of Aberdeen, Wash., 
has opened its 50,000-square-foot 
warehousing and distribution facili- 
ty here. Major remodeling of the 
loading doors and platform provides 
easy access to the warehouse, and 
quick loading and unloading of 
trucks and box cars. The branch 
will be under the supervision of 
Atlanta Manager Carl Harbin. J. D. 
Prince, former Memphis represen- 
tative for the Edward Hines Lum- 
ber Co., is sales manager. The com- 
pany will distribute a full line of 
softwood and hardwood plywood, 
along with doors, moulding, hard- 
board, and millwork items. 


SAVANNAH, GA.: The National 
Gypsum Co. has started major ex- 
pansion of its plant here, which 
reportedly will make it the largest 
gypsum plant in the world. Due for 
completion next summer, the con- 
struction will increase the plant’s 
capacity by 25 per cent. National 
Gypsum Board Chairman Melvin H. 
Baker estimated that the expanded 
plant will have capacity to produce 
enough gypsum wallboard, lath, 
plaster, and other gypsum building 
products for some 100,000 homes a 
year. Warehouse facilities also will 
be enlarged to permit storing of 
other National Gypsum products for 
distribution throughout the South. 


near Diboll, Texas. Sales plans for Southern 
Pine’s new Templebord insulation were laid, 
along with those for other products of Best- 
wall Certain-teed. The group toured South- 
ern Pine’s forest products plant in Diboll. 


NEW YORK, N. Y.: Wesley E. 
Gatewood has been appointed man- 
ager of sales training and promo- 
tion for the Barrett Division of 
Allied Chemical Corp. Gatewood 
joins Barrett after 12 years with 
the Armstrong Cork Co., where he 
was assistant sales manager of the 
Philadelphia district. 


COLUMBIANA, OHIO: Frank C. 
Russell, president of the F. C. Russell 
Co. here, has announced the com- 
pany’s plan to manufacture a com- 
plete line of curtain walls. This lead- 
ing manufacturer of metal windows 
and doors has developed a curtain 
wall system that includes modular 
construction, removable panels and 
windows, a wide selection of baked 
enamel finishes, and simplicity of 
construction. 


RENALD J. TAVOLIER is the new sales pro- 
motion manager of Locke Manufacturing Co., 
Lodi, Ohio, manufacturer of railings, columns, 
and metal building products. A 1953 gradu- 
ate of the University of Akron, Tavolier was 
formerly with the sales departments of 
Goodyear Tire & Rubber Co., Akron, and 
the Ohio Injector Co., Wadsworth, Ohio. 
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eB 2-WAY 
= ennetC rane saw 


CROSS-CUT OR 


Retail lumber yards all over the 
U. S. and Canada are using the 
Bennett 2-Way Panel Saw to give 
quick, accurate, cut-to-size serv- 
ice—at a profit. 


@ ACCURACY—all cuts are 
consistently square. Verti- 
cal and horizontal scales 
are attached for selective 
cuts. 


SAFETY—machine is fool- 
proof. Completely safe for 
unskilled help. 


RIPS OR CROSS CUTS 
without removing panel 
from machine. 


ONE MAN OPERATION— 
one man can cross cut or 
tip a 4’ x 12’ panel quicker 
than two men can on a 
table saw. 








WRITE FOR PRICES AND LITERATURE 


RICHARD C. BENNETT MFG. CO. Gold-Met! Attic Stairs have 


BOX 331 LACEYVILLE, PENNA. 





SELL MORE ROOFING - MERCHANDISEABILITY 


2 bold and new stair features will 


e 
Easily! 
GARDNER ASPHALT Roor., help you sell more stairs at lower cost 


IN I i 
ee an soe 1. Life-of-the-home guarantee—The greatest 


because pronounced superior | ae a}. ; 
quality insurance ever . . . Attached to the stair in full view 
QUALITY and down-to-earth a aad ; ; 
distrib : adi of all “Lookers.” This feature alone imparts the feeling of 
sataniteascsntel ee ae 28 reliability and confidence . . . Merchandise it, and you 
—naturally! will sell more stairs quicker . . . easier. 
The combination is unbeat- 2. Golden finish—Appeals to HER, a decorator at 
heart. She sees beauty and eye-appeal for gracious living. 


able. 
which costs nothing extra, gains her con- 


This added toucl 
Speedy en yeaa, see fidence . . . makes selling easier for you. 
‘ pegs he pac °° 7 Other major merchandising features makes the 
siti easier too. | TFC Gold-Metl Stair The Dealer’s Best Buy. 


Distributors are invited to write 
for THE GARDNER STORY— 
the easiest, most pleasant de- 
tails you've ever read—profit- 
ably! 


ardmer 
asphalt products co. Witeforiieou. GD 


post office box 5776 tampa, florida TENNESSEE FABRICATING COMPANY 
1412 Grimes Street, Memphis 6, Tennessee 


A Southern Institution ‘ TFC also manufactures the Champion and Pacesetter all steel packaged attic stairs. 


Johnson, builder of one thousand homes 
ays, ‘We use TFC stairs because of their 
1erchandising features . . . they help us 

sell more homes faster.’’ 
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li PO A 


siding jobs 
when you offer... 





«». because only 
TRIPL-TITE offers 
all these plus features! 


. PATENTED 3-POINT INTERLOCK, an ex- 
clusive Tripl-Tite feature, assures 
a tight, firm seal that won’t rattle 
... assures easier installation. 

@ SIX COLORS — in long-lasting, spe- 

cially-formulated baked-on enamel 
finish. 
ALODIZED ALUMINUM — Before paint- 
ing, Tripl-Tite is Alodized with 
Alodine on front for maximum 
paint adhesion and also on the back 
to prevent any possible corrosion. 
FLANGE WEEP HOLES are located in 
the bottom flange for air circulation. 
PRE-NOTCHED JOINTS make installa- 
tion easier and faster—also add to 
the appearance of the finished job. 
SLOTTED NAIL HOLES and curved nail- 
ing lip permit panels to be fastened 
securely, tightly, and quickly—with- 
out buckling or distortion. 

€ INSULATED BACKER BOARD — affords 
greater rigidity and added insula- 
tion—also deadens sound. 


‘ 


NATIONAL METAL 
PRODUCTS COMPANY 


Another quality product of 


NATIONAL METAL PRODUCTS COMPANY 
2 Gateway Center « Pittsburgh 22, Pa. 
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MEMPHIS, TENN.: Warren F. 
Hjerpe has been named manager 
of the new warehouse of the U. S. 
Steel Supply Division, to be built 
this year at President’s Island, Mem- 
phis. He was formerly manager of 
sales for U. S. Steel Supply Divi- 
sion’s Steel Service Center in St. 
Louis, Mo. 


ATLANTA, GA.: Two new sales 
representatives have been assigned 
to the Atlanta District of the Celotex 
Corp. They are James A. Garner, 
who will headquarter in Raleigh, 
N. C., and Albert L. Spain, in Or- 
lando, Fla. 


GREENE, N. Y.: The Raymond 
Corp., manufacturers of industrial 
electric trucks and other material 
handling equipment, has appointed 
two new Southern representatives. 
They are Brungart-Jennings, Inc., 
in Birmingham, Ala., and Embry 
Brothers in Louisville, Ky. 


HAWTHORNE, CALIF.: Filon 
Plastics Corp., El Segundo, Calif., 
manufacturer of fiberglass and nylon 
reinforced plastic building panels, 
has acquired a nine-acre site for a 
$1-million plant. The 70,000-square- 
foot plant reportedly will be the 
world’s largest factory devoted ex- 
clusively to the production of fiber- 
glass translucent building: panels. 
Although the new facilities will 
serve as national headquarters, 
Filon will continue to operate its 
regional warehouses. 


LOS ANGELES, CALIF.: Berny 
Schwartz has been appointed mar- 
keting manager of Ajax Hardware 
Corp. He will supervise the mer- 
chandising and advertising depart- 
ments of the firm, and coordinate 
these activities with sales, both in 
the Ajax line of builders’ hardware 
and the Prestige line of carded hard- 
ware. 


HOUSTON, TEXAS; James P. 
Price has been named sales repre- 
sentative in charge of the Houston 
sales office of International Paper 
Co.’s Long-Bell Division. Price will 
handle sales of all Long-Bell prod- 
ucts except treated wood products. 
He succeeds Roy Sailor, who now 
heads up wood preserving sales in 
the Fort Worth territory. A native 
Texan, Price joined Long-Bell in 
1957. 


WAUSAU WIS.: The _ Silcrest 
Co. has leased a new warehouse 
here from Curtis Companies, Inc. 
The cement and steel building pro- 
vides Silcrest with an additional 
22,000 square-feet of space for stock- 
ing its assembled Crestline window 
units and other finished goods. 


CLARKSVILLE, TENN.: The 
Trane Co. has appointed Robert L. 
Galloway as plant manager of its 
new $1.5-million factory here. The 
plant manufactures residential heat- 
ing and air conditioning products. 
Galloway has been manager of 


ROBERT D. DIXON has been appointed vice- 
president of the Osmose Wood Preserving Co. 
of America, Inc., Buffalo, N. Y. He will re- 
main as manager of the Osmose Southern 
Division, with offices at Griffin, Ga. With 
the company for the past ten years, Dixon 
is presently board chairman of the State 
Registration of Foresters of Georgia. He 
spent one year as research assistant at the 
University of Georgia and two years as a 
forester at a Georgia experiment station. 


Trane’s production control depart- 
ment in La Crosse, Wis., since 1953. 


LANCASTER, PA.: The joint com- 
mittee of the National Assn. of Home 
Builders and Producers’ Council, 
Inc., has presented a top award to 
the Armstrong Cork Co., for that 
company’s entry in its 1958 “Ideas 
for Home Builders” contest. Arm- 
strong was awarded a special presi- 
dent’s citation for its booklet, “How 
to Sell Homes Faster.” In the tele- 
vision category, Armstrong’s “Salute 
to the Builder” was presented an 
exceptional merit prize. 


BALTIMORE, MD.: Karl E. 
Miller, manager of the Baltimore 
sales district of the Ruberoid Co., 
has announced appointment of 
Robert C. Nelson, Raleigh, N. C., 
as a sales representative in North 
Carolina. Nelson has been a building 
materials salesman for six years. 

ATLANTA, GA.: Paul A. Eggli 
Jr. has become manager of the 
Rawlplug Atlanta Co., manufacturer 
of masonry anchoring products. 
Eggli joined Rawlplug Atlanta in 
1949. He succeeds Jack Sutter, who 
retired in February after 25 years 
of service. 

ORLANDO, FLA.: John Webb, 
Southern Dynamics, Inc., Orlando, 
has been appointed manufacturers’ 
representative in Alabama, Georgia, 
and Florida for the Campco and 
Customer Molding divisions of Chi- 
cago Molded Products Corp. 
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MINNEAPOLIS, MINN.: The Na- 
tional Pole and Treating Division 
of Minnesota and Ontario Paper Co. 
has added facilities at its Fridley, 
Minn., plant for treating poles, posts, 
and lumber by the pressure method 
with pentachlorophenol, commonly 
called “penta.” The division will 
continue its pressure-treating with 
creosote, and non-pressure-treating 
with either penta or creosote. 


GREER, S. C.: Construction has 
begun near here on a multi-million- 
dollar plant for Homelite, manufac- 
turer of portable generators and 
power equipment. The _ 150,000- 
square-foot plant is expected to be 
completed in June, and will employ 
between 400 and 500 persons when 
operating at full capacity. 


KANSAS CITY, MO.: Recently- 
appointed sales representative for 
the Stanthony Corp. in Kansas, 
western Missouri, and northeastern 
Oklahoma is James G. Callaway Jr., 
headquartered here in Kansas City. 
From St. Louis, Al Miller will rep- 
resent the company in eastern Mis- 
souri, southern [llinois, southern 
Indiana, and Kentucky. Stanthony 
manufactures’ kitchen’ ventilating 
hoods, and has recently introduced 
a new drop-in model Electramic 
Char-Broiler. 


WEST MONROE, LA.: The Olin 
Mathieson Chemical Corp. has open- 
ed a research center here as part 
of its accelerated program of re- 
search and product development. 
Called the “Frostkraft Research 
Center,” the new facility plans in- 
tensive research towards utilization 
of local hardwoods as a raw mate- 
rial as one of its major objectives 
for 1959. 

DALLAS, TEX.: The Stanley 
Works of New Britain, Conn., man- 
ufacturer of builders’ hardware and 
tools, has opened a new 40,000- 
square-foot regional warehouse and 
office building in Brook Hollow in- 
dustrial district here. Completion of 
the building marks a four-fold in- 
crease in the size of Stanley’s Dallas 
facilities in a year’s time. The new 
Southwestern regional warehouse 
and office will serve Texas, Okla- 
homa, Louisiana, and Arkansas. 


HOUSTON, TEX.: R. H. Weeks 
has been assigned flooring repre- 
sentative in the Houston area for 
the films and flooring division of the 
Goodyear Tire & Rubber Co. For- 
merly St. Louis flooring sales rep- 
resentative, he is succeeded in that 
position by G. W. Bales, who has 
been in training at the flooring 
department’s Akron headquarters 


INCREASE SALES, PROFITS 


DISPLAY 


IDEAL Decorative Screen Doors are made in 


thirteen handsome designs. For literature 


picturing all of these easy-to-sell doors, write 


IDEAL Co., Box 889, Waco, Texas. 


These popular doors are made of select 


Western Ponderosa Pine and are Preservative 


Treated for extra long life. Dowel-joint 


Weeks joined the company in 1952. 
He is a graduate of the University 
of Illinois. 





TOMORROW'S WINDOW — Out-smarting 
the weather electrically will be a prime fea- 
ture of the window of the future. That, at 
least, is the opinion of Truscon Division of 
Republic Steel which recently came up with 
this non-commercial, experimental model 
window, above. It closes automatically in 
response to cold, rain, snow, and wind. 


He 6 are repens rn eat 





My , Ser 


SCREEN DOORS 


construction makes them extremely sturdy and durable. 


Made in two sizes: 2'8” x 6’9” x 1¥e”’ 


and 3'0” x 6’9” x 1¥e"’. Available with 


galvanized, aluminum or bronze screen wire. 


DISTRIBUTED BY 
BUILDING MATERIAL JOBBERS 
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STRICTLY 
WHOLESALE 





FAYETTEVILLE, N. C.: Allen’s 
Distributors has changed its name 
to Medlin’s Distributors, it was an- 
nounced by Alton B. Medlin, owner 
and manager. The firm distributes 
Azrock floor products, flooring acces- 
sories, and specialty items. 


DALLAS, TEXAS: A & §S Dis- 
tributing Co. has been named a dis- 
tributor by Hako Building Products, 
division of the Mastic Tile Corp. of 
America. Distribution will include 
Hako asphalt and _ vinyl-asbestos 
floor tile for the Dallas-Fort Worth 
territory. C. G. Miller is general 
manager of the firm. 


VERO BEACH, FLA.: Crosby 
Builders Supply Co. here has been 
appointed distributor in Indian Riv- 
er, St. Lucie, Martin, Okeechobee, 
Highlands, and Glades counties for 
the Crawford Door Co., Detroit, 
Mich., designers and manufacturers 
of residential garage and commer- 
cial-industrial overhead doors. 


KANSAS CITY, MO.: Painter 
Hardware and Supply Co. here has 
been named distributor by the Mas- 
tic Tile Corp. of America for dis- 


A quality product NOW 
at a production price 


ence 
neces 


tribution of its Matico asphalt, 
vinyl-asbestos and Wearever all- 
vinyl tile in the western Missouri 
and eastern Kansas territory. 


SAN ANTONIO, TEXAS: Charles 
Chamberlain, Atlas Floor Co., was 
elected president of the San Antonio 
Flooring Enterprises, local flooring 
industry association, at its Febru- 
ary meeting. Other officers for 1959 
are Richard Cleveland, Acme Floor 
Finishers, vice-president; George 
Moczygemba, Wilson Distributing 
Co., secretary; and Paul DuBose, 
Acme Floor Finishers, treasurer. 


NEW ORLEANS, LA.: The Inter- 
state Electric Co. has been appointed 
as a second distributor here for the 
complete Azrock line of flooring 
products. 


RICHMOND, VA.: Terry A. Hurl- 
but Jr. has been named general 
manager of Richmond Materials 
Handling Co., franchise sales and 
service representative for Yale in- 
dustrial lift trucks and _ tractor 
shovels in Virginia. The company 
has moved its headquarters to ex- 
panded facilities at 2303 Westwood 
Avenue in Richmond. 


LANCASTER, PA.: New distribu- 
tors for the line of Dodge Cork Co.’s 
floor and wall materials and sundries 
are Carolina Tile Distributors, Inc., 
Charlotte, N. C.; Clark & Co., 


Greenville, N. C.; and Cumberland 
Distributing Co., Nashville, Tenn. 


CHICAGO, ILL.: Recently-appoint- 
ed distributors for the new lines of 
matched and packaged cooking equip- 
ment of Chambers Built-Ins, Inc., in- 
clude Bob‘’s Cabinet Shop, Inc., Le- 
may, Mo.; Modern Living Studios, 
Harlingen, Texas; Airport Lumber 
Co., Florissant, Mo.; and Tom Mc- 
Kenzie Co., Shreveport, La. 


ATLANTA, GA.: Building Fasten- 
ers of Georgia, Inc. here has recently 
been appointed distributor of the 
power-actuated and fastening tools 
of the Ramset Fastening System, 
Winchester Div., Olin Mathieson 
Chemical Corp., Cleveland, Ohio. 


SHREVEPORT, LA.: Allen Mill- 
work Manufacturing Corp. here has 
been appointed a wholesale distribu- 
tor of Armstrong Building products, 
including insulating sheathing, roof 
deck, interior finish materials, and 
acoustical ceiling tile. 

NORTH CHARLESTON, S. C:: 
Archer Building Supply Co. here has 
been named a distributor of the lines 
of overhead, sectional residential 
garage, and commercial-industrial 
doors of the Crawford Door Co., 
Detroit, Mich. Through Archer fa- 
cilities, a complete line will be sold, 
installed, and serviced. The firm has 
been enfranchised as distributor in 
10 counties. 


Take advantage of the great demand for 
vanitories both in new construction and 
remodeled homes. A type for every need 


Write for FREE catalogue with com- 
plete specifications. Prompt service 


available at production prices with prompt 
delivery. Formica covered on all surfaces, 
well-constructed throughout. 


Wouitemis 


A DIVISION OF Bermard LUMBER CO. 
1017 Jefferson Hwy. * New Orleans 21, La. 


on deliveries from New Orleans. 





Dealers wanted — For complete proposition, write... 
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INDUSTRY NEWS 





RAOVING UP 
im the industry 





International Paper Co., Long-Bell 
Div. . . . ROY S. SAILOR has been 
named as wood preserving sales- 
man in the Fort Worth, Texas, 
territory. He succeeds C. C. 
Phillips, who retired. A native of 
DeRidder, La., Sailor joined Long- 
Bell in 1947. He was transferred 
to the Houston, Texas, territory as 
wood preserving sales representa- 
tive in 1950. 


The Flintkote Co... . R. J. MULLI- 
GAN has been promoted to assistant 
general sales manager of the com- 
pany’s special products division. 
Mulligan has been with Flintkote 
since 1946. He was named prod- 
uct manager for Insulrock in 1956, 
promoted to division sales man- 
ager two years later. 


(af 


As whiteSRas snow 
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Keasbey & Mattison Co... . New 
general sales manager of the In- 
dustrial Products Division of thi 
Ambler, Pa., pioneer asbestos man- 
ufacturer is WALTER M. DECKMAN 
Deckman had been serving as 
manager of K&M’s New York dis- 
trict sales office. 


Deckman Oldham 


Barrett Division, Allied Chemical 
Corp. .. . G. P. OLDHAM has been 
named vice-president in charg 
of marketing for this manufacture! 
of prepared and built-up roofings 
fibreboard, ceiling tile, gypsun 
board, and other building mate- 


(Continued from page 22) 


rials. Oldham returns to New York 
from Kansas City, where he has 
been vice-president and general 
sales manager of Gustin-Bacon Co. 
for five years. Previously he was 
general marketing manager of 
Kaiser Aluminum Co... . JOHN C. 
MacLEoD has been named to the 
newly-created post of assistant to 
the president in charge of opera- 
tions for Barrett Division. He will 
headquarter in New York. With 
Allied since 1925, MacLeod was 
formerly assistant director of oper- 
ations for Allied’s Solvay Process 
Division. 
Federal National Mortgage Assn. 
. WALKER MASON has been ap- 
pointed vice-president of this na- 
tional housing agency. Mason 
joined FNMA in 1957, and served 
as Deputy Housing Administrator 
under Albert M. Cole. He is suc- 
ceeded in this position by WALTER 
ROSENBERRY, who previously serv- 
ed as special assistant to former 
FHA Commissioner Norman P. 
Mason. 


~+- BY ANY STANDARD 


There are so many places where it is better to use Trinity 


White. It is a true portland cement with the “greys” 


and ‘off-color casts” 


eliminated. Recommend and sell it 


for architectural units; stucco; terrazzo; or any other job 


where appearance is important in good concrete. 


A product of GENERAL PORTLAND CEMENT CO. 


CHICAGO « DALLAS « 


CHATTANOOGA « TAMPA « LOS ANGELES 


_ Trinity White 


PORTLAND 


CEMENT 
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INDUSTRY NEWS 


Atlantic Steel Co .. . CHARLES R. 
smmons, of Gainesville, Ga., and 
JOHN W. DENT, of Cartersville, Ga., 
have been elected to the board of 
directors of this Atlanta, Ga., pro- 
ducer of steel rolled and wire 
products. A native of Atlanta, 
Simons has business interests in 
various plywood, lumber, and fur- 
niture companies. Dent is presi- 
dent of the Georgia Marble Co., 
with executive offices in Atlanta 
and Tate, Ga. 


Portland Cement Assn... . HUGH 
D. BARNES has been appointed to 
the new position of supervisor of 
field promotion for this Chicago- 
based association. He will direct 
and be responsible for all opera- 
tions of the association’s 32 dis- 
trict and six regional offices. He 
has been manager of the western 
regional office in Los Angeles since 
1956. Barnes is succeeded in this 
position by JOHN M. MCNERNEY, 
district engineer for the associa- 
tion’s Los Angeles office. 


Modern Tree Farms assure Timber for the Future 


For livability unlimited . . . 


There is nothing in the world like WOOD 


We have the Forest Resources 


SUGAR PINE — PONDEROSA PINE — DOUGLAS FIR — 
WHITE FIR — CALIFORNIA INCENSE CEDAR 


Prompt Service on 
Straight or Mixed Cars 


Quality Factory Products 
Specialists in Finger Jointing 
The Ralph lL. 


S SMITH 


Lumber Company 


ANDERSON, CALIFORNIA 


iWigd Members: Western Pine Assn., 
West Coast Lumber Assn., | 
Ponderosa Pine Woodwork 
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Curtis Companies . JOHN E. 
KLOPP has been appointed product 
manager, woodwork products, for 
this Clinton, Iowa, millwork man- 
ufacturer. He was territorial sales- 
man in eastern Pennsylvania from 
1955 to December, 1958. 


Klopp Brown 


Yale & Towne Manufacturing Co. 
. . . ROBERT B. BROWN, NRLDA ma- 
terials handling director for the 
past three years, has been named 
a special field sales representative 
in the South for industrial lift 
trucks and tractor shovels of the 





(Continued from page 95) 


Yale Materials Handling Division. 
During his tenure with NRLDA, 
Brown planned and conducted ex- 
tensive materials handling clinics 
and demonstrations in conjunction 
with the organization’s annual ex- 
position. 


The Ruberoid Co... . Newly-ap- 
pointed sales manager for the 
company’s Dallas, Texas, district 
is FRANK J. SCHMITT JR. He suc- 
ceeds the late C. B. Lundin. 
Schmitt joined Ruberoid in 1929. 
He has been assistant manager in 
Dallas since last year. 


Inland Homes Corp... . LEW BEARD 
JR. has been appointed advertis- 
ing and sales promotion manager 
for this Piqua, Ohio, firm. He was 
formerly assistant advertising 
manager at Thomas Industries, 
Inc., Louisville, Ky. Beard will 
direct the Inland Builder-Dealer 
sales promotion and advertising 
programs in a 25-state marketing 
area. 











PRESTIGE PLANS — 1959 
Price $1.00 


20 Prestige and 16 Economy Models 
800 to 2400 square feet. 


Especially designed for Builders by Jes R. Johnston, Jr., Architect 


RESIDENTIAL PLAN SERVICE 


gee 


ihame 1 


Order From 





Rt. 2, Providence Rd., Marietta, Ga. 











WHEN YOU WRITE TO Advertisers 
IN THIS MAGAZINE... 


Tell Them YOU READ ABOUT IT IN 


Southem 
BUILDING SUPPLIES 
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INDUSTRY NEWS 


W. S. Dickey Clay Manufacturing 
Co. . . . LEWIS R. CLYNE has been 
appointed sales representative in 
the Kansas territory for this Kan- 
sas City, Mo., manufacturer of clay 
products. He will headquarter in 
Kansas City. Clyne replaces EARL 
TABER, who now covers eastern 
Missouri from the St. Louis branch 
office. NORMAN W. COLLINS has been 
added to the engineering staff of 
the Kansas City branch office. His 
territory includes western Mis- 
souri, Kansas, Oklahoma, and Ne- 
braska. Collins replaces ERNEST 
FIELDS, transferred to the sales en- 
gineering division at St. Louis. 


R. D. Werner Co., Inc... . New 
manager of the Chromtrim Metal 
Moulding Division of this New 
York manufacturer of aluminum 
ladders, sink frames, and metal 
mouldings is WILLIAM B, CALDWELL 
JR. Caldwell formerly served as 
southeastern district sales man- 
ager, with headquarters in Atlan- 
ta, Ga. 
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The Trane Co. . . . FRED MANGET 
has been named manager of the 
Philadelphia sales office of this 
leading producer of air condition- 
ing, heating, ventilating, and heat 
transfer equipment. Manget, who 
joined Trane in 1948, is a me- 
chanical engineering graduate of 
Texas A&M. He is succeeded as 
manager of the New Orleans, La., 
sales office by GEORGE SHEPHERD, 
sales engineer with the New Or- 
leans sales office since 1951. JAcK 
RENNINGER has been named man- 
ager of the néwly-franchised 
Trane sales office in Wilmington, 
Del. He has been sales enginee! 
there since 1950. 


Reynolds Metals Co... . L. DU PON! 
YAGER, vice-president of Reynolds 
Aluminum Sales Co., has been ap 
pointed director of Reynolds Met 
als’ distributor sales operations. H¢ 
succeeds William F. Morrow 
Yager joined Reynolds in 1929 i: 
Louisville, Ky. He has been vice 
president of Reynolds Aluminum 


Olaf, 


(Continued from page 96) 


Sales Co., automotive sales, since 
1957. 


F. W. Dodge Corp. . . . EDWARD C. 
FESSLER is new New Orleans dis- 
trict manager of the news and sta- 
tistics division for this construction 
news and marketing specialties 
firm. He succeeds s. J. KUPECKY, 
who has been appointed Atlanta 
district manager. WILLIAM C. BYERS 
JR. has been appointed Birming- 
ham, Ala., district manager for 
Dodge, to succeed the late John 
D. Simmons. 


Independent Lock Co. . . . EDWIN H. 
BRYANT has been appointed vice- 
president in charge of marketing 
for this Fitchburg, Mass., manu- 
facturer of locks and _ builders’ 
hardware. A_ graduate of Iowa 
State College, Bryant was mar- 
keting manager for the felt hose, 
linoleum, and plastics divisions of 
the Armstrong Cork Co. Since 1954 
he has been vice-president of mar- 
keting for Congoleum Nairn, Inc. 





LUO) 


Installing Maywood Folding Doors makes sound building 


sense 


@ They're top quality... expertly turned 


|| from select Ponderosa Pine, Philippine Mahogany, Tupelo 


Gum or Birch 


@ Exclusive features such as Automatic 


Tension hardware fittings mean they'll never stick, never 


sag even if the 


house settles... yet are easily removable for 


cleaning or refinishing. @ Maywood units are available in 


two or four-panel units in five basic designs... come as a 
complete package including all hardware. Their low initial 
cost plus the minimum installation cost add up 


th 


real savings for the astute builder. 


IYWOOD, Inc. 


P.O. Box 706 


Amarillo, Texas 
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INDUSTRY NEWS 


Masonite Corp. .. . New assistant 
to the general sales manager in 
both dealer and industrial sales is 
JOSEPH R. HAHN. As product man- 
ager of Duolux products for the 
past two years, Hahn was respon- 
sible for the test sale programs on 
Masonite Duowall and Panelok 
systems. He started with the cor- 
poration as an industrial salesman 
in 1947. 


Reynolds Metals Co... . ERNEST W. 
SCHAW and FITZ L. SARGEANT, gen- 
eral managers of the Southeastern 
and Southcentral sales regions, 
respectively, have been elected 
vice-presidents of Reynolds Alu- 
minum Sales Co. Schaw joined 
Reynolds in 1935 as a mail boy. 
He became district sales manager 
for Boston in 1944 and for Cin- 
cinnati in 1947. He moved up to 
his present assignment in 1951. 
Sargeant joined the company in 
1941. In 1944 he entered indus- 
trial sales as district manager in 
Kansas City, moving up to divi- 
sional manager in New York in 
1948. He was promoted to his 
present position in 1952. 


United States Gypsum Co. 

Newly appointed works manager 
of the company’s new Galena 
Park, Texas, plant is HUGH F. 
SWANEY. Swaney is a graduate of 
the University of California. He 
was formerly works manager of 





appointed to that position is HUGH 
O. JONES JR., who has been pro- 
duction engineer at the company’s 
Chicago headquarters. 


United States Plywood Corp... . 
JOHN P. SCHLICK, treasurer of this 
New York plywood manufacturing 
firm since 1950, has been appointed 
secretary-treasurer of the com- 
pany. He succeeds SIMON OTTINGER 
who has retired. Ottinger, who will 
continue as a director of the com- 
pany, joined U. S. Plywood in 
1930. In 1936 he was elected secre- 
tary, and in 1942 was made a vice- 
president. Schlick has been a di- 
rector since 1951. 


Van-Packer Co. .. . W. C. HENSON 
has been appointed western dis- 
trict sales manager for this manu- 
facturer of prefabricated all-fuel 
residential chimneys, metal and 
masonry gas vents, and industrial 
smoke stacks, division of the Flint- 
kote Co. He will head the district 
out of Chicago Heights, Il]. Henson 
has been with Van-Packer since 
1953. He served the company as 
sales representative in the South- 
eastern territory before becoming 
assistant sales manager six months 
ago. 


Crawford Door Co. ... Newly- 
appointed zone manager for this 
Detroit, Mich., manufacturer of 
sectional, overhead residential ga- 
rage and_ industrial-commercial 
DIEDRICH. 


(Continued from page 97) 


Prior to this appointment, Diedrich 
served 11 years as owner and 
president of his own Crawford dis- 
tributorship in Florida. He will be 
responsible for developing, train- 
ing, and supervising Crawford dis- 
tributors in the Southeast. 


Marquette Cement Manufacturing 
Co. . . . SAMUEL B. WEBB JR., for- 
merly assistant director, has been 
promoted to director of operations 
for this Chicago firm. Webb join- 
ed the company in 1950 as assist- 
ant chemist at the Oglesby, II1., 
plant. He was appointed chief 
chemist at the Brandon, Miss., 
plant in 1951, and superintendent 
there in 1954. 


American Hardware Corp. ; 
GROVER F. STEELE JR. has been 
named general manager of the 
Corbin Wood Products Division of 
this New Britain, Conn., hardware 
manufacturer. Steele has been as- 
sociated with American Hardware 
for 52 years, and the Corbin divi- 
sion since its beginning in 1912. 
He has been sales manager for 
Corbin’s letter box line. 


National Gypsum Co... . LEONARD 
L. HANK, former vice-president of 
manufacturing, has been promot- 
ed to vice-president of operations. 
He succeeds the late Wells F. 
Anderson. A graduate of the Uni- 
versity of Cincinnati, Hank joined 
National Gypsum in 1946 as man- 
ager of the company’s Kalamazoo 


the New Orleans plant. Newly- doors is REGINALD A. paper plant. 








sales offices 


ant Syn 


throughout the world 


ussell,inc. 


GENERAL OFFICE: PORTLAND 1, OREGON 


More than 55 years experience in the field of 
Merchandising all Pacific Coast Forest Products 


in the United States and foreign markets. 


DOMESTIC, EXPORT & IMPORT - RAIL & WATER 
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INDUSTRY NEWS 


Lumber Co. Driver Wins 
Courteous Driving Award 


Jesse Carr, a driver for the 
Southern Pine Lumber Co., Diboll, 
Texas, has been awarded title of 
‘*1958’s Most Representative Hobbs 
Knight of the Road,” one of the 
trucking industry’s highest and 
most unique awards. 

Sponsored by the Texas De- 
partment of Public Safety, Texas 
Safety Assn., and Hobbs Trailers, 
the “Hobbs Knights of the Road” 
program gives public recognition 
to truck and bus drivers who in 
the course of their duties perform 
exceptionally courteous deeds for 
the benefit of other motorists. 

Carr’s “Road Knighthood” is due 
in large measures to some fast 
thinking and quiet heroism on his 
part, in connection with an acci- 
dent last July near La Grange, 
Texas. 

While driving his Southern Pine 
lumber-laden truck in the early 
morning hours, Carr witnessed a 
collision between another truck 
and an automobile. He stopped his 
own vehicle, hurried to the wreck- 
age, and gave impromptu first aid 
to the injured. Then he set up 
warning flares to prevent further 
collisions and alerted the Texas 
Highway Patrol and an ambulance. 
When the patrolmen arrived, he 
stayed on the scene to assist in 
the rescue action. 





March ‘Reader's Digest’ 
Has Building Supply Ads 


Three major producers of build- 
ing materials — the DuPont Co., 
Libbey-Owens-Ford Glass Co., and 
the Wood Conversion Co. — ad- 
vertised building trade products 
in the March issue of the Reader’s 
Digest. 

Both DuPont and Libbey-Owens- 
Ford have started new campaigns- 
DuPont to introduce its flame-re- 
tarding paint, and Libbey-Owens- 
Ford to promote Thermopane. 
Wood Conversion is continuing a 
campaign for its Nu-Wood acous 
tical tile for ceilings. 


Alabama’s Hill of U.S.S. 
Retires After 19 Years 


Arthur G. Hill, assistant district 
manager in Birmingham, Ala., fo 
United States Steel Supply Divi 
sion, has retired after 19 years 
with the U. S. Steel Corp. 

Hill has been in Birminghan 
since 1952, when the former Get 
rard Steel Strapping Co., a U. S 
Steel subsidiary, transferred its 
branch warehouse and sales office 
there from New Orleans. He served 
as Southern district manager for 
Gerrard until that company was 
merged with United States Steel 
Supply in 1957. 


(Continued from page 98) 


W. A. (Bill) Seagle Passes; 
Former SSDJA Secretary 


W. A. (Bill) Seagle, 62, died re- 
cently in Dallas, Texas, following 
a heart attack. 

Seagle, a native of Chattanooga, 
Tenn., had resided in Memphis 
since 1940. He was secretary- 
treasurer of the Southern Sash & 
Door Jobbers Assn. from 1940 
until 1949. At the time of his 
death, he was affiliated with Clear 
Fir Sales Co., Springfield, Ore. 


Devoe & Raynolds Opens 
Plant in Houston, Texas 


Completion of the new Houston, 
Texas, paint manufacturing plant 
of Devoe & Raynolds Co., Inc., 
marks operation of the second 
production base for the widely 
diversified operations of the Mer- 
ritt-Chapman & Scott Corp. in that 
city. 

Through its parent company 
ties, Devoe & Raynolds is a “cor- 
porate cousin” of Tenn-Tex Alloy 
& Chemical Corp., a Houston busi- 
ness since 1951. 

Devoe, one of the nation’s major 
producers of consumer paints and 
industrial finishes, has headquar- 
ters in Louisville, Ky., and eight 
other production facilities besides 
its Houston plant. 








To THE 


MARKETS 





are represented by over 150 


men in sales of West Coast lumber products. 


DANT & RUSSELL OFFICES IN 
WASHINGTON, D. C. 
FORT LAUDERDALE, FLORIDA 
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Roof Truss Design For Umbrella Shed 


Feastmaster 
BARBECUES 


Complete barbecue units ready for | 
easy installation. Handsomely styled of | 
sturdy steel construction. Simple to | 
operate. Easily removed for cleaning 


or storage. 


~~ 
Medel PT-500 (pit type) and Model 
CT-400 (cabinet style) for kitchen, patio 
or outdoor use. Crank raises or lowers 
fire, grill remains stationary. Black or 
copper-hammertone finish. 


Model OD-300. Burns wood or char- | 
coal. Adjustable fuel grate. Black finish. | 


Feastmasters are 
rust-inhibitive : 
primed and 
painted with 
heat-resistant 
non-toxic baked 
enamel. Grills 

are plated. 


Electric motor 

and spit available 
for all Feastmaster 
models. 


SOLD THROUGH LEADING 
BUILDING MATERIAL AND 
LUMBER DEALERS EVERYWHERE. 





WRITE TODAY for FREE 





DETAILED INFORMATION 








SUPERIOR FIREPLACE CO. 


Designers and manufacturers of HEATFORM 
warm air-circulating fireplace units 

Dept. SBS Dept. SBS 

4325 Artesia Avenue 601 No. Point Rd. 

Fullerton, Calif. Baltimore 6, Md. 





Retail and wholesale building sup- 
ply and lumber dealers, farm groups, 
and others in need of flexible stor- 
age facilities may find an economical 
roof truss design for an umbrella 
shed in this new typical design pre- 
pared by Timber Engineering Co., 
engineering affiliate of the National 
Lumber Manufacturers Assn. 

The design features roof trusses 
for both a single and double type 
umbrella storage shed, with roof 
spans of 14’ and 28’ respectively. 
Design details call for spacing of 
trusses 8’ on center. In the umbrella 
type shed, roof trusses are attached 
to a center pole. 

The design shows suggested meth- 





Booming Drive-In Store 
(Continued from page 46) 


dling the public pays off in good 
first impressions for lasting cus- 
tomers.” 

Along the same line, the drivers 
of the seven delivery trucks also 
are trained in courtesy. All drivers 
have been with the company for 
eight years, and one since the firm 
started in 1946. 

Demands of a heavy traffic flow 
are satisfied by the wide range of 
merchandise and services. For in- 
stance, every type of credit plan 
is available — 30-day charge, bud- 
get, and FHA. Drive-in service is 
stressed along with self-service, 
but fast delivery is available. 

Another service each salesman 
mentions many times a day is that 
if they don’t have an item in stock 
they will get it. To make this serv- 
ice fast and convenient, the com- 
pany has daily deliveries to the 
store from wholesale _ suppliers. 
This service makes same-day or 
next-day delivery — almost as 
fast as a customer could go else- 
where and buy. 


ods of erecting trusses on poles, as 
well as fabricating and assembly 
procedures. Roof trusses are fabri- 
cated with TECO Wedge-Fit split 
ring connectors for strong, tight con- 
nections and evenly-distributed loads 
at lapping member joints. 

The umbrella shed is adaptable 
for many uses: primarily to provide 
covered storage for lumber and 
building supplies, farm equipment, 
livestock, and commodities, and 
equipment and machinery used in 
road, bridge, and commercial and 
industrial construction. 

For further information, write 
Southern Building Supplies, 806 
Peachtree St., N. E., Atlanta 8, Ga. 


Merchandise is usually bought 
in proper packages to serve the 
drive-in trade. For example, nails 
are stocked along one of the lum- 
ber yard driveways in 50-pound 
sealed packages instead of 100’s, 
so that they may be loaded easily. 

A surprise to everyone but 
Manager Payeur was the big vol- 
ume in barbecue supplies. Prior 
to opening, he laid in a big stock 
of charcoal. When his staff asked 
him what he was going to do with 
so much charcoal he began to won- 
der if he had made a mistake, but 
more than 2,000 bags were sold 
in the first 90 days. 

Other departments that zoom 
are insect and pest supplies and 
the lawn supply department. Fer- 
tilizer is also sold in this depart- 
ment, and the volume exceeded 
all predictions. 

Store hours are 8 to 6 every 
day except Friday, when the store 
remains open until 9. 

As might be expected, Friday 
and Saturday are big days, but 
it was definitely a surprise when 
Monday’s business exceeded half 
of the Friday volume. 

In the lumber department, more 
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than a half-million feet of ply- 
wood and lumber can be handled. 
The layout includes bins, such as 
those for plywood 7’ high, 8’ wide, 
and 12’ deep, with 8’ in the clear 
on the upper deck above. A line of 
bins 63’ long, raised 4” above the 
main floor, with concrete on both 
bin bottom and floor, handles such 
items as cement, plaster, and roof- 
ing. Merchandise is loaded directly 
out of bins into company or cus- 
tomer vehicles. 

“After only 90 days operation 
we discovered that we had to start 
planning our first expansion,” 
Payeur said. “That was very grati- 
fying.” 


What Motivates Buyers? 
(Continued from page 48) 


to take you down to the store and 
show you samples of the material 
we are going to use. I know you 
will recognize many of the brand 
names and know yourself that they 
are top quality. We guarantee both 
our material and workmanship, and 
in order to do this we have to use 
good material. The best carpenter 
cannot do a satisfactory job with 
shoddy material. 


“We will also do as much of the 
paper work as we can. All the pa- 
pers necessary to obtain your loan 
will be drawn up by us. In other 
words, Mr. X, if you will let us build 
your house, you can be assured of 
getting good material, good work- 
manship, and you can sit back and 
take it easy while we do all the work 
to get your loan through.” 

When he left he told me to make 
out the contract. 


Self-Service on Shorts 
(Continued on page 40) 


er lengths, are also stacked on 
the floor. 

Behind this floor display, other 
miscellaneous shorts are end-stack- 
ed in bins built for the purpose. 
And behind these bins, red barrels 
contain miscellaneous lengths of 
moulding. Every stick is price-la- 
beled. 

“We have no shorts in the 
yard,” Shepelwich emphasized. 

‘“‘We move them into the store 
as fast as they accumulate. Here, 
they are priced and assigned to 
position in the display. 

“We haven’t had time to make 
a study of the saving in time and 


DENNIX 
PLATFORM TY 


money afforded by this procedure. 
But we know it saves a tremendous 
amount of time. And it is a real 
ervice to the public, especially in 
this area, where there are thou- 
sands of home-owners who are 
constantly doing some little job 
around the house.” 

Another traffic builder is a box 

front of the store containing 
free wood for whittlers or hobby- 
ists 

“We fill that box with scraps 
every morning,” said Shepelwich. 
“By evening, it’s empty.” 


Home Is Best Showcase 
(Continued from page 44) 


ng like the one in my house, and 
ve have figured several jobs for 
prefinished wood kitchen cabinets, 
put on display for the first time 
n this area. 

We think that our open house 
was a success — not so much be- 
cause of our efforts, but because 

the everlasting interest by the 

ublic in housing. We are well- 
pleased with comment it caused. 
We believe it will continue to 

ing good results in the future. 


DENNIX 


Attachable Items for the 
“Do-It-Yourself” Trade 


create sales for dealers 
with their variety, quality, 
and consumer 
acceptability. 


DENNIX 
PRODUCTS CO. 


L 
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Building Stone Institute 
Elects Southern Officers 


Three Southerners recently were 
elected to governing posts of the 
Building Stone Institute, nation- 
al trade association representing 
quarries, stone contractors, and 
stone fabricators. 

They are Tom Sawyer, San 
Jacinto Stone Co., Houston, Texas, 
secretary; and new board mem- 
bers E. W. Griffin, Georgia Marble 
Co., Atlanta, Ga., and Henry 
Garner Jr., Garner Stone Co., 
Birmingham, Ala. 


Umbrella Shelter 


(Continued from page 39) 


28’ x 60’ shelter, as pictured, was 
erected and roofed with the stress- 
ed-skin panels in less than 1% 
working days by a crew of four 
semi-skilled men, plus a lift truck 
and operator. 

The first step was erection of 
the bipod frames with the glue- 
laminated trusses fastened to the 
tops of the bipods. 





( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


WILL NOT SHRINK SELLS BETTER because 
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STICKS AND STAYS pir 
————— en, 


it WORKS BETTER. 


Most dealers — 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year. after 
ear.” What’s more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit margin on 
any product of this : 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many i tching materials may shrink, 
fall out or ¢c ip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Pasy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-1b. drums for 
industrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


5 Box 804-0 
Des Moines, 
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A truck with a long hoisting 
boom or gin pole and power wind- 
lass was used for the lifting oper- 
ations. The ends of the bipods were 
dropped into holes about 5’ deep. 
Temporary crosspieces, resting on 
batter boards, held the bipods at 
the correct elevation. 

After temporarily bracing the 
bipods, the stressed-skin panels 
were picked up and set in place. 
Placement of the panels automati- 
cally aligned the frames so that 
very little adjustment was needed. 
After the roof was completed, the 
poles were concreted in the 2’ 
diameter holes. The accompanying 
pictures show how frames were 
lifted into place, and how the 
placement of the roof panels was 
accomplished, using a working 
platform on a truck for two work- 
men who installed the panels. 

Since erection, the shelter has 
gone through a 70-mile-per-hour 
windstorm with no apparent dam- 
age. 

The stressed skin panel system 
could be applied to other conven- 
tional types of shelter construction 
with the same advantages, namely, 
more efficient use of lumber and 
plywood and rapid erection. The 
panel for each application should 
be properly engineered and care- 
fully assembled to obtain full 
advantage of the system. 

Further information may be 
obtained from the Agricultural 
Engineering Department at Okla- 
homa State University, Stillwater. 


Future Competitive Sales 
(Continued from page 41) 


However, in my _ experience, 
there are far too many mental 
“DP’s,” both at the management 
level and at the employee level, 
who cannot shift their perspective 
from the long-gone days when 
distinctive product differences 
could be dramatized to the point 
that customers took materials 
away from us. 

My contention, then, is that we 
need salesmanship now — design- 
ed for the future. Before we try 
to explore how we bring this sales- 
manship for the future about, let’s 
clearly establish why it is needed. 


Distribution Pattern 
Let’s start with the historical 
place of the building material deal- 
er in the distribution pattern. Prior 
to World War II, the position of 
the retail building material dealer 
was solid, respected, and practical- 


ly unchallenged. The manufacturer 
and the wholesaler who maintain- 
ed a strong dealer policy, together 
with good quality, service, and 
competitive prices, secured a share 
of the potential market for their 
materials in direct ratio to the 
effectiveness and ingenuity of their 
respective organizations. 


Dealer Biggest Supplier 


In the larger markets, as well 
as in the rural markets, the dealer 
was an influential factor in sup- 
plying all facets of the construc- 
tion industry, ranging from the 
consumer to the subcontractor, the 
builder and the general contractor. 
Quite a few even maintained con- 
tact with their leading local archi- 
tects. 

Very rarely did the size of the 
job have any particular influence 
on the distribution method, al- 
though it frequently had an in- 
fluence on the price quoted for 
the materials by the dealer. In 
most markets, the total construc- 
tion volume was well dispersed 
among a large number of builders, 
contractors and subcontractors — 
not to mention consumers. 

In the urban markets, practical- 
ly all dealers of any appreciable 
size maintained a sales force of 
two or more men whose primary 
responsibility was consistent con- 
tact with those factors in the func- 
tions of selling products, ideas, and 
maintaining a service-oriented at- 
mosphere. 

The dealer’s warehouse was a 
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symbol of supply on which trade 
factors relied heavily to make 
certain that materials were avail- 
able at the time and place they 
were needed. The dealer’s sales 
organization was a source of in- 
formation, counsel and assistance. 


War Brought Changes 


Now, what about the factors 
which brought about the change? 

(1) During the war, in many 
locations, there were jobs which 
demanded unusual amounts of ma- 
terial in a very short period of 
time, which virtually bypassed any 
local warehousing point because 
of unusual quantities and service 
requirements. 

(2) Following World War II, with 
the immediate upsurge in demand 
for housing, there was a tremen- 
dous growth in the number of 
home builders and other trade fac- 
tors. 

(3) As is always the case in an 
expanding market with an increas- 
ing number of entries into busi- 
ness, the trend of consolidation of 
the strong, and weakening of the 
weak began to take place. This 
then placed many builders, con- 
tractors, and subcontractors in the 
position of using much higher vol- 
umes of materials, followed by 
their awakening to the impact of 
their own purchasing power. 

(4) Eight to ten years after the 
war, we began to see a tremen- 
dous increase in the amount of 
repair and remodel business. Al- 
though difficult to check, it is gen- 
erally agreed that such volume 
today equals or nearly equals the 
volume of new construction ac- 
tivity. For the first time, the con- 
sumer was becoming an extremely 
important factor in the selection 
of building materials. 


Effects of Changes 


Now, what were the effects of 
these changes? 

Here, then, was the paradox. 
Where new construction purchas- 
ing power was falling into fewer 
hands, repair and remodeling pur- 
chasing power was becoming div- 
ersified. The merchandising meth- 
ods for these two potential markets 
are more or less opposites, and yet 
we see dealers and others con- 
tinually striving to maintain a 
position in both — but using the 
same methods. 

As the consumer market became 
more evident and profitable, we 
saw dealer after dealer withdraw- 
ing the sales and service organ- 
ization which he had previously 
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maintained for the major trade 
factors. As he lost contact with 
these major buyers, their apprecia- 
tion of his service lessened and 
they began to look to the manu- 
facturer as a direct source of in- 
formation. 


Manufacturer-Distribution Problem 


Now we see the quandary of 
the manufacturer. Having invested 
heavily in capital, in most cases 
to expand his production and serv- 
ices, he is faced with the problem 
of obtaining maximum volume 
With the dealer’s contact with 
major trade factors weakening 
and the whole concept of mate- 
rials and systems becoming more 
complex, the manufacturer finds 
it more and more necessary to con- 
tact major trade factors direct 
Now he must face the decision of 
whether this contact is to be ex- 
tended to actual direct sale. 

As the matter now stands, I 
know that every responsible man- 
ufacturer must be concerned, be- 
cause he recognizes the pitfalls of 
cutting himself off from effective 
distribution, as provided by the 
dealer, just to secure maximum 
volume in the new construction 
market. Each also recognizes the 
pitfalls of jeopardizing his poten- 
tial in the growing repair and 
remodel market by a loss of dis- 
tribution. 


Distribution-Breakdown 


I have heard it said by people 
much better qualified than I that 
the recent so-called economic re- 
cession is one which illustrated the 
breakdown of the distribution and 
marketing system. The contention 
is made that our knowledge and 
understanding of efficient distribu- 
tion and marketing have not kept 
pace with the technology of pro- 
duction methods. 

It could be. How many dealers, 
for example, have invested heavi- 
ly in new stores, new warehouses, 
new lift trucks and advertising, 
but have spent next to nothing to 
upgrade their sales force? 

Perhaps distribution is a major 
problem, but I submit that, re- 
gardless of the trend in the build- 
ing materials industry, efficient 
distribution by good dealers does 
exist today and will exist in the 
future. 


Challenge of Salesmanship 


The problem, then, is what all 
of us can do as our part in seeing 
that the strong parts of this dis- 
tribution system stay strong and 
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healthy and that the weak parts 
are strengthened. 

This is the challenge of sales- 
manship for the future. I wish 
there was a magic answer. I wish 
there was a panacea — but there 
is none. The only answer is, first, 
a recognition of the problem; sec- 
ond, the decisicn to do something 
about it, and, third, to stay with it. 


Dealer Market-Specialization 

In my opinion, there are some 
things which could help substan- 
tially to improve the _ existing 
situation. The individual dealer, 
regardless of location, must make 
the decision to specialize in one 
type of market or the other. 

If he chooses not to specialize 
in one or the other, he then must 
recognize that his organization will 
be required to function under two 
different merchandising and sell- 
ing plans — one directed toward 
the consumer and the repair and 
remodel business — and the other 
toward the new construction busi- 
ness. 


New Construction Market 


Having made this decision (and 
it would be my hope that the 
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decision for many dealers would 
be that they stay in both types 
of distribution), following are 
some prime considerations in going 
after the new construction market. 

Maintain consistent sales and 
service contact with the leading 
trade factors, and actively mer- 
chandise the many services which 
the dealer can provide to fit the 
needs of the trade factor. This can 
only be done by personal contact 
by effectively trained men. 

I have seen very few dealer 
marketing areas where the major 
purchasing power for new con- 
struction wasn’t pretty well-con- 
centrated with a small group of 
trade factors. However, I have 
seen many dealer marketing areas 
recently where the dealer, or his 
representative, really knew these 
factors well — sometimes not as 
well as the manufacturer knew 
them. 


Organization Training Programs 

With the cooperation of key 
manufacturers, undertake train- 
ing programs for this contact 
organization to improve their 
understanding of the newer and 
more complex systems of construc- 








tion. We know that trade factors, 
for the most part, need all kinds 
of help with the specification stage, 
the bidding stage and the job per- 
formance stage. The dealer has 
been, and can become again, an 
influential factor and get the busi- 
ness on the basis of providing this 
help, which today is largely being 
borne on a hit-or-miss basis by 
manufacturers’ representatives — 
with a wide variety of interests. 


Dealer-Service Functions 


The primary function of the 
dealer in the new construction 
market is one of service in all its 
aspects, including deliveries, quick 
handling of complaints, fair credit 
extension, etc. These things should 
be adequately merchandised and 
promoted to the trade. They should 
never be allowed to forget the 
advantage which such localized 
service and understanding can pro- 
vide. 

Thinking briefly of the repair 
and remodel market, much of the 
preceding could also apply, but the 
approach is quite different. Here 
the problem is one of attracting 
consumers who are now trained 
to buy where service fulfills their 
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home repair and remodeling needs. 


Repair-Remodel Services 


The following questions might 
serve to highlight the specific 
points of what is required: 

(1) Is there someone in the deal- 
er organization who can interpret 
the consumer’s needs from a mag- 
azine illustration into an actual 
finished job? 

(2) Is there someone who can 
tell him approximately what such 
a job will cost? 

(3) Is there someone who can 
help him in the proper selection 
of materials to stay within the 
amount he wants to spend? 

(4) Is there someone who can 
recommend to him a carpenter or 
contractor to do the work? 

(5) Can the dealer really pro- 
vide one-stop service similar to 
the type the consumer has come 
to expect from other types of re- 
tail business? 

(6) Can he secure accurate in- 
formation with respect to financing 
his job? 

(7) Is there a specific plan to 
consistently stimulate the consum- 
er trade and make them want home 
improvement? 

Answers to the above questions 
can be a measure of how effective- 
ly the dealer can sell the consumer 
in competition with the automobile 
industry, the appliance industry 
and others. If there are negative 
answers to these questions, it be- 
comes evident that, again, training 
of inside personnel may be neces- 
sary to effectively capitalize on the 
traffic which is developed by ad- 
vertising or promotion. 


Manufacturer-Dealer Cooperation 


Let me assure you that I am 
well aware that this problem is 
not the exclusive responsibility of 
the dealer. The cost of poor co- 
operation between manufacturer 
and retailer is a matter of record. 

You might well ask the question 
— Why hasn’t more teamwork in 
the solution to these problems been 
forthcoming? Are manufacturers 
really uncooperative, or is it pos- 
sible that some of them have fail- 
ed to recognize that any ineffi- 
ciency in the distribution system 
at any point can substantially in- 
crease their own cost of doing 
business? How many more manu- 
facturers’ salesmen does it take if 
the manufacturer must cover all 
the major trade factors in a given 
market, in addition to taking care 
of his distribution through the 
dealer? What are the long-term 
losses to the manufacturer who 


makes an ill-founded decision to 
bypass his distribution system and 
take on business direct? 


Prepare for Intelligent Selling 

First — prepare for intelligent 
selling at the time you buy. Sec 
ond — instill a selling attitude 
into your whole organization. 

On the blackboard to my left 
are two columns. Both contain the 
same words, but the order in which 
they are placed is different. One 
is headed “Buying for Confusion” 
the other is headed ‘‘Marketing for 
Profit.” 


“'Pressurized’’ Salesmanship 

Let’s take the first word on the 
lefthand side — the PURCHASE 
If the decision to buy a certain 
product or a certain quantity of 
products is placed first in your 
marketing scheme, then you ar‘ 
an open target for the brag and 
boast claim of the manufacturer’s 
salesman who tells you — “You 
should have it — we are advertis 
ing it — people need it — it’s the 
best!” 

If you think you do not succumb 
to this type of pressurized sales- 
manship, when you go back to 
your place of business, take a walk 
through your yard and mental- 


ly count the items which were 


bought and are still sitting thers 


Price Concern 


The natural result, when pu 
chasing is placed first in a mar- 
keting concept, is to move to the 
second phase — which is PRICE 
— and here your concern might 
be ‘How much is it? — what 
can I make on it? — what should 
I sell it for?” There is nothing 
wrong with any one of these ques 
tions. I simply contend that they 
are being asked too early. 

Unfortunately, the conclusion of 
the purchasing and price phas¢« 
very often bring the entire inter- 
view with a salesman to a clos¢ 
In such cases, the manufacture! 
gets a full order book and the 
dealer gets a full warehouse. And 
both are happy for the moment 
Unfortunately, again, too many 
manufacturers’ salesmen reach thi 
point and stop. 


Marketing Problems 


Then, later on, the remaining 
three words become real prot 
lems. Now you must do something 


about it. You must determine who 


the prospects are, and you must 
get folders and catalogs and san 
ples — sometimes you even need 
to get a new explanation of how 
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the product works or what it 
should do. 

Now, perhaps, you call the sales- 
man back, asking him for assist- 
ance, and out of that may come 
belated preparation — and the 
ugly questions of: (1) Let’s find out 
where we can sell this stuff; (2) 
Who needs it?; (3) How does it go 
together?; (4) What does it do? — 
and, as the unanswered questions 
gradually accumulate, we become 
aware — with a sinking feeling 
in the pit of our stomachs — that 
we were not prepared to market 
the product before we made our 
investment in it. 

I don’t know what causes this 
buying method, but it has been 
suggested that, in many organiza- 
tions, the fact that one person 
does the buying and someone else 
is responsible for selling could be 
the reason. In a smaller organiza- 
tion, it could be the fact that 
preparation, because it is time 
consuming, is just naturally put 
last on the list. 


Preparation Comes First 


Now let’s look at the other side 
— the same words — just re- 
arranged. Preparation comes first. 
In the preparation, you determine 
what you need in the way of pro- 
motional material, samples and 
training tips to your organization. 
You make ‘hem aware that you 
have it — what it is for — and 
why they should sell it. 

In these first three steps, ev- 
ery manufacturer’s salesman, who 
wants to sell you his new product 
or an increased quantity of prod- 
ucts, should be able to help. Often 
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he wants to help — but is afraid 
to offer. Whether you use his 
help or not, you will still be in- 
terested in price, but you will not 
let price alone influence your deci- 
sion — you will not make the 
purchase before you know that it 
can be converted to sales results. 

The time which you save in 
failing to prepare is the highest 
cost item in your operation. 


Company Selling Attitude 

Productive salesmanship is an 
attitude — an attitude that starts 
with you. For if you do not have 
it, your organization will not have 
it. 

The owner or manager who has 
this attitude is aware of competi- 
tion not managed by it. He thinks 
of creating and expanding his mar- 
ket — instead of worrying about 
its capacity. 

This is the philosophy which 
confounds businessmen from Eu- 
ropean countries when they study 
American marketing methods. 
While the European puts the stress 
on control of prices and existing 
demand, successful Americans look 
at the potential and consider their 
job to create the demand for their 
products and services. 


Expandable Markets 


Salesmanship for the future is 
based on the belief that the market 
is expandable — that products can 
create their own demand when 
matched with wants — and that 
competition is a challenge — not 
a threat. It has been truly said 
that the best way to stop worry- 
ing about competition is to make 
your competition worry about you. 

Productive salesmanship starts 
with believing and getting your 
men to understand that the life 
blood of your business, and their 
livelihood, is sales results. 

It starts with everyone clearly 
recognizing that the customer is 
the real boss of any business. 


Customer Impressions 


Every man in any company adds 
some meaning to the customer’s 
picture of the management that is 
running the organization. When 
the product and the customer come 
together in an ad, in the store, 
or on the job — an impression is 
created, and it is then the customer 
weighs you and your organization 
against your competition. 

Make no mistake about it — it 
is not you nor your salesmen alone 
who make up this picture. It is 
your truck driver — your book- 
keeper — your yard men — and, 


yes, your janitor, if you have one. 


NRLDA Sales Training 


This is the reason that U. S. 
Gypsum Company is producing the 
first unit of the NRLDA Sales 
Maker Training Program — en- 
titled “Customers Are People.” It 
can help you convey to all your 
organization the meaning of, and 
reasons for, a sales attitude. 

I sincerely urge you all to con- 
sider enrolling all your customer 
contact people in this program. 
It will cost you very little in 
money, and could pay dividends 
beyond your dreams in results. 

Yes — salesmanship for the fu- 
ture is an attitude — an attitude 
that starts with management’s rec- 
ognition of the need and manage- 
ment’s decision to do something 
about it. 


Mechanical Workhorses 
(Continued from page 43) 


in their original state. This meant 
that the blocks had to be in good 
condition or risk rejection by the 
architect. 

The Fort Payne company has a 
conveyor, designed to unload such 
materials as sand, gravel, slag, and 
limestone from box cars into a 
truck or onto the yard. The con- 
veyor is low-slung so that unload- 
ing can be done from the bottom 
of hopper-type box cars. Another 
conveyor is used to load materi- 
als from the yard into trucks in 
measured batches. This includes a 
mixer for the preparation of ready- 
mixed concrete. However, the firm 
is not presently in the ready-mix 
business. 

Hansard pointed out that his 
company recently won contracts 
to supply concrete blocks and steel 
casement windows for a $750,000 
housing project at Summerville, 
Ga., as well as for another in 
LaFayette, Ga. These jobs were 
received in competition with much 
bigger plants in both Georgia and 
Tennessee. All blocks, further- 
more, had to meet specifications 
set up by Barrow-Agee Labora- 
tories, Inc., Chattanooga. 

“We are great believers in the 
future of our business,” said Han- 
sard. “Use of concrete masonry 
has increased 500 per cent in the 
past ten years in this country. 
Concrete blocks are being used 
more than ever for decorative 
purposes as well as load-bearing 
structures.” 

The Fort Payne firm recently 
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built a new office and plans to 
erect a new building which will 
add some 50 per cent more room. 
In addition to its retail business, 
the company buys such items as 
doors, windows, plywood, and red- 
wood in carload lots for sale to 
smaller dealers. 

Officers of the company, in addi- 
tion to President Hansard, are 
C. H. Burkhardt, secretary-treas- 
urer, and Paul Crow, vice-presi- 
dent. Managing the building mate- 
rials department is Paul Padgett. 
The company employs about 20 
workers. 


Lighting Fixtures 
(Continued from page 42) 


discount on to us when we send 
him a customer.” 

Although all electrical lighting 
fixtures bought from the store are 
installed, no electrical contracting 
is done. The owners strive to main- 
tain goodwill among all the build- 
ing trades. Hail Bryant is an elec- 
trican, equipped to give fast, skilled 
installation of fixtures; but when 
extra wiring is needed, he recom- 
mends services of an electrician 
who works out of the store on the 
same basis as other contractors 
who value cooperation of a build- 
ing supplies dealer. 

The modern trend in lighting 
fixtures is toward wall units. Many 
of these are stocked here, but the 
ceiling units offer the best pos- 
sibilities for display and for at- 
tracting the eye of every one who 
enters. A number of these are kept 
lighted. 

Newspaper and radio advertis- 
ing are both used regularly to 
promote lighting fixtures. The 
owners often set aside two weeks 
for a special fixture drive, when 
newspaper space is concentrated 
on lighting fixtures. 

The store has its own radio pro- 
gram — live-talent gospel singing, 
with “em-ceeing” done by one of 
the Bryants. The announcer often 
recommends modernizing the din- 
ing room with light, describing in 
detail some of the attractive fix- 
tures to be seen in the store. 

Prices are never quoted on the 
air. Past experience has revealed 
that listeners sometimes misunder- 
stand a price quotation. Quality, 
service, and excellent installation 
are stressed. 

Because more people come in to 
look for kitchen lighting fixtures 
than other units, a model kitchen 
was set up adjoining the electrical 
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fixture display. One helps to sell 
the other. A kitchen seldom is sold 
without new lighting fixtures. Peo- 
ple looking at lighting fixtures 
frequently become interested in 
the complete kitchen, with its 
built-in oven and tabletop range, 
all of which can be bought for 
$25.24 a month. 

An outstanding illustration of 
thoughtful display is the specially- 
designed cabinet that was built for 
showing electrical wiring needs 
Before this attractive and useful 
cabinet was installed in the newly- 
remodeled store, electrical wiring 
items were kept in boxes. Now 
display has made volume multiply 
several times. 

The constructive idea behind this 
display is to show every item need 
ed for a good wiring job, based on 
today’s adequate wiring recom- 
mendations. The front of 
small drawer where stock is stored 
shows the item. Below the draw- 
ers, larger compartments contain 
bulkier items, such as rolls of wire 
and meter boxes. 

Bryant is enthusiastic about bot! 
the utility and sales value of this 
cabinet. It appeals especially to do- 
it-yourselfers, many of whom art 


each 


not sure what they need and want 
until they glance over the display 
and pick the items. 

~ This cabinet also saves inventory 
work, and provides for profitable 
sales volume done with fast turn- 
over of streamlined stock. In five 
minutes, a floor salesman and a 
supply man can check items on 
hand and replenish what is needed. 

Bryant relies upon supply men 
to keep him posted on what light- 
ing fixtures should be stocked in 
medium-price ranges. Important to 
fast turnover is maintaining a wide 
variety of new units. Cash custom- 
ers have learned that this store 
is usually the first with modern 
styles. When they shop around, 
they do not pass up this dealer 
who displays so many varied light- 
ing fixtures. 

Most of the current lighting fix- 
ture volume is from customers who 
are remodeling their home light- 
ing. Few of them have all the 
secondary lighting fixtures they 
need — fixtures for porch, yard, 
patio, hall, or closets. Newspaper 
advertising and radio announce- 
ments turn attention to these, and 
good store display and demonstra- 
tion close the sales. 








New Look 


Fully assembled glazed - read 
K. D. unglazed shipped with panel 
brick, frame or stucco trim. Int 


Write or wire 


for details and prices 





ALUMINUM SLIDING GLASS DOORS 


tubular aluminum 
Sliding glass doors 
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nstall 
1 screens fully assembled. Cylinder lock 
installation fin for ease of installation. 


DINA PAK CORPORATION 
P. O. BOX 488, TELEPHONE BLACKBURN 3-1183 
IRVING (DALLAS COUNTY), TEXAS 
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or one man package glazed 








For more details on above items, use Coupon on Page 83 





Riding High With Top Quality 
ROCKPORT REDWOOD 


It takes good logs to make good 
lumber. Rockport selects the very 
best; and manufactures notably 
high-quality Redwood — always 
well up to grade. You can depend 
on Rockport to please your 
trade. Nothing surpasses 
Rockport’s Certified Dry Red- 
wood Bevel Siding and Finish. 


Rounds Lumber Company is exclu- 
sive distributor for Rockport and 
sales agent for other leading man- 
ufacturers of Redwood; and of 
mills producing top quality Doug- 
las Fir, White Fir, Ponderosa Pine 
and Sugar Pine. 


Specify Rockport 
LOOK FOR THE 
END STAMP —“ROCKPORT” 








ROUNDS LUMBER COMPANY 


Sales Agents 


Generai Office, Crocker Building, San Francisco 4, California 
YUkon 6-0912 «+ Teletype SF-898 


9233 Denton Drive, Dallas, Texas 
430 N. Waco Avenue, Wichita 1, Kansas 


For more details on above items, use Coupon on Page 83 





Index of Advertisers 


This Advertisers’ Index is published as a convenience, and not as a part 
of the advertising contract. Every care will be taken to index correctly. 
No allowance will be made for errors or failure to insert. 
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Allison Lumber Co. 

Allmetal Weatherstrip Co. 

American Screen Products Co. 
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Atlantic Steel Company 
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Barclite Corporation of 

America Second Cover 
Barrett Division, 

Allied Chemical Corp. 
Bennett Mfg. Co., Richard C. 
Bernard Lumber Co. 

Berry Door Company 
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Keystone Steel & Wire Co. 
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Koppers Co., Inc., 

Wood Preserving Div. 
Kordite Company 
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Leslie Welding Co., Inc. 
Libbey-Owens-Ford Glass Co. 
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Products Div. 
Louver Manufacturing Co. 
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Majestic Company, Inc. 

Marsh Wall Products, Inc. 

Masonite Corporation 

Maywood, Inc. 

Minnesota & Ontario Paper Co., 
Insulite Division 

Misceramic Tile Co. 

Monarch Metal Weatherstrip 
Corporation 

Mt. Vernon Furnace Mfg. Co. 
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National Lock Co. 
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National Mfg. 
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Oconee Clay Products Co. 
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Santion Lumber Co. 
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Superior Fireplace Co. 100 
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Teco Plywood 
Templin Associates, Inc. 
Tennessee Coal, 

Iron & Railroad Div., 

U. S. Steel Corp. 
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Windows Third Cover 
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Versa Products Company 
Vestal Manufacturing Co. 


Vulean Metal Products, Inc. 
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Want Ads 

Warp Brothers 

Weather-Proof Co. 

West Coast Lumbermen’s 
Assn. 

Western Pine Association 

Western Veneer & Plywood Co. 

ha peered Sales Co. 33 
willie amette National Lumber 
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This is the DEALER'S Window Line... 


ualco 


THE ONLY COMPLETE LINE 
OF ALUMINUM WINDOWS 





National advertising brings customers in. 








Advanced design spurs them to buy. Competitive pricing 








clinches the sale. Highest quality keeps them happy 


... brings them back for more. 




















°) 
3 Your Ualco stock includes all the windows they’l! 


need. And when you run out there’s a 





Southern Sash warehouse nearby, with plenty 





of sizes, in all twenty styles. Our large 





fleet of trucks rushes many orders. 


Ualco is the dealer’s window — the window you 
can sell. A few excellent territories are 
still available. Write now for our latest Complete 


Line catalog, and for full particulars. 





SOUTHERN SASH The Complete Lin 


SALES and SUPPLY CO., INC. © SHEFFIELD, ALA. 


FLORENCE, ALABAMA SAN LEANDRO, CALIFORNIA 
HUNTSVILLE, ALABAMA TAMPA, FLORIDA 
MONTGOMERY, ALABAMA ELIZABETH, NEW JERSEY 


VAN NUYS, CALIFORNIA CANTON, OHIO Window Styles, Four Great Curtain Wall Systems 
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WINDOW UNITS 


Rimeo “Vent” ""F 
Rimco ‘Six-Ten”’ and Rimco “View” Rimco ‘Casement’ Rimco ‘Basement’ 


SHOW THEM WELL — WATCH THEM SELL! 
DISPLAY MODELS AVAILABLE 


Rimco “Slide” Units: Selected W.P.P. — Anodized Aluminum Weatherstrip, 
Extruded Anodized Aluminum Sill Track and Chrome Plated Hardware 
all Factory Applied — Alumium Edged Insulating Panels Installed — 
Each Sash easily Removable — Sash Wood Bead Glazed and Bedded with 
an Adhesive Mastic Compound — Wide Size Range. 


‘‘'WOODLIFE’’ Treated By The DRI-VAC CONTROLLED PROCESS 
EEE LEA 


Quality Products of 


YOUR GUIDE TO WINDOW QUALITY = FACTORY DIVISION 


QUALITY , > APPROVED 
/ #asarcaror * wo. 603 
Americas J wooo annem Ins )) 
Dil d stares | Come STH 


Rock Island, Illinois 








